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Full Size Balloon Tires. 


On the World’s Largest Selling 
6-Cylinder Closed Car | 





























The Coach gives Hudson-Essex dealers unrivalled posi- 
tion in the close competition of today. For the buying 


ESSE x choice of the year is “Closed Car Comforts at Open Car HI IDSON 
Cost.” And no other type or car shares these advan- 


(° SIX tages. SUPER-SIX 


The proof is all about you in the active sales and pros- 


( ‘(OACH perity of Hudson-Essex dealers. CO A CH 
Now with these advantages Hudson and Essex add genuine 


full size balloon tires on all models. Running and steering 
$ gear have been designed specifically for the new tire equip- $ 
ment. The result is the easiest running and steering ever 
attained in Hudson and Essex cars, 
Freight and Tax Extra Fast sales at low selling cost, small service expense, and 


no investment in slow moving models, mean real profits 
and a sound assurance of permanent, growing business. 


YOU CAN SHARE THESE PROFITS 
Write Today | 
HUDSON MOTOR CAR COMPANY, DETROIT 


Freight and Tax Extra 
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Every Bonney *“CV” Engineer 
Wrench is guaranteed to strip 
the thread of any standard U. 
S. S. or S. A. E. nut or break 
the bolt before the jaws will 
spread. 

This guarantee has been made pos- 
sible through specially heat treated 
drop forgings of that super steel— 
Chrome - Vanadium. Our *“CV” 
wrenches have a factor of strength 
more than twice that of carbon 
steel wrenches. 

Their first cost is the last. We 
make them solely for master me- 
chanics who appreciate the lasting 
value of good tools. 


Write for Booklet No. 24 describ- 
ing **CV” Engineer, Tappet and 
Special Service Wrenches. 


Made in U. S. A. by 


Bonney Forge & Tool 
Works 


Allentown, Pa. 
Also makers of carbon steel drop forged 


wrenches, Stillson wrenches, vises, pliers, 
and drop forgings. 


BO 


WRENCHE 





*“CV” is a Bonney trade 
mark wegistered in the 
U. S. Patent Office 








The 
“Short Bite’ 
Test 


The heads on 
Bonney *“Cy” 
Engineer Wrench- 
es are pear shaped 
and forged at an 
angle. This _per- 
mits getting into 
tight places or 
where a full hold 
1S impossible. 
Even full leverage 
on a short bite is 
guaranteed not to 
spread a Bonney 





Set No. 25 


Contains six 15 

egree engineer 
type wrenches 
with openings 
from %” to 1”. 
Price, east of the 
Mississippi’ $5.00 
without leather- 
ette roll. $5.85 
with roll. Prices 
in West and Can- 
ada are slightly 
higher. 
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How many manufacturers 
give you any real practical 
help on your stiffest prob- 
lem—the “trade-in?” 


See LLL 


A real merchant-mind has 
evolved a sound, practical, 
thorough plan to meet this 
and other 1925 selling con- 
ditions... It works, too. 


Sea 


a > 
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Dealers operating under 
this plan invariablyincrease 
their net profits. 


Don’t confound the“Trade- 
in-Service” plan with long 
discount, trade allowances 
or other hokum. 


“Trade-in-Service” is sane, 
business-like. It is worked 
out definitely to meet to- 
day’s conditions. 


2 erent een 
ee a a a ae — SPP PPP PPP PPA 


If you are in earnest 
attach this coupon to 
your business letter- 





once to this address. 








TRADE-IN 
SERVICE 


A 1925 Merchandising Contract--that Works 


head, or write us at oD | 
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Youcan’t make 1925 money 
on a 1919 contract. The 
“Trade-in-Service” contract 
is, so far as we know, the 
first real constructive help 
that any factory has given 
the dealer to clean his floors 
of old cars as well as new. 


We don’t care to broadcast 
this plan promiscuously. 
But we have a few attrac- 
tive openings where it may 
be applied to advantage. 


Wewill divulge the“Trade- 
in-Service” plan only to 
men who can satisfy us as 
to their ability to become 
better distributors or deal- 
ers—for the fastest-growing 
franchise in America. 
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| TRADE-IN-SERVICE 

l Lock Box 806 Detroit, Mich. 
' I am interested in your 

| Trade-in-Service Plan 
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THE NAME “BENDIX” IS ON EVERY GENUINE PART 











CAUTION: In our Bendix Drive advertisements, appearing regularly each month 
inThe Saturday Evening Post andThe Literary Digest, the publicis being cautioned 
to buy none but genuine parts and to look for the name ‘‘Bendix’’ on each part. 


The Red and Yellow Label 


Look for it on every genuine spring for 
Bendix Drive. It assures our stand- 
ard of satisfactory, dependable service. 
Your customers deserve the best. 


See Chilton “Yellow” Directory for Bendix Service Data 


It pays to sell none but 


GENUINE PARTS 


BENDIX 


DRIVE 


ECLIPSE MACHINE CO., ELMIRA, NEW YORK 


Eclipse Machine Company, Ltd + Walkerville, Ontario 
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A Five Year 
Test— 
and a Dealer’s 
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Every Mile 
a Delight 


Thoughtful tourists realize that to 
enjoy fully every mile of their trip, 
the car must have above all—a 
serviceable, reliable and travel- 
proof top. 
































Top makers and car manufactur- 
ers may provide their patrons with 
such top protection by using 
America’s pre-eminent top ma- 


terial Gisse 


pREDNAL, 


Motor 
Topping 


“DEFIES TIME AND THE ELEMENTS” 
SHO 


L. C. CHASE & CO., BOSTON 


NEW YORK DETROIT CHICAGO rit | iG 3 
SAN FRANCISCO va ( | f Vad 
Leadersin Manufacturing since 1847 “ YY , 
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Ge TY Myles Standish ‘Monument 
—— Duxbury Mass. | 
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The Resp onsibility 


—which means your safety 





TUDEBAKER has $52,000,000 invested in 

plants and machinery—70 per cent of which 
has been constructed and developed in the past 
seven years—so Studebaker’s facilities are new 
and modern. 


Studebaker invests more than $500,000 a year 
in its engineering and research laboratories—to 
eliminate the possibility of mistake in design, 
materials or manufacture. 


The car Studebaker offers its dealers, and 
through them to the public, must be RIGHT. 


Nothing can be left to chance—there’s too 
much at stake! 


I The buyer invests in only one car; you, the 
dealer, invest only from season to season—but 
Studebaker’s ALL— its investments, its future, 
its world-wide popularity, always must depend 
upon the goodness of the cars it builds! 


That’s why any car that Studebaker produces 
is a model of excellence for other makers to follow. 


So the interests of the buyer and dealer are pro- 
tected by the responsibility of STUDEBAKER. 














LIGHT-SIX SPECIAL-SIX BIG-SIX 
5-Pass., 112-in. W. B., 40 H. P.| 5-Pass., 119-in. W. B.,50 H.P.| 7-Pass., 126-in. W. B., 60 H.P. 
Touring . +--+ + - - $1045 | Touring .... . $1425| Touring ..... $1750 
win sei > . ) pire Roadster (2-Pass.) . . 1400] Speedster (5-Pass.) . 1835 
‘oupe-Roadster ( 2-Pass. 
Coupe (5-Pass.) . . . 1395 Coupe (5-Pass.) . . .1895)| Coupe (5-Pass.) .. 2495 
Gedam 6 6+ + te we ee 1485 | Sedan . ~~ 2s 1985 | Sedan... - «ss 2685 











All prices f, o. b. factory 


THE WORLD’S LARGEST PRODUCER OF QUALITY AUTOMOBILES 
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NASH 


Announces — 





The Advanced Six 
Four-Door Coupé 


- ~~ 


THE NEW ADVANCED SIX SERIES 


and 


THE NEW SPECIAL SIX SERIES 


Striking New Body Designs 
New-type 4-Wheel Brakes, Nash Design 
Full Balloon Tires Standard Equipment 
Budd-Michelin Disc Wheels Standard Equipment 
New Force-feed Oiling System 
Superb New Performance Qualities 
Notable Refinements in Fittings and Appointments 


ADVANCED a MODELS: 5-Pass. Touring, ate at ding” Touring, $1525; Roadster, $1375; 
5-Pass. Sedan, $1695; 7-Pass. Se vat a 200; Fou r Coupe, $2190, F. O. B. Kenosha. 
SPECIAL SIX ‘MODELS: 5. Pas s. Touring, $1095; aa ~a ss. Sedan, $1295, F.O. B. Milwaukee 


THE NASH MOTORS ceaiener, KENOSHA, WISCONSIN 


LLL LILI DIDO OD OOOOOA 
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Growing with | 
Oldsmobile 


Read the third paragraph 
of Mr. Nedeau’s letter and 
you will have even greater 
respect for the Oldsmobile 
franchise. 


OLDS MOTOR WORKS 


Lansing, Michigan 
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oO ‘ 
“DSMop, Bp; 


H. M. NEDEAU 
Vice-Pres. & Gen. Mgr. 
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MOTOR Cay Oldsmobil : 
Many 
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OLDSMOB 


a. 















F. J. WHEELER 
Asst. Gen. Mgr. 
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‘The Good 


MAXWELL 


Personal Responsibility 


Walter P. Chrysler’s recent public 
announcements regarding the good 
Maxwell reveal this car as the most 
wonderful four-cylinder 
car in America. 


He speaks of Maxwell good- 
ness, not in glittering gen- 
eralities, but in specific 
terms of mechanical features 
and owners’ service. 


Thus Walter P. Chrysler 
accepts full and complete 
responsibility for Maxwell 
goodness—backed by the 
unswerving determination not only 
to maintain the good Maxwell in its 


present peak position but to push it 
higher and higher. 


Here is proof positive of mechanical 
goodness, and more, here is assurance 
of sales success, for Walter P. Chrysler’s 
name is accepted by the motoring 
public as a sufficient guarantee of sound, 
dependable construction and excep- 
tional value. | 


Then add to the good Maxwell the 





All Maxwell and Chrysler dealers are in position to extend the con- 


enormous success and nationwide 
prestige of the Chrysler Six. 


Then to the great salability of the good 


Maxwell and the Chrysler 
Six, add a factory policy 
that is little short of ideal in 
its mutual helpfulness and 
you will have a combina- 


tion of forces that is irresist- 
ible for the dealer. 


Is it any wonder, therefore, 
that applications for the 
Maxwell-Chrysler franchise 
are coming in numbers 
from the most astute dealers in the 
business? 


This is true—these two great cars, the 
good Maxwell and the Chrysler Six, have 
every needed element for permanent 
and increasing success. 


More, they are achieving their destiny 
at a rate that is the marvel of the 
industry. 


If you are interested —write or wire 
now. 







venience of time-payments, on a plan that is attractive to the buyer. 


MAXWELL MOTOR SALES CORPORATION, DETROIT, MICHIGAN 


CHRYSLER MOTOR CORPORATION, DETROIT, MICHIGAN 
MAXWELL-CHRYSLER MOTOR COMPANY OF CANADA, LTD. WINDSOR, ONT. 





‘Chr 


Pronounced as though spelled, Crysler 
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performance of specific jobs in a definite time. 





Here is presented the merchandising side of Flat Rate for use in the automotive repair shop. From 
time to time MOTOR AGE has devoted many pages to the practical details of how to apply Flat Rate 
to the performance of work in the shop. Schedules have been given and instruction outlined for the 
This article presents in full the views of the Merchan- 
dising Director of the Automotive Equipment Association on the profit possibilities of the shop that 
uses Flat Rate and intelligently merchandises its product. 








Flat Rate an Aid to Profitable 
Maintenance 


The A. E. A. Story of How to Make the Shop Pay 


By ARTHUR R. MOGGE, Merchandising Director 


Automotive Equipment Association 


HENEVER thinking men in the automotive in- 
dustry get together the subject of ‘““Maintenance”’ 
usually is the leading topic of discussion. 
Automotive maintenance, defined in plain words, is 
simply—the upkeep and repair of automobiles, trucks and 
tractors. It is a work which has great possibilities. 


The fifteen million motor vehicles in operation in 
America offer an excellent market. As long as cars run 
there is a need for supplies, renewals or replacements, 
and this business should go to accessory dealers, car deal- 
ers and garagemen. 

As the market increases, the motoring public is becom- 
ing more exacting in its demands for better service. To 
meet such demands progressive dealers have formulated 
certain plans and have made the necessary investments to 
insure car owners getting prompt and efficient service at 
fair prices. 

For all the work and responsibility taken, dealers are 
deserving of a real profit on every transaction. Thou- 
Sands of dealers have demonstrated that money can be 
made, and what some can do, others should be able to do 
also, with equal opportunities. 

In an effort to assist all dealers, the merchandising 
department of the Automotive Equipment Association has 
taken some of the experiences of dealers who have made 
4a success and, using their ideas as a foundation, the 
A. E. A. has produced a two-reel animated motion picture 
called “Profitable Maintenance.” 

The new film is absolutely different from the other 
A. E. A. pictures ‘““Ask ’Em to Buy,” “Shop Profits,” and 


“An Automotive Christmas.” Through humorous car- 
toons, “Profitable Maintenance” features a typical car 
owner who starts out buying from “Cut Price” dealers. 
A series of unfortunate experiences prompts him to even- 
tually realize that it pays to patronize well-equipped shops 
which use dependable replacement parts. 


Interwoven with the humor of the film, there are dozens 
of practical ideas which should be of real value to progres- 
sive dealers. The picture can only suggest, however, and 
it is up to every individual to work out his own applica- 
tion of certain recognized business-like principles. 


In recent years there has been a market built up within 
a market. Originally the big volume and profit in the 
automotive industry came from the sale of vehicles. To- 
day maintenance is the big item. 


It has been estimated that in the last five-year period 
the sale of motor vehicles in terms of value has increased 
26.7 per cent while the sale of accessories and parts has 
increased 90.7 per cent. 


Substantial profit can be made from the sale of acces- 
sories and equipment. The logical time to “Ask ’Em to 
Buy” accessories is when cars are new. If, however, the 
car agent passes up the chance, garagemen and service 
station men have an excellent opportunity to “Ask ’Em 
to Buy” when cars are brought in for repairs, gasoline, 
oil, air or water. 

At a recent merchandising meeting one car dealer told 
how he had worked out a list of additional equipment to 
go on the new cars he sold. The aggregate retail price 
of the equipment was $156. The first year he sold 97 




































































per cent of the new cars all the extra equipment. He 
knew the value of selling accessories to the purchasers of 
new cars and he also knew that the way to make real 
money was not to “put all his eggs in one basket,” but 
that it paid not only to sell cars and accessories, but to 
make satisfied customers and build up a big repair busi- 
ness as well. He made it a point to make a profit on 
parts and all labor, and the results were astounding. 


Cars Are New Only Once 

Cars are only new once. After they have been driven 
a few thousand miles many parts begin to wear and there 
is a need for certain replacements. It is the repair and 
renewal or maintenance phase of the automotive industry 
that assumes the greatest proportions and can be de- 
veloped into the most profitable. 

According to the Chilton Company, publishers of the 
Automobile Trade Journal, the public paid $2,490,100,000 
for cars in 1923. For keeping all motor vehicles running 
last year, the public paid a total of $3,845,732,000 subdi- 
vided as follows: 


SE Pe ee Er ae $ 910,000,000 
Es. nite cece ee kitackendn 241,500,000 
BE pani iis 5 eee wats Gaal eted 655,400,000 
Le ee ee te 1,326,232,000 
DE: .ctdieuinetemmotecetea SJ 712,600,000 


The above figures show that there is a wonderful op- 
portunity for the development of the maintenance busi- 
ness. A billion dollars more were spent for the main- 
tenance of the 15,000,000 motor vehicles in operation in 
1923 than were spent to buy the 4,000,000 cars produced 
during the same period. 

Late figures show that nearly 70,000 organizations are 
competing for the maintenance business. There are 31,500 
car dealer service stations and 37,500 independent service 
stations or shops doing repair work. 


If it should so happen that the business should be divided 
equally among all those competing, there would be 214 
cars for every shop. Dividing last year’s total gross 
maintenance volume of $4,000,000,000 in round numbers 
by the total number of cars registered, we are able to 
derive the fact that $266 was the average amount per car 
spent for maintenance. Multiplying 214 cars by $266 we 
get $56,924, which should be the average gross mainte- 
nance income per dealer if everything were divided equal- 
ly in 1923. 

Taking the analysis a step farther: It has been stated 
that the public spent $910,000,000 for labor and $655,400,- 
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The purpose of the chart shown at the left is to tell the person in charge when mechanics assigned to certain jobs are to finish 
them. At the right is shown the comparative cost record 


000 for parts in 1928. Adding these two items we get 
$1,565,400,000. Dividing by 15,000,000 cars we derive 
the figure $104, the amount spent per car for parts and 
labor only. Multiplying $104 by 214 cars we get $22,256, 
which is the gross volume per shop on repair work only, 
if all work were divided equally. 


The business has not been divided equally, however, and 
it is doubtful if it ever will be. Progressive organizations 
will get more than the average and unfortunately there 
will be some who will fall below simply because they do 
not take advantage of every opportunity. 


As an example: There are 42,831 passenger car dealers 
in business. Only 31,500, or 74 per cent, of them operate 
service stations and do repair work. Only 71 per cent sell 
tires and only 65 per cent have accessory and supply de- 
partments. 


While the maintenance market has been getting larger 
every year, not as many car dealers have added shops as 
one would think. Figures show an increase of about 20 
per cent in the number of dealer shops in the last five 
years, while in the same period the number of independent 
shops has increased 110 per cent. 

Accepting certain facts as stated, we must all recognize 
there are two big groups servicing motor vehicles: One 
group includes the motor car sales organizations with re- 
pair shops; the other group is made up of the so-called 
independent repair shops or service stations—those who 
do not sell cars. 


Some Constructive Sales Helps 

Motor car manufacturers have worked out some very 
constructive sales helps and plans for their agents. It 
is possible for authorized dealers to get their repair parts 
from the factory making the car or cars they sell, and 
many automobile dealers are making a success by de- 
veloping the repair or maintenance business in conjunc- 
tion with car sales. 

It is commonly recognized, however, that the independ- 
ent repair shop group has become a real factor in servic- 
ing cars, trucks and tractors. The majority of repairmen 
are not able to buy parts direct from car manufacturers 
or their agents. In order to be of service and supply the 
exacting demand, many well established jobbers have put 
in stocks of dependable replacement parts to take cars of 
the requirements of the independent repairmen and others 
who want quick service and quality merchandise. 

If we all will consider the interests of the motoring 
public as a whole, we will agree that there is a need for 
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encouraging the use of DEPENDABLE REPLACEMENT 
PARTS. The market has been flooded with inferior parts 
which have failed to give satisfactory service, and, as a 
result, the motorist has blamed the repairmen and the car 
manufacturers. Inferior parts are not sold by car agents 
or established jobbers; first, because it would be contrary 
to the policies of both organizations; and, secondly, be- 
cause an organization cannot hope to sell inferior mer- 
chandise and stay in business. 


Rather than spend time on any discussion of inferior 
merchandise, however, it seems logical to proceed at once 
to more consideration of the use of DEPENDABLE RE- 
PLACEMENT PARTS. 

Uniform in Quality 

Dependable replacement parts, such as can be ob- 
tained from jobbers, are parts carrying a well-known 
trade-mark, and backed by the reputation of a reliable 
firm. They are uniform in quality twelve months in the 
year. There is no deception about their name, because 
they are sold for exactly what they are advertised to be, 
and because their makers must keep faith with the trade- 
mark or go out of business. 

If all dealers using dependable parts and making a 
conscientious effort to assist motorists get full service 
from their cars would get together and sell the value of 
their work to car owners, everyone concerned would 
benefit. 

The average car owner is not a mechanic. He cannot 
tell a good part from an inferior one. In the past, many 
car owners have simply taken their cars to shops where 
they thought they could have repairs made at lowest 
charges. In the beginning many fail to appreciate the 
fact that cheap parts are the most expensive in the 
long run. 

It truthfully has been said that good work can be spoiled 
by the use of inferior parts. Good parts do not give full 
satisfaction if improperly installed. Dependable parts and 
modern equipment are both necessary. 

There is a lot of truth in the phrase, “The Best-Equipped 
Shop Gets the Business,” and those dealers who want to 
do a volume business at a profit can well afford to consider 
purchasing modern shop equipment. 

A survey would indicate that in shops where most of 
the work is done without equipment, there is a great loss 
of time, and the owner is often confronted with the prob- 
lem of meeting competition, both in price and prompt 
service, 

Shop equipment makes it possible for repairmen to do 
better work in less time and to turn out more work per 
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hour at a much greater profit than is possible without 
tools and machinery. This development leads to the neces- 
sity of greater profits and they are made possible by the 
installation of flat rates instead of selling service by the 
hour and expecting a charge of $1.50 per hour to take 
care of equipment, overhead and all other charges. 

A long time ago someone started to do repair work on 
an hourly basis. The average man was unable to state 
just what was needed and some such arrangement was 
necessary to allow for the old “Hunt and Peck” system 
for locating the difficulty. At the time the hourly rate 
was not his only source of income. Every single part 
that showed wear and many parts he was in doubt about 
were simply replaced, thereby showing a profit on parts. 
This usually resulted in quite a parts bill as well as a 
great number of hours labor. The only consolation a 
car owner had was the fact that he had been given a 
cheap hourly rate. 

The days of “guess work” on charges are numbered. 
Trade papers and dealers everywhere are advocating the 
use of “flat rates.” They know the industry will benefit 
if service is “sold by the job.” 

Flat rates are predetermined or standardized charges 
for repair work. Some schedules are based on labor only 
with the price of parts and materials used as an extra 
charge. Other plans in use have a fixed or flat price for 
selling repairs and the figure includes both labor and 
materials. 

An example of the first flat rate plan mentioned: As 
a result of a time study a dealer has worked out a maxi- 
mum time estimate of three hours for replacing an axle 
shaft in a Ford car. The flat rate charge for labor is 
$5. To this would be added the price of the axle shaft. 


How the Second Plan Works 


The second plan is worked out so that the charges in- 
clude everything. For example: The owner of a Dodge 
Brothers car is told in advance that the flat rate is $12.50 
to reline the service brakes. The price quoted in advance 
covers both material and labor. 

Some dealers may say, “You can’t quote flat rates be- 
cause no two cars are in the same condition and they 
don’t take the same labor or materials.” 

The answer to this objection is: Make a time study. 
Keep a record of the labor on 10 or 100 identical opera- 
tions on the same make of cars. Strike an average and 
that will give a fair fixed labor charge for future work 
of the same nature. That is all there is to one way 
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ao left is the repair order upon which the mechanic lists the various jobs necessary to the car. In the center is the additional work 
order which is to be used when a mechanic discovers other work to do after starting the job. The requisition on the stock room at the 


right gives a record of everything taken out of stock 
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SOME OF THE IMPORTANT POINTS OF THE 
MAINTENANCE STORY 


A Wonderful Market. 
Film Shows Possibilities. 
Parts Will Wear Out. 
Big Volume in 1923. 
(a) 70,000 Shops. 
(b) 74% of Car Dealers Have Shops. 
Two Groups Serve. 
Position of Jobbers. 
Definition of Dependable Parts. 
Cheap Parts Are Most Expensive. 
Equipment Necessary. 
(a) More Work in Less Time. 
(b) “Hunt and Peck” System. 
(c) Sell “By the Job.” 
What Are Flat Rates? 
(a) The Objection. 
(b) Advantages. 
(c) How to Obtain Flat Rates. 
How to Work Out System. 
fa) Job Time Tickes 
(b) The Repair Order. 
(c) Additional Work Order. 
(d) Stockroom Requisition. 
Position of Mechanic. 
Mechanics’ Compensetion. 
Shop Work Chart. 
Things to Overcome. 
(a) Wasted Time. 
(b) Work to Be Done Over. 
(c) Lost and Damaged Tools. 
(d) Wasted and Uncharged Materials. 
(e) Slow Collections. 
Accounting System Essential. 
Steps to Success. 
The Future. 











of establishing flat rates, and such a plan affords an easy 
way for a dealer to develop his business. 


A flat rate plan WILL HELP ANY DEALER in these 
ways: 

1. Puts shop on a business basis. 

2. Makes possible the advantageous use of shop equip- 
ment. 

3. Places a responsibility on mechanics. 

4. Turns out more and better work. 

5. Customers can be quoted labor charges in advance. 

6. Affords answer to question: ‘When should the re- 
pairs be completed?” 

7. Increases volume without adding to overhead. 

8. Insures greater profits. 

9. Satisfies everybody. 


Eighteen motor car manufacturers have worked out 
complete schedules for their own dealers. This informa- 
tion has not been printed in book form for general dis- 
tribution. It is necessary, therefore, for most dealers to 
work out their own flat rate schedules if they do general 
repair work. 


Several Ways to Proceed 


There are several ways to proceed, and one of the 
easiest is by the use of a comparative cost record card 
system. 


Make a list of all “standard” jobs such as grind valves, 
clean carbon, take up con bearings, take up main bear- 
ings, overhaul motor, overhaul generator, reline brakes, 
etc. Number these jobs consecutively, starting with op- 
eration No. 1. ; 


The next step is to fill out a comparative cost record 
card for each of the operations. Have a separate series 
for each of the popular makes of cars. 


At the top of each card write the number and name 
of the operation. If any material is needed it should be 
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specified and priced. From actual work done an estimate 
of the maximum time needed to do the work and enter 
the time in the space “time allowed.” Add the proper 
overhead to the labor and material charges and the total 
price is the flat rate charge to the customer, at least 
for the time being. 


Having made a file of comparative cost records cards, 
the next thing to do is to check up on the costs of a cer- 
tain number of jobs, say ten or more for each operation 
for all cards recorded in the plan. 


Every time a mechanic does a repair job, he should fill 
out a job time ticket or a similar form. The information 
is then entered on the comparative cost records cards. 
It is then possible to compare the actual time taken to do 
a specified job with the time allowed for it. 


After ten or more similar jobs have been recorded, an 
average should be taken. If the average actual time is 
much less than the.time allowed, the original flat rate 
charge can be reduced. If the average is higher, the 
original charge established can be increased to a point 
where the repairman will make a fair profit. 


A re-check such as outlined gives a flat rate system 
any repairman should be able to work out and use ad- 
vantageously. 

Work in Less Time 


To guard against errors and to insure greater profits, 
three additional forms are worth consideration. They are 
the repair order, additional work order, and the stock- 
room requisition. 

When a car is brought in for repairs, the owner often 
does not know what repairs should be made. A trained 
mechanic can often detect what is needed and should write 
it out on a repair order. Referring to the comparative 
cost records cards, the flat rate charge is obtained and 
placed on the repair order, which is then signed by the 
customer, thus authorizing the work. 


It often happens that the mechanic working on the car 
will discover the car needs additional work other than 
that already authorized. 

The workman reports the extra work necessary and 
the car owner when consulted generally says, “Yes, go 
ahead and fix it up.” The extra work authorized is indi- 
cated on an additional work order and attached to or put 
in the same job envelope with the repair order. 


A record should be kept of all materials used in repair 
work and one of the best ways is through a stockroom 
requisition. Parts and supplies should be kept in a stock- 
room and issued upon presentation of a written requisi- 
tion. This method enables a check to be made on mate- 
rials used on every job and also insures the proper charge 
being made. The materials should not exceed the amount 
stated on the comparative cost record card. 


It has often been said that there should be a greater 
incentive to prompt mechanics to assist their employers 
give the public better service. A business, to be success- 
ful, must attract good men. Some mechanics are quick to 
realize that a business has limited possibilities if $90 is 
the maximum which can be taken in for his services dur- 
ing a week if all labor is sold “By the Hour.” 


Experience, initiative and the value of modern tools and 
equipment would all result in doing work in less time to 
the direct benefit of the car owner who buys it all on an 
“Hour” rate basis, and mechanics and owners would sim- 
ply do more work without a direct increase in income, bY 
figuring elapsed time at the rate of $1.25 or $1.50 per 
hour. 

To be most effective, the flat rate plan should also be 
worked out to include flat rate compensation for mechanics. 
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One of the best forms developed for the plan is the bonus 
system. Here is an example of how the bonus plan works: 

A mechanic has orders to make a certain repair opera- 
tion on a car on which the labor charge is based on the flat 
rate schedule is priced at $6, figuring it should take four 
hours at $1.50 per hour. If the mechanic completes the 
work in three hours, he is also paid for the hour saved. 

Experienced mechanics can often turn in eleven or 
twelve hours in an eight hour day. This plan enables the 
mechanic to receive compensation in accordance with his 
ability to produce, prompts him to do better work and 
encourages him to recommend the installation of modern 
shop equipment. 

A shop work chart, such as shown in the film “Profitable 
Maintenance,” can be used advantageously by all service 
stations when repairs are sold on the flat rate basis. 

The chart is drawn on a piece of white pasteboard about 
24 x 24 inches and placed on a board convenient to either 
the shop foreman, the proprietor or whoever is in charge 
of the shop. 

The purpose of the chart is to tell the person in charge 
when the mechanics assigned certain jobs should finish 
them under the flat rate schedule and be ready to start on 
other work. 

Here’s how it works, using a three-man shop as an 
example: 

A Tack for Every Mechanic 


There is a tack for every mechanic. These tacks bearing 
the workmen’s names are placed in the inner circle. At 
eight o’clock in the morning a car is brought into the shop. 
According to the flat rate schedule two men should do the 
work needed in 2 hours and 15 minutes. The job is 
assigned to Smith and Jones and their tacks are then 
stuck in the chart between 10 and 11 o’clock, the time they 
should finish. 

At nine o’clock another job comes into the shop. It is 
estimated it will take 5 hours and 15 minutes and the job 
is assigned to Brown. 

All three men are then busy. 

At ten o’clock another car owner brings in his car. He 
asks how long it will take to fix it and when it will be 
ready. 

The person in charge determines what is to be repaired, 
finds that it should take an hour according to the flat rate 
schedule. He then refers to the chart, sees that Jones 
and Smith should be available at 10:15 and the customer 
therefore is advised it will take an hour to do the work 
and the car will be completed at 11:15—and so the plan 
goes. The men know they should finish jobs in a specified 
time and the owner can plan and promise customers about 
when their cars should be ready. 

The plans outlined go a long way toward eliminating 
some of the things which have been big factors in making 
it difficult for a repair shop to show a profit. The obstacles 
referred to include wasted time, work to be done over 
without charge, lost and damaged tools, and wasted and 
uncharged materials. To these items add slow collections 
and the big points have been covered. 

The most conscientious mechanics are bound to waste 
some time. There are others who intentionally waste time 
and no matter how the time is wasted somebody has to pay 
for it. It isn’t fair to charge it against any one car owner, 
and it shouldn’t be paid for by the owner of the shop. Flat 
rates an@a bonus system of compensation for mechanics 
put the time proposition up to every mechanic, and if any- 
body loses it is the mechanic who is paid a fixed sum for 
4 given job regardless of how long it takes him to do it. 

If a mechanic does not do his work properly, the job 
Comes back. It is the mechanic who has to stand the loss 
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of time required to do the work over again. Under such 
circumstances it is to the mechanic’s advantage to keep on 
the job and not waste any time and do his work so thor- 
oughly that it will pass the most rigid inspection and 
service. In every shop someone should be delegated to 
test all cars before they are turned over to customers, so 
as to further guard against any defective work going out. 

If any organization is large enough to have a tool room, 
one should be kept in operation by all means. For every 
tool issued there should be a mechanic’s check or identifi- 
cation slip turned in in exchange. 

Tools will get lost or damaged and unless there is some 
way to trace and place responsibility, the neglect soon 
develops into a real factor which eats into shop profits. 

It has been demonstrated that the flat rate system and 
bonus plan of mechanics’ compensation prompts men to 
take better care of tools and equipment. Every man is 
paid in direct proportion to the work he does, and there is 
often competition to see who gets the most money on pay- 
day. Ifa check is kept on tools issued and mechanics know 
the value of tools they fail to return will be deducted from 
their pay, they will be prompted to guard against losses. 

The plan goes even further. Invariably mechanics take 
better care of equipment. They take great care not to 
damage a tool or a piece of equipment, because they never 
know the nature of the next job to be assigned them. It 
might be that their next task would require the use of the 
same tools and equipment and if damaged they would be 
held up and lose time. 

The stock-room requisition if used properly, will do away 
with wasted and uncharged materials. It has been too 
easy in some shops for a mechanic to dash to a showcase 





Jordan Believes Dealer’s Outlook 
Is Improving 


ADDED to the forecasts of more prosperous condi- 

tions for the automotive industry, expressed in 
letters from leading manufacturers which have been 
published heretofore in Motor AcE, is the opinion of 
Edward S. Jordan, president of the Jordan Motor 
Car Co., who believes that both makers and dealers 
will be better off in the last half of this year than 
they were a year ago. His letter on the outlook 
follows: 


From Edward S. Jordan, President, 
Jordan Motor Car Co. 
July 24, 1924. 
To the Editor of Motor AcE: 

General business throughout the United States will 
gradually improve as the uncertainty over the out- 
come of the election is dissipated. 

The automobile industry may build fewer cars in 
the aggregate during the last half than in the first 
half, but the manufacturers will make more money 
and the dealers will be in a better position than 
they were one year ago. 

This is due to the curtailment of production, to 
the gradual cleaning up of the second-hand stocks 
and to the reduction of inventories which accumu- 
lated in the early spring. 

The same frantic effort to obtain peak production 
will not be made this winter—dealers will not be 
inclined to stock so many cars as they did a year 
ago, with the result that there will be a very healthy 
situation existing at the opening of the spring trade. 
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or to a carton on a display shelf and take a fan belt or 
some other item needed in a hurry for the car being 
worked on. Although the mechanic fully intends to make 
the proper charge on the bill, something often interrupts 
and the charge is forgotten. The loss on the one item may 
only be a dollar, but it offsets all the profit that should 
come from several hours’ labor. The best way to over- 
come such things is to have a signed requisition presented 
at the stock-room for all accessories, supplies and parts. 


One shop owner watched all of the details and discovered 
several little leaks in the profit barrel. Where he formerly 
bought shellac in quart cans he now buys it in 2 oz. bottles. 
Whenever a mechanic needs shellac for a cylinder-head 
gasket or anything else requiring shellac, a requisition is 
signed for a 2 oz. bottle and the charge made against the 
particular job. Before adopting this plan no charge was 
made at all for such materials. 


It has been said that the only automotive merchant who 
never has to worry about collections is the one who sells 
for CASH only. 


Shops operating on a flat rate basis should be in a posi- 
tion to quote prices in advance and ask for payment in 
full at time of delivery. 


There are some dealers who feel that they cannot de- 
mand cash from every customer, but these dealers are 
getting fewer in number each year. Out of necessity there 
has developed a tendency to use greater care in extending 
credit. 


Some persons or concerns are good for bills incurred, 
but every dealer must bear this fact in mind that if people 
owe bills and don’t pay them when they are due, it is up 
to every dealer to “ASK ’EM TO PAY.” 


In many cases there have been too many outstanding 
accounts and losses of various kinds simply because the 
owner of the business was not close enough to what was 
actually going on and did not know the exact financial 
condition of the business. 


Every business organization should have some sort of 
an accounting system which will give the owner or man- 
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ager authentic information every day. It is just as one 
dealer who recently installed a simplified accounting sys- 
tem said: “You wouldn’t try to drive a car without a 
steering wheel, would you? If you did you would wreck 
it. Compare business with an automobile. You can’t steer 
your business to prosperity without knowing where it is 
headed. Disaster is waiting for the business that is being 
allowed to run itself. 

Running a business without knowing every day just 
how much money is made or lost on parts, labor, acces- 
sories, or car sales—is like trying to drive an automobile 
without a steering wheel.” 


Dealers who want information relative to a simplified 
accounting system will find jobbers, bankers and many 
progressive merchants ready and willing to give full infor- 
mation about some of the best systems in operation today. 

It is essential that every business be on a sound financial 
basis in order to succeed. An accounting system alone, 
however, does not insure success. Men interested in mak- 
ing a profit from maintenance work must also consider the 
necessity for buying Dependable Replacement and Parts 
and Supplies, the advantages of CONCENTRATING PUR- 
CHASES WITH A FEW WELL ESTABLISHED JOB- 
BERS, adding MODERN SHOP EQUIPMENT, FLAT 
RATES, SELLING FOR CASH OR COLLECTING 
Promptly, HOLDING ON TO OLD CUSTOMERS, and 
getting them to assist in DEVELOPING NEW AC- 
COUNTS through their recommendations, and never 
forgetting the A B C’s of Merchandising—Always Be 
Courteous. 

The future of the automotive maintenance business will 
be what we make it. As long as motor vehicles are used, 
there will be a need for parts, supplies and service, and it 
is reasonable to expect that the market will increase every 
year. Four billions of dollars were spent for maintenance 
in 1923 and 1924 bears promise of exceeding last year’s 
market. There will always be plenty of business for those 
who go after it and those who will profit most will be those 
who serve best. 





Some of the Buick Master Line Models 
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Upper left: The Country Club special, $2075. Upper right: 


The two-passenger roadster, $1400. 


Lower left: The four-passenger 


coupe, $2125, Lower right: The seven-passenger phaeton with permanent top and glass enclosure, $1700 
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Pierce-Arrow Brings Out Moderately 
Priced Six Cylinder Car 


Seven Body Styles, All Resembling Corresponding Models in the Larger and 


More Expensive Series 33 Line. Semi-Balloon Tires and Mechanically 
Operated Four Wheel Brakes on Smaller Model 


has entered an entirely new field 

with the introduction of its mod- 
erately-priced, Series 80 passenger cars 
which are now in the hands of dealers. 
Prices on the new line range from $2895 
for the seven-passenger phaeton to $4045 
for the enclosed drive limousine. All 
bodies are mounted on a standard 130-in. 
wheelbase chassis with a _ six-cylinder, 
3146x5 in. engine. Semi-balloon tires and 
mechanically operated four-wheel brakes 
are regular equipment on all models. 

There are seven body styles all of 
which closely resemble the corresponding 
models of the larger and more expensive 
Series 33 line which is continued without 
change. Comparing the new car with its 
larger brother, the piston displacement 
of its engine is 289 cu. in. against 415 
cu. in. for the 4x5% in. engine in the 
Series 33; its wheelbase is 8 in. shorter, 
and the weight of the seven-passenger 
phaeton is 3640 lbs. as compared with 
5090 lbs. for the larger chassis fitted with 
a similar body. 

Before offering the new car to the p” 
lic, it was thoroughly tested both as to 
design and manufacture. After the ex- 
perimental models had been put throug! 
extensive road tests, a group of chcassis 
were put through the factory in regular 
production. These cars were then 
thoroughly tried out on the road to make 
sure that the performance of the manu- 
factured product duplicated that of the 
experimental models. It is stated that, 
in the manufacture of the new model, 
Pierce-Arrow standards of quality have 
been maintained throughout. 

The engine in the new car is an L-head 
design with combustion chamber domed 
over the valves and tapered to a mini- 
mum clearance on the opposite side of 
the cylinder to secure high turbulence of 
the mixture. The T-head, four-valve con- 
struction employed in the Series 33 en- 
gine, is not used in the Series 80 as it 
was found that satisfaetory power and, 
economy could be obtained in an engine 
of this size without it. The N. A. C. C. 
rating of the engine is 29.4 hp. but it 
actually develops 72 hp. at 3000 r.p.m. 
The compression space is 23 per cent of 
the total cylinder volume. The car han- 
dles well in high gear at low engine 
Speeds and is said to have an acceleration 
of from 10 to 40 m.p.h in 14 seconds. 

Both cylinder block and detachable 
head are gray iron castings. The crank- 
case, which extends 3% in. below the 
axis of the crankshaft for stiffness, is an, 
aluminum casting with integral flywheel 
housing and supporting arms. The un- 
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Fender type headlamps ure standard on all models, 
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This illustration shows the seven- 


passenger, Series 80 sedan, which is offered either in Royal blue or Brewster green with 
gray striping 


derpan is also an aluminum casting and 
it is provided with longitudinal ribs on 
its under side to assist in cooling the oil 
and also to give it greater stiffness. The 
four engine supporting arms rest on 
blocks or distance pieces riveted to the 
frame side rail. Two through bolts are 
provided at each arm. The mounting at 
the rear supports is rigid but those at 
the front are arranged to allow for frame 
distortion. 


The crankshaft is carried in seven 
shimless, bronze-backed babbitt bearings 
all of which are 2% in. in diameter. 
These bearings, in order from front to 
rear, have the following lengths: 21%, 
14g, 14, 24%, 1%, 1% and 2% in., giving 
a total bearing length of 1144 in. The 
cranksaft is a heat-treated, E. A. E. No. 
1045 steel forging, machined all over and 
put in static and dynamic balance. The 
flywheel is also accurately balanced and 
has the starter ring gear shrunk on it. 


Connecting rods are heat-treated, alloy 
steel forgings of I-beam section with 
bearing center 101% in. apart. Each set 
of rods is weighed and balanced on large 


and small ends to insure uniformity. The 
bronze-backed, babbitt bearing in the 
lower end is 2-in. in diameter and 1% in. 
long. The upper end is bronze-bushed, 
the internal diameter being % in. and the 
length 1% in. Pistons are of a light 
weight, cast iron design provided with 
an oi] trough with holes and grooves at 
their lower ends. They are closely fitted 
in the cylinder and relieved to allow for 
expansion. All three rings are carried 
above the pin. The piston pins are ma@ 
of heat-treated, S. A. E. No. 2315 steel, 
hardened and ground to size, and are 
secured in the pistons by snap rings. 
The weights of the piston and rod assem- 
bly are as follows: 
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The front end drive is a Link Belt 
silent chain with idler sprocket which 
automatically maintains the tension. The 
drive system with idler is said also to 
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act as a vibration dampener. Inspection 
of these parts is provided for by an 
easily removable, cast aluminum cover 
plate. 

The camshaft, which is a heat-treated, 
S. A. E. No. 1015 steel forging, is carried 
in four bearings in the left side of the 
crankcase. The dimensions of these 
bearings are as follows: 

Diameter 
15/16 in. 
No. 151/64 in. 
No, 3 125/32in. 11/8 in. 
11/16 in. 118/16in. 

The No. 1 bearing is held in a retainer 
bolted to the crankcase. This retainer is 
removable to permit withdrawal of the 
camshaft endwise. One-piece valves are 
used, the inlet being tungsten steel and 
the exhaust silcrome steel. The former 
are 1% in. in diameter and the latter 1% 
in., both having a lift of 44 in. The valve 
springs are inspected and tested individ- 
ually for uniformity of tension. Push- 
rods with roller type cam followers 
actuate the valves. 

Generator and water pump = are 
mounted on brackets cast on the right 
side of the crankcase. The generator is 
driven through a second fabric coupling 
from the rear end of the generator shaft. 
Both operate at 14 times engine speed. 
The ignition unit is integral with the 
generator and is consequently driven 
from it. 

The electrical system is a _ six-volt, 
single wire, two unit Delco with 120 amp. 
hr. Willard battery. Both annual and 
automatic spark advance is provided, the 
respective ranges being 40 and 17% deg. 
measured on the flywheel. Conduits ex- 
tending along the top of the engine pro- 
tect the high tension cables, and the 
lighting circuits are similarly cased and 
protected by fuses. The lighting switch, 
which is combined with the ignition 
switch, provides four different connec- 
tions. In one position, only the tail 
lamp is lighted; in another, the auxiliary 
headlights are thrown on for city driv- 


Length 
131/82 in. 
11/8 in. 





Above is shown the right and left sides, respectively, of the new Pierce Arrow six-cylinder 34 by 5 in. engine, Series 80. 
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View of rear end of Pierce-Arrow Series 80 chassis. 
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The rear axle is a semi-floating type 


with pressed steel banjo housing. The ring and pinion are mounted in a carrier which 
is removable as a unit. 


ing; a third position dims the head- 
lights and a fourth throws on their full 
intensity. 

Fender type headlights with Bausch & 
Lomb non-glare lenses are regular equip- 
ment on all models. Mounted in com- 
bination with the tail lamp, are the stop 
and backing lights, the latter being oper- 
ated automatically when the gearshift 
lever is placed in reverse. The spark and 
throttle levers, which together with the 
horn button are mounted on top of the 
steering column, are of the short lever 
type without quadrants. 


The carbureter is similar to that used 
on the Series 33. It is of the automatic 








float feed type with accelerating well, 
and reed valves which automatically 
provide the proper proportion of air. 
Adjustments are provided on both main 
and idling nozzles, the former being con- 
trolled from the dash. A large size 
Stewart vacuum system is used, instead 
of the pressure fuel feed employed on the 
Series 33, to feed gasoline from the 18 
gal. tank at the rear of the chassis to 
the carbureter. 

A Tee connection is inserted in the 
gas line just before it enters the car- 
bureter and, from this connection, a 
pipe runs up to the primer located on 
the intake manifold. This primer is con- 


Note the 


heat control on the exhaust manifold in the picture at the right 
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trolled from the dash and its function is 
to supply gas to the intake manifold 
for cold weather starting. The exhaust 
and intake manifolds are separate cast- 
ings. The latter has a jack to which 
exhaust gases are admitted by a valve in 
the exhaust manifold which may be ad- 
justed for weather conditions. 

Cooling water is circulated by a cen- 
trifugal vane pump. The water is dis- 
tributed evenly between the cylinders by 
baffles. The radiator is a_ ribbon 
cellular type of Fedders make with a 
pressed steel shell. For cold weather 
starting, a thermostat is installed in the 
cooling water outlet to check the flow 
until a predetermined temperature is 
reached. The fan is supported on a 
bracket bolted to an extension of the 
cylinder head and is driven by a V-belt 
from a pulley on the end of the accessory 
drive sprocket shaft. An eccentric ad- 
justment for maintaining the belt tension 
is provided. 


Oil is supplied under pressure to all 
main, connecting rod and camshaft 
bearings by a gear oil pump which is 
driven through helical gears from the 
camshaft at a point just foreward of the 
rear bearing. The bottom of the crank- 
case slopes backward and the oil pump 
is located at its lowest point. It is 
readily accessible for either inspection or 
cleaning. The oil filler tube is fitted with 
a strainer and the lubricant is again 
strained before entering the pump. 

Cylinder walls, piston pins and valves 
are lubricated by splash. A pressure re- 
lief valve and bypass located at the rear 
of the engine on the left, control the 
pressure, adjustments for high and low 
speeds being provided. The relief valve 
is regulated at the factory to give one- 
half pound of pressure for each mile per 
hour of car speed. A trycock with ex- 
tension handle is provided for deter- 
mining the oil level in the crankcase. 
The drain plug valve also has an exten- 
sion handle so that it may be operated 
from above. 

The unit power plant construction is 
used in the new car whereas in the 
Series 33, the transmission is located 
amidships as a separate unit. The clutch 
is a single plate Bork & Beck and the 
transmission is a Brown-Lipe, built to 
Pierce-Arrow designs and providing the 
following ratios: 


cite ee a aloes 3.33 to 1 
Ee: 1.68 to 1 
RE er 1 tol 
i aca 435 to 1 


Gears and shafts are heat treated, case- 
hardened, ground and lapped to secure 
quietness and durability. Both main and 
counter shafts are mounted in annular 
ball bearings. The gearset case, which 
8 an aluminum casting, has an oil filler 
Which also serves as a gage. The speed- 
ometer is driven from a helical gear on 
the tailshaft. 

The propellor shaft is tubular. and is 
fitted with Spicer universals at each end. 

he rear axle is a semi-floating type with 
Spiral bevel gears providing a reduction 
of 4.45 to 1. The ring and pinion gears 
are lapped to insure quiet operation. To 
facilitate repairs, the differential is 
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The seven-passenger phaeton on the Pierce-Arrow Series 80 chassis. 
permanent top 


mounted in a removable carrier. Axle 
shafts are of chrome nickel steel and may 
be removed without disturbing other 
parts of the axle by taking off the wheels 
and removing the roller bearings sup- 
porting their outer ends. Propulsion is 
taken through the springs and torque by 
a pressed steel arm which is supported 
at its forward end by a rubber fabric 
member attached to a frame _ cross 
member. 


Both front axle, which is a reverse 
Elliot type, and steering knuckle pivots 
are chrome nickel steel drop forgings. 
The steering arms are of drop-forged 
nickel steel. Knuckles are machined to 
give the wheels a camber of three de- 
grees. The wheels turn on roller bear- 
ings which are adjustable and protected 
with felt washers and metal retainers. 
A ball thrust bearing with adjustments 
for end play, is provided for the steer- 
ing pivot pin. 

Tie-rod and drag link are of seamless 
steel tubing and the ball joint connec- 
tions are fitted with covers to retain 
lubricant and exclude dirt and water. 
These parts are designed to eliminate 
play in the steering connections and are 
fitted with springs to prevent rattles. 





Prices and Specifica- 
tions of New Pierce- 


Arrow 

GD, ctcnnvnncctsesedsrnreasieas $2545 
NOME ciscucuacecoudssecdadicces 

4.passenger phueton............++. = 
7-passenger phaeton............... 2895 
PF MANSUNGOP  GOENN 0056s ccceeccens 3895 
J“ POUMSCNAEP GONE 6 i0's6 creciciiveass 3995 
Enclosed drive limousine.......... 4045 


COBNG dc civecsuenscedecedscerewes 5 
*Prices on these models have not been 
announced. 

Specifications 
Engine—6-cyl., 3% in. x 5 in. L-head. 
Cluich—Single plate. 
Transmission: —Three 

and reverse. 
Electrical system—Delco, two unit. 
W heelbase—I30 in. 
Springs—Semi-elliptic. 
Tires—32x5.77 semi-balloons. 
Brakes—Four wheels, internal. 
Weight, 7-pass. phaeton—3640 Ibs. 


speeds forward 














This model has a 


The steering gear is a worm and wheel 
type of Gemmer make with 18-in. walnut 
wheel finished in mahogany. The turn- 
ing radius is but 21% ft. which makes 
for easy handling in city. streets. 


The brakes layout is exactly the same 
as that used on the larger Series 33 ex- 
cept for the sizes of the ribbed drums. 
The brakes operate internally and with 
equal pressures on both front wheels 
regardless of the position of the steering 
wheel. Front wheel brakes aré operated 
by shafts carried in the axle forgings, 
which actuate the brake expander cam 
blocks, The service brake pedal operates 
all four brakes while the hand brake 
applies only those on the rear wheels. 


The frame side members have a chan- 
nel section, the material being .30 carbon 
steel. They are 7% in. deep, have 214 
in. flanges and are made of % in. stock. 
There are four cross members three of 
which are reinforced by gusset plates, 
the fourth being a tubular member ex- 
tending between the front spring front 
supports. The other cross members are 
located at the radiator, at the rear of 
the transmission, and at the front end 
of the front springs. In addition, there 
is a wide plate at the rear which also 
supports the tire carrier. The side rails 
have parallel ends so that the springs 
can be placed directly below them to 
minimize wear on shackles, spring bush- 
ing and bolts. The springs are semi- 
elliptics hung from the frame by drop- 
forged brackets and shackles. Front 
springs are 38 in. long by 2 in. wide and 
rear springs are 5614x2% in. 

To provide for low pressure tire and 
four wheel brake equipment, the main 
leaves of the front springs are made of 
heavy gage alloy steel and all other 
leaves are so graded and of such material 
as to carry all static and brake torque 
loads safely. The springs are doweled 
and securely fastened to the spring pads 
of the axle beams. The rear spring 
seats are of the oscillating type used on 
the Series 33. The tires are 32x5.77 in. 
semi-balloons for which the recom- 
mended inflation pressure is 35 lbs. 

The seven body styles are roadster, 
four and seven-passenger phaetons, five 
and seven-passenger sedans, seven-pas- 
senger enclosed drive limousine, and a 
coupe. The body framework is of hard 

(Continued on page 45) 
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Nash Announces Two New Lines 


Special Six Is Mounted on 112-In. Wheelbase Chassis. Mechanically Oper- 
ated Four Wheel Brakes and Balloon Tires Now Standard on All Models 


WO new lines of passenger cars, 

designed as the Special Six and the 

Advanced Six series, respectively, 
have been brought out by the Nash 
Motors Co. The Special Six series, 
which is completely new, has a 112-in. 
wheelbase chassis with a 34%x4%-in. 
overhead valve engine. The Advanced 
Six series is a continuation of the pre- 
vious six-cylinder line in 121 and 127-in. 
wheelbase lengths, with new body lines, 
full pressure engine lubrication, and the 
addition of mechanically operated four- 
wheel brakes and balloon tires, which 
latter are also regular equipment on the 
Special Six. The four-cylinder line has 
been discontinued. 

A five-passenger phaeton and a five- 
passenger, two-door sedan listing at 
$1,095 and $1,295, respectively, make up 
the Special Six line. The Advanced se- 
ries includes five and seven-passenger 
phaetons and sedans, a roadster and a 
four-door coupe, the price range being 
from $1,375 to $2,290, which is an in- 
crease of $100 over the range on the 
former six-cylinder line. 


Special Follows Advanced 


The Special Six chassis follows the 
general design of the Advanced Six and 
the latter does not differ greatly from 
the six-cylinder model which it displaces, 
except in the front axle and steering 
layout, where radical changes have been 
made to meet the new conditions imposed 
by balloon tires and front wheel brakes. 

The new front axle design, which is 
also used on the Special Six, is a reverse 
Elliott type of I-beam section for the 
major portion of its length. At its ends, 
however, it is given an oval section to 
enable it better to resist the torsional 
braking strains. The king pin, which is 
fixed in the axle, is vertical when viewed 
from the front, but is inclined slightly 
backward when viewed from the side to 
give 1% deg. of caster. Special Budd- 
Michelin disk wheels with offset hubs 
are used on all models and these permit 
setting the ends of the axle into them 
so that the distance between the center 
line of the king pin and the center line 
of the wheel, measured along the axis 
of the stub axle, is reduced to about 1% 
in. The wheels have a slight camber 
which brings the center of tire contact 
to within about % in. of the prolonged 
axis of the king pin. In this way ap- 
proximately center point steering is ob- 
tained and the load transmitted from the 
knuckle to the axle, is limited almost en- 
tirely to the vertical. Consequently, the 


radial friction on the steering knuckle 
bushings is so greatly reduced that easy 
steering is obtained without the use. of 
anti-friction bearings at these points. 
The small radius of rotation of the cen- 
ter of tire contact around the prolonged 


ro 


Above: 


The five-passenger, two-door Special Six sedan, listed at $1295. 
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Below: The 


five-passenger phaeton, priced at $1095 


axis of the king pin is, of course, an- 
other factor making for easy steering. 
The steering gear is a Gemmer worm 
and sector type with a reduction of 11% 
to 1 as compared with the 8% to 1 reduc- 
tion provided by the worm and wheel 


Budd-Michelin 





disk 


equipment on all models of the Nash 


wheels 





are 


= | 


standard 


gear used on the former six-cylinder 
chassis. The Special Six also has a 
steering gear of this type. An eccentric 
bushing adjustment is provided to take 
up wear. 

The four-wheel braking system on the 
larger chassis is practically duplicated 
on the smaller Special Six. The front 
brakes operate internally on the drums 
while those at the rear are of the con- 
tracting type. The drums are riveted to 
flanges on the hubs and, on the Advanced 
Six, are 16x2 in. front and 16x2% rear. 
All four drums on the Special Six are 
13 in. in diameter by 2 in. wide. As on 
the preivous six-cylinder chassis, the 
emergency brake is an external contract- 
ing, shoe type acting on a drum mounted 
on an extension of the transmission shaft. 
On the smaller car, the drum size is 
6% in. diameter by 2 in. in width, the 
corresponding dimensions on the larger 
six being 7% and 3% in. 


Shoes on Brakes 


The internal brakes on the front 
wheels have two die-cast, aluminum 
shoes. After the lining is riveted to 


them, the shoes are mounted in a fixture 
on centers and ground. One end of one 
shoe is anchored to the brake cover and 
its opposite end is joined to the second 
shoe by a hinge construction. The other 
end of the second shoe is flat and it }8 
against this surface that the brake opel 
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The right and left sides, respectively, of the new Nash Special Six overhead valve engine. 


ating lever acts. Two spiral release 
springs are provided to hold the shoes 
from contact with the drum, movement 
of the shoes being further controlled by 
guides and adjustable stops. Adjustment 
is secured by moving the anchor pin. 
This pin is integral with a small plate 
which is secured to the brake cover by 
two bolts. The heads of these bolts hold 
a second plate tightly against the out- 
side of the brake cover. The contact 
surface of this plate is serrated to pre- 
vent its slipping. To adjust the brakes, 
it is simply necessary to loosen these 
two bolts and tap the serrated plate in 
one direction or the other until the de- 
sired results are obtained. 


Brake Operating Lever 

The brake operating lever is mounted 
on an inclined pin which is clamped to 
an extension at the top of the king pin. 
The center of the ball on the upper end 
of this lever lies in the prolonged axis 
of the king pin. The opposite end of 
this lever also has a ball to which the 
brake rod attaches. 

The brake linkages are laid out to di- 
vide the pressures on a 40-60 basis be- 
tween front and rear wheels, and to give 
equal braking on opposite wheels. The 
brake pedal is connected through an ad- 
justable link to an equalizer bar which 
operates finger levers secured to a cross 
Shaft. This shaft is in two pieces con- 
nected by a ball joint, at which point 
the shaft is hung from the bell housing. 
This construction provides right and left 
equalization. The outer ends of the cross 
shaft are supported by rocking members 





which hang from brackets bolted to the 
outside of the frame side rails. They 
are also supported by spiral springs at- 
tached to brackets on the inside of the 
side rails. This construction in conjunc- 
tion with the ball joint between the two 
parts of the shaft permits fore and aft 
motion of the shaft ends as well as some 
lateral movement. On each end of the 
cross shaft there is an S lever to which 





Price Schedule of Nash 
Models 


Special Six Series 
TOUGG PRMD occas do vecwcsnes $1,095 
a ae re re 1,295 
Advanced Six Series 
121-in. Wheelbase 


FNS ME i os icccexesawds $1,375 

NN 40D aided awitewkicadees 1,695 

HMOMMION » Cx cpuivoatncuweedss a 1,375 
127-in. Wheelbase 

PEGE DRONE Sscdevcnvascax $1,525 

CaiNGs COU Gee e caw eearcinwes 2,290 

Four-door coupe .........++++: 2,190 











the brake rods attach. These rods ex- 
tend to finger levers pivoted on brackets 
on the side rails. From these levers, 
rods extend to the brake operating levers. 

The Special Six engine is designed 
along the same lines as the Advanced 
Six. The cylinder block and crankcase 
are an integral iron casting. The cylin- 
der head is detachable and a pressed 
steel cover is provided for the overhead 

































In the illustration at the right is shown the 
manifolding and the generator, pump and fan drive which differ from those used on the Advanced Six 


valves. The crankshaft is carried in 
three bronze-backed, babbitt bearings, 
2% in. in diameter and of the following 
lengths: Front, 2% in.; center, 23 in.; 
rear, 25% in. The connecting rods are 
drop forgings of I-beam section with 214x 
1% in. babbitt bearings in their big ends. 
The pistons are a lightweight cast iron 
design with four rings and have the pins, 
which are % in. in diameter, secured in 
them with set screws. 

The crankshaft in the Advanced Six 
now has integrally forged counter 
weights. Its diameter has been increased 
from 24% to 2% in. The main bearing 
lengths are, respectively, from front to 
rear, 25%, 2% and 34% in. 

Spiral Gears Used 

Spiral gears are used in the front end 
drive. The camshaft is located in the 
right side of the crankcase and operates 
the valves through mushroom tappets 
and the conventional pushrods and rock- 
er arms. The pushrod has a cup end 
into which fits the ball end of a screw 
threaded into the rocker arm. This screw 
is provided with a lock nut. This con- 
struction is also used on the Advanced 
Six engine which formerly had the ball 
and adjusting nuts on the end of the 
pushrod. Adjustment with this design is 
simple, as only a screwdriver and an end 
wrench are required. The rocker arms 
are held against endwise motion by 
springs and balls which fit in holes 
drilled in the rocker shaft, the balls reg- 
istering with depressions in the rocker 
arms. 

The oil pump is driven from spiral 
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The right and left sides, respectively, of the Nash Advanced Six which now has full pressure lubrication and a counterbalanced chankshaft 
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Left: Brake layout on the Special Six chassis. Note the two-piece equalizer shaft extending across the frame. 


gears at the center of the camshaft which 
also drives the distributer. It supplies 
oil under pressure to a header which con- 
ducts the lubricant to the three main 
bearings from which point it passes 
through the drilled crankshaft to the 
connecting rod bearings. The overhead 
valve mechanism is lubricated from a 
reservoir just above the rockershaft. The 
oil filler tube is at the top of the engine 
and is arranged so that each time the 
oil is replenished, the reservoir is filled. 
On the top of each rocker arm, a hole is 
drilled which is directly below a small 
opening in the bottom of the reservoir. 
Oil dripping out of the reservoir, is 
caught in these holes which act as cups 
from which point the lubricant is con- 
ducted to the rocker arm bearings by 
wicks. Pressure lubrication is also pro- 





Upper left: The Advanced seven-passenger sedan. 


coupe, priced at $2190. Lower right: 
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Advanced Six 


vided for main, connecting rod and cam- 
shaft bearings in the Advanced engine, 
which is a change from last year when 
oil was supplied under pressure only to 
the main bearings. In this engine, how- 
ever, the hollow rockershaft acts as a 
reservoir. The oil is supplied to it 
through a tube from the pump. The oil 
in the reservoir passes through holes 
drilled in the rockershaft which register 
with circular grooves in the rocker arm 
bearings. In the lower halves of these 
grooves are wicks, the ends of which 
pass through holes drilled in the rocker 
and extend out to the ball on the rocker 
on one side and to the valve spring re- 
tainer on the other. Excess oil is caught 
in a pan resting on the cylinder head 
and drained into the crankcase through 
the pushrod chamber. 


Some of the New Nash Models 
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Upper right: 


The Advanced five-passenger phaeton. 
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Right: Brake layout on 


Cooling water is circulated by cen- 
trifugal pump, but the construction at 
this point is entirely different from that 
employed in the Advanced Six. In the 
latter engine, the pump is driven by an 
extension on the camshaft and the gen- 
erator, which is mounted on the front end 
of the engine, is driven by the fan belt. 
In the Special Six, the generator is car- 
ried by a bracket on the left side of the 
crankcase at the front. On the forward 
end of its shaft there are two pulleys. 
One of these pulleys is driven by a flat 
belt from a pulley on the end of the 
crankshaft, and the other drives the fan 
through a second belt. The pump is sup- 
ported on a bracket on the back of the 
generator and is driven from the rear end 
of its shaft. 

The fuel system of the Special Six in- 

(Continued on page 25) 





The seven- 


Center left: 
passenger phaeton, mounted on the 127-in. wheelbase. Center right: The five-passenger Advanced sedan. Lower left: The four-door 


The advanced roadster 
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Some Letters to the Editor 
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An Automotive Merchant in the Making 


Fort Smith, Ark. 

To the Editor of Moror Ace—I got your June 12 issue of 
Motor AGE today and want to tell you that I sure do make use 
of your magazine in our business. While the bicycle and 
motorcycle dealers are not as “up to date” as car dealers they 
are ahead of them in cne way. It would be business suicide for 
a motorcycle and bicycle dealer not to handle tires and acces- 
sories. 

I do not see why the automobile dealer does not see the light 
and handle these lines. I believe that if a dealer put in a stock 
of good tires and accessories and “asks ’em to buy” he would 
have a larger income tax to pay. 

We order in small lots and turn our stock over about every 
60 days and make about 40 per cent clear profit—not bad? 

We are waiting for the time when we can enter the motor 
car field and have our cars on the salesroom floor, but you 
can bet that a nice lot of tires and accessories will keep the 
Duesenbergs company. 

BILL MATTHEWS, 
The Bike Shop. 


What Do Motor Age Readers Think 
About It? 
St. Louis, Mo. 


To the Editor of Moror AcE—Again comes the question of 
how many roaring fires of torment wasted dealer helps would 
keep burning-—again the much mooted question of whether 
dealer helps actually help. 

They tell stories of bins and bins of literature lying dormant 
under counters, in tool boxes, on shelves and safely hidden in 
other sacred precincts of the modern garage and repair shop. 
And with it all requests come daily from these same fabled 
garages and repair shops for more and more signs, window 
trims, display cards, letter inserts and whatnot. 

We know that signs make excellent shims at times—that they 
cover rat holes—that nothing will start a fire quicker on a 
cold morning than an arm full of four-color wall hangers. 
There must be a basis for stories of this kind. They don’t start 
from nothing. What is the answer? Shall we cut out, entirely, 
all forms of dealer help and pocket the money, thereby making 
the man who really wants them suffer, or shall we make an 
effort to change the form of this advertising so that it will be 
so impressive that the dealer will actually tear his hair for it? 

The latter course is advisable on the face of it, but what is 
wrong with the present “helps”? Many dealers feel that they 
should be called “Manufacturer’s helps.” They feel that the 
literature is not individual to their business or their commun- 
ity. They are right. We have never seen a piece of literature 
made for use by the dealer that was individual. No manufac- 
turer can afford to pay for this kind of advertising. 

Of course, our industry is young. There is no precedent. In 
Spite of the fact that the automobile industry ranks with the 
largest in the world, we are pioneering. In spite of the fact 
that from an advertising viewpoint the automobile industry is 
way ahead of all others, we are not yet definitely settled in 
Our true course. 

Many businesses have found it advisable to sell dealer helps 
for cash. We, in this industry sell them for the good they will 
undoubtedly do the manufacturer, as well as the dealer, if they 
are used. Many businesses find that the only way to insure 
the use of this expensive material, and it is expensive, is to 


charge for it. Perhaps that is the right way. Then the manu- 
facturer can give the dealer just what he wants. 

We don’t doubt that dealer helps actually help if they are 
used. We do doubt seriously at times, however, that they are 
actually used. We don’t know the answer, but we do feel that 
an investigation by you of this matter will throw light on our 
industry. We are not interested in the shoe business, or the 
grocery business. 

It’s an old, old question that has never been answered. Until 
it is, each year manufacturers will cringe at the expenditure 
of thousands and thousands of dollars. 

We certainly would like to know how you feel about it. 

Yours very truly, 
McQUAY-NORRIS MFG. CO. 
Charles C. Tapscott, 
Advertising Manager. 


For Good Roads 


To the Editor of Moror Ace—If the automobile business is 
slipping, I think I can tell you the remedy. 

It is roads! Good roads, hard roads, more roads, wider 
roads—especially leading out of great cities. 

I will venture to say that a ten to twenty per cent increase 
in automobile sales could be made right here in Chicago if 
there were more outlets from the congested city streets to the 
delightful scenery, fresh air and gypsy allurements of the 
country highways. Every normal man has some gypsy blood. 
Back in his brain somewhere is the spirit of wanderlust and 
pioneer adventure of his ancestors. He has not a tent like 
the Arab so he cannot steal away from business cares and 
work-a-day monotony, but if he is a normal human being 
he wants a car; wants to get out of the city and enjoy the 
winding road, swift-changing landscape, the trees and the flow- 
ers, and nature’s glorious work in the joyful spring time. 

But the desire to fly to country highways is one thing and 
the ability to motor there is quite another. Have you ever 
tried to get out of Chicago or New York, or any one of half a 
dozen large cities on a Sunday or a holiday? You know what 
it is. It is a disheartening instance of creeping along at a 
sluggish pace in a super-heated atmosphere in an endless pro- 
cession of weary, irritated, perspiring motorists. 

Most of our large cities, and Chicago in particular with 
respect to highway outlets, are in the horse and buggy age. 
We did not build for the future. Our street transportation sys- 
tem, our waterways and above all our highways neglected 
to take into consideration the growth in population and the 
amazing increase in automobile progress. Some cities, notably 
Milwaukee, have enough outlets for automobiles but Chicago, 
and New York have failed to take advantage of their opportuni- 
ties. There are good country highways in Illinois and an 
ambitious program of highway development is under way, but 
it seems to me the cities in the matter of adequate highways 
are not so progressive as the rural communities. There are 
many thousands of people who are in a position to put their 
good disposition to the maddening experience of the super- 
lative Sunday highway congestion. 

Transportation is the greatest factor in civilization and auto- 
mobiles in recent years have been the prime factor in develop- 
ing transportation, but they are handicapped especially in the 
neighborhood of the big cities by the streets and highways 
of the horse and buggy era. 

JOHN M. GLENN, 
Illinois Manufacturers Assn. 
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New home of the Moore Rubber Works 


HEN R. E. Moore and F. R. Foster, Red Oak, Iowa, 
VW planned their new service station last year, they 

were determined to have at least one customer con- 
venience. They felt that automobile owners around Red Oak 
would appreciate a tire service shop where the customer 
could drive in for tire service. Curb service, the partners 
ot the Moore Rubber Works say, may be all right for the 
“air” customer, but the man who wants tire work done will 
patronize the place of business so arranged that he is able 
tc drive in to have the work done. Noreover, the members 
of the firm decided that the arrangement of their new shop 
must be such that the customer could drive on through 
instead of backing out. 


The new building, completed last year, leaves little to be 
desired in the way of arrangement. The structure is about 
45 feet by 100 feet and is divided for store and shop. A 
space 30 by 50 feet with two large display windows at the 
front, is given over to the tire and accessory store. A 15- 
foot alleyway alongside the store allows customers to drive 
in from the front and proceed to the service floor. When 
the work is finished, the customer can drive on out through 
a door at the rear of the service floor. 

“It’s no trouble to get them to drive in,’ explains Foster. 
“They like our service, especially when the weather is bad. 
We have room to park three cars on the service floor, yet 
leave the driveway clear and have plenty of space. 


Drive-in Is Attractive 


“The drive-in is attractive to the customer. 
more repair business than we _ should 
most of all, it gets the customer inside our building and 
gives us an opportunity to sell. A new tire may be needed 
or perhaps we can suggest a needed accessory that the cus- 
tomer will buy. We get an opportunity to sell that we did 


It brings in 
get otherwise, but, 
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Tires and Accessories 


Drive-In Service Station Brings Many 
Rubber Works Store 


not get when we were forced to do service work at the 
curb.” 

Although the business is known as the Moore Rubber 
Works, a name which might lead one to believe that an 
exclusive tire and vulcanizing business was being carried 
on, the total sales divide about evenly between tire and 
accessories. The Moore Rubber Works has strong competi- 
tion on tires. There are approximately a dozen places in 
Red Oak, a city of about 5,000, where tires may be pur- 
chased. Consequently, the accessory line has been very effec- 
tive. Incidentally, the partners find that the accessory business 
helps to promote more tire sales—and the tire business boosts 
accessory sales. A customer for an accessory may be sold a 
tire before he leaves. A prospect for a new tire may be equally 
as good an accessory prospect. 


Refuse to Cut Prices 


In selling tires Moore and Foster refuse to cut prices, even 
in the face of price-slashing competition. They believe that the 
business is cheapened by such practices. They get the full 
price for their tire or the merchandise is not sold. “Why 
trade dollars?” they ask. “If there isn’t any profit in a busi- 
ness, why conduct the business?” Following such policies, 
the Moore Rubber Works has become known around Red Oak 
as a dependable business and a place where only quality goods 
are carried. 

The shop is excellently equipped to turn out first class repair 
work. The customer who drives in for a tire repair is im- 
pressed by the speed with which the work can be turned out. 
Modern equipment and modern tools allow for good work to 
be done in short order. Standard prices of $1 an inch are 
charged for section work on casings. The reputation for turn- 
ing out good work in the minimum of time has built up a 
good repair business for the partners. 

The store is devoted to the display and sale of tire and 





The service floor provides plenty of room for parking cars as shown at the left. Getting stock in sight of customers is a part 
of the arrangement of selling things as illustrated at the right. 
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Sell Well Together 


Merchandise Customers to Moore 


at Red Oak, Iowa 


accessories. A neat display of tires occupies space on a long 
table in the center of the store. 

Wall cases and display cases run the full length of the store 
on either side. The firm believes in displaying as much of 
the stock as possible. However, this is done without crowding 
the display cases or giving a nelter-skelter appearance to the 
stock on the shelves. Stock is arranged to appeal to the pros- 
pective buyer. Specialties are usually kept in the cases while 
the more staple articles are racked on the shelves. The buy- 
ing impulse seizes one the minute he enters this tastefully 
arranged store. 

In addition to the usual line of accessories, the company 
has tried out some special lines for which there is a good local 
demand. Bicycles are popular in Red Oak and it has been 
found to be profitable to carry a line of bicycle repairs and 
bicycle tires. A stock of repair parts for Ford cars also 
enjoys a satisfying turnover. Oils and greases are sold on 
the service floor or in the bulk inside the store. Each of these 
lines was tried out in a small way before much stock was 
purchased. 

The company avoids dead stock by careful buying. New 
accessories are stocked with caution. A trial order of one or 
two is placed before any quantity is ordered. If these samples 
sell well, a quantity order is played and a larger discount taken. 

Nationally Advertised Products 

Practically all of the goods sold by the Moore Rubber Works 
are nationally advertised products. Extra discounts mean 
nothing to the partners if the salesman is not offering a well- 
known and a well-advertised line of goods. The partners have 
found that a well-advertised line of merchandise is seldom a 
slow moving line and that customers are already half sold 
when the brand name of well-advertised goods is mentioned. 
They have also found that national advertisers offer few “mis- 
takes” to dealers and that such well-known brands usually 
enjoy a rapid turnover. To avoid dead stock and to get rapid 


turnover, the Moore Rubber Works buy goods that are due for 





The tastefully arranged store “asks ’em to buy” 
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and the modern tools and equipment provide quick and satisfactory service. 
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TIRES 





The tire display occupies a space in the center of the store 


the least sales resistance, adding the manufacturer’s national 
prestige to its own local advertising and making more net 
profit for the year’s business. 

In the tire department considerable trading is done for used 
tires. As the local demand for used tires is very good, Moore 
and Foster have little difficulty in disposing of their trade- 
ins. However, the partners are extremely careful in their trad- 
ing. They realize that if a used tire is taken in above its 
actual resale value, they are parting with part of the profits 
from the sale of the new tire. 


A Code Price on Used Tires 


When a used tire is traded in, it is immediately marked 
with a code marking indicating the allowance made for it. 
When a customer for a used tire appears on the scene, either 
one of the partners knows exactly what each of the used tire 
in stock represent in allowance and the tire is priced accord- 
ingly. By careful trading, the used tire can usually be sold 
for more than the allowance, thus giving a profit on the used 
tire as well as on the new. 

The company charges for service. That is, if a customer 
demands help in inflating tires or changing a tire, the work is 
charged for, although either of the partners may help with 
such work gratis when work is short. “When we are taken 
away from profitable work to perform what is usually known 
as free service, we are perfectly within our rights when we 
make a charge for that service,” the partners assert. “How- 
ever, we may help a car owner without him asking when we 
are not busy elsewhere. It may give us an opportunity to 
make a sale. At least, it helps us to get better acquainted 
with the customer.” 

The record of the Moore Rubber Works is little short of 
remarkable. Started five years ago in rather cramped quar- 
ters, the firm now owns its fine new service station and each 
year has turned in a very satisfying volume of business. Since 
the new building was completed, more opportunities for ex- 
pansion have been opened. 
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Relations Between Dealer and Factory 


The Part Each Occupies in Business Promotion Discussed by President of 


advances in civilization have been 

accompanied by some invention, or 
process, whereby human contact and the 
interchange of human ideas have been 
facilitated. 

Highways at first permitted slow but 
limited contact. After that, the revolu- 
tion caused by the printing press, when 
the dissemination of knowledge was 
widely advanced. Steam followed, and 
now, Within the living memory of those 
present—the telegraph—the telephone— 
but, perhaps the greatest of all —the 
motor car. For by it, personal transpor- 
tation is made quick and sure. Cities 
are linked to cities, towns to towns, and 
villages to villages. 

The educational influence alone, of this 
sudden, new, easy means of access to 
places heretofore far beyond the range 
of the average person, is immeasurable. 

The wealth produced by this great, 
easy means of communication by estab- 
lishing markets heretofore not possible 
of being reached, has been tremendous. 

In other words, the motor car has made 
possible in the United States, greater in- 
telligence and comfort among its people 
—greater development and _ prosperity 
almost beyond comprehension. 

My greatest experience in business 
promotion has been with the affairs of 
the company with which I am now con- 
nected, manufacturers of motor cars. AS 
it is the field which I know best, I will 
confine my talk to a statement of our 
experiences, feeling confident that they 
have been typical of that great class of 
American manufacturers who are every 
day endeavoring to build and market an 
honest product. 


Real Need and Sound Product First 
Requisites 

In discussing the matter of sound busi- 
ness promotion, we must assume that the 
business to be promoted has a solid foun- 
dation based on a real need for the 
product to be sold. And, that the manu- 
facturer has designed a sound product, 
has perfected his methods of manufac- 
turing so that they are economical and 
efficient, and is prepared to produce in 
the proper quantities at the proper time. 
It then becomes necessary that these 
‘goods reach the public and be presented 
‘to them. In order to do this, a merchan- 
‘dising field force is necessary—a force 
which must make the point of contact 
between the manufacturer and the public 
or the consumer. 

In the beginning, like other successful 
manufacturers, we realized how impor- 
tant it was, in establishing a world-wide 
market, to be represented by a merchan- 


L’ has been truly said that the greatest 


Dodge Brothers 


By F. J. HAYNES, President 
Dodge Brothers, Detroit 
(An address delivered by Mr. Haynes at the recent World Motor Transport Congress.) 


F. J. Haynes 


dising organization as strong is character 
and as firm in its ideals as the home 
organization. 

For a manufacturer to place his prod- 
uct in the hands of representatives who 
do not have the complete confidence of 
the public, because of their lack of per- 
sonal and financial standing, would be 
for that manufacturer to jeopardize his 
own good name and the good name of an 
honest product. 

It is only natural then, that manufac- 
turers, to be successful, should choose 
their retail merchants, or as we call 
them—dealers, with extreme care and 
deliberation. 

In selecting a field merchandising or- 
ganization, it is plain that the determin- 
ing factors should be— 

First—A reputation for  straightfor- 
ward and honest business dealings. 

Second—Sound business experience; 
and, 

Third—Adequate financial strength. 

Financial responsibility is placed last, 
because if a man has ability and a splen- 
did reputation for honesty in the com- 
munity, financial support will be forth- 
coming to him from many sources, 

In no case should there be any cam- 
promise on these essentials. 

A manufacturer’s policy should be con- 
structive and just. Dealers should always 
know that they can be heard in their own 
defense. A dealer should never be dis- 
carded until time has demonstrated that, 
he cannot be brought up to, or will not 


of his own accord, conform to his manu- 
facturer’s standards. 

It should be recognized by the manu. 
facturer that to be premanently success. 
ful himself, his merchandising organiza- 
tion must also be successful. 

The dealer, like the manufacturer, 
must not only make a profit each year, 
but must continue to make a profit over 
a period of years, or, obviously he cannot 
remain in business. 

Experience has shown that the closest 
co-operation possible must exist between 
the manufacturer and his dealer if the 
greatest possible good is to come to each. 


Value of Mutual Suggestions 


There must be no distrust. Each must 
believe in the other. The dealer should 
welcome suggestions from the manufac- 
turer, as to the method and conduct of 
his business, because of the great oppor- 
tunities which come to the manufacturer, 
to suggest. 

On the other hand, the manufacturer 
must intelligently listen to and weigh 
suggestions from his “outposts” — his 
merchandising forces, if he, too, would 
reap the full benefit. 

The manufacturer should never lose 
sight of the welfare of his dealers. This 
should be reflected in the design of his 
product, and should be based on the 
belief that the most successful product is 
always born of careful study and gradual 
evolution, rather than by radical changes. 

Necessary changes or improvements 
should be made at no set time, but when- 
ever needed. The policy of constant re- 
finement without too radical changes of 
design will tremendously enhance the 
earning power of the dealer. He should 
be given a product with a standard of 
value, as sure and irrevocable as the 
standard of a government bond. 

The dealer should, for himself, accur- 
ately ascertain whether his manufacturer 
is financially sound. Whether he has so 
conducted his affairs that he is able to, 
in times of grave financial depression 
and during rehabilitation periods, stand 
the strain. 

Whether he has run his business with 
the idea of permanency, and has put back 
into the business assets which will be of 
value in establishing stability, and which 
will enable him to constantly better his 
product and to have necessary reserves 
in time of need. His financial ability 
must be such that he is not hampered in 
the making of iprovements or proper eX- 
pansion. 

But these are business platitudes well 
known to all you gentlemen, and are in- 
cumbent alike on all who hope to suc- 
ceed. 
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We have found a system of weekly 
rports from our dealers, giving their ex- 
act status of cars on hand and weekly 
sales to customers, to be of the greatest 
help in determining not only the quantity 
of product to be manufactured, but the 
adaptability of our various types of prod- 
uct to the market in which it is being 
sold. 

These weekly reports from our dealers 
include comments relative to trade and 
weather conditions in their vicinity, and 
any suggestions which they may have to 
make. 

With this knowledge at hand every 
week, we are able to form an exact 
picture of our own and our dealers’ posi- 
tion. 

We know each week, to a single unit, 
the exact number of cars by types that 
every dealer in the domestic field, and 
the majority in the foreign field, has on 
hand and in transit. We know his actual 
sales and his financial condition, and can 
judge whether more cars should be 
shipped to him or whether he has suffi- 
cient for the time being. Thus we are 
able to conserve the best interests of all, 
because, manifestly, it would be unwise 
for us to overload our dealers. 


In our own case we never consider 
our product sold until it is actually in 
the hands of the ultimate consumer and 
paid for. 


The manufacturer should be constantly 
engaged upon the work of investigating 
future conditions, charting potential pos- 
sibilities based on facts. The standing 
of every one of his competitors should 
be known to him, and the reason for their 
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position should be studied and analyzed. 

Experience has taught us that a dealer 
must be really interested in his product, 
even after it has been delivered to the 
customer. Delivery to the customer does 
not close the transaction. 


It has been assumed that the dealer 
has marketed an honest product. He 
must not stop there. He must know that 
his customer receives from that product 
the satisfaction he should. Once a pur- 
chaser has invested his money he should 
be proud of that fact. If he receives the 
services he expects from the goods he 
has purchased, he is proud, and a proud 
customer always connects the dealer 
from whom he purchased the goods as 
an element in his satisfaction. 


Standards in Used Car Trading 


Therefore the most valuable asset 
which a dealer can have is—satisfied 
customers. 

In America, the purchase and resale of 
used cars to provide a market for new 
cars has become a real factor in success- 
ful merchandising. 


Obviously a market must be created 
for them, This can be done if they have 
been acquired on a sound, marketable 
basis. 


We believe that dealers should not 
make excessive allowances, nor should 
they overstock. It would be better to 
suffer the loss of the sale of a new car 
rather than to make an unbusinesslike 
allowance. No more should be allowed 
for a used car in trade than the dealer 
would purchase it for cash in the open 
market. 
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Dealer Runs Department Store 

Before closing, I want to touch upon 
the importance of the dealer knowing 
absolutely the condition in which his 
business stands. At the outset the dealer 
should recognize that he is really running 
a department store—in general he will 
have five departments. They are: 

First—New Cars. 
Second—Used Cars. 
Third—Commercial Cars. 
Fourth—Service Parts. 
Fifth—Service Labor. 

To be successful, each one of these 
departments should be so organized that 
it is self-sustaining and makes a profit. 

The dealer should have his accounting 
methods in such shape that he knows 
absolutely and accurately just what each 
department is doing. 

He should be able to answer the ques- 
tion: Am I making a profit from the sale 
of my used cars, or, am I taking some 
of the profit from my new car depart- 
ment to carry my used car department? 
Is my commercial car department pay- 
ing? Is my service labor department 
paying, or am I losing on service labor 
and covering the loss out of my service 
parts department? 

Our experience has been that the Flat 
Rate system of charges to the consumer 
is most successful, and today the ma- 
jority of our dealers are employing a 
Flat Rate system designed by ourselves, 
whereby, when the owner leaves his car 
at the dealer’s service station for repairs 
he knows exactly what it will cost. As 
a result of which there has come a de- 
gree of customer satisfaction heretofore 
unknown in the business. 








Nash Announces Two New Lines 


cludes a Stewart vacuum tank, which 
feeds gasoline from the 15-gal. tank at 
the rear of the chassis. The riser lead- 
ing from the carburetor to the manifold 
is provided with an exhaust heat jacket. 
Control of the amount of hot gases en- 
tering this jacket is secured by a damper 
valve in the exhaust manifold. This 
valve is interconnected with the throttle 
and is also provided with a dash control 
so that it may be easily adjusted for 
climatic conditions. This heating ar- 
rangement is also used on the Advanced 
Six and differs from the method used last 
year in that no heat is applied to the 
carbureter, 

Starting motor, generator and distribu- 
tor are Delco. The electrical system is 
a single wire type operating at 6 volts. 
The high tension cables are enclosed in 
a protecting housing on the side of the 
pushrod chamber cover. 

The single plate clutch and the three- 
Speed transmission are mounted as a 
unit with the engine, the whole being 
Suspended at three points, and rubber 
Msulated from the frame. The front end 
support is a trunnion, while the two rear 
Supports are formed by arms cast inte- 
sral with the crankcase. The clutch in 
the Advanced chassis differs from that 


(Continued from Page 20) 


used previously in that the friction ma- 
terial is riveted to the driven disk to in- 
sulate it against heat which might 
warp it. 

Power is transmitted to the rear axle 
through a splined, tubular propellor shaft 
with metallic universal joints at each end. 
The driving thrust and rear axle torque 
is taken through the springs. The rear 
axle is a semi-floating type with spiral 
bevel gears. 

Frame side rails are of channel section 
and are braced by five cross members, 
three of which are tubular. The tubular 
member at the front rear spring hanger 
sis of the built-up construction used on 
previous Nash models. The springs are 
semi-elliptic front and rear and are pro- 
vided with rebound plates. The dimen- 
sions are 3744x2 and 53%x2 in., respect- 
ively. The rear springs are underslung 
and the front ends of the front springs are 
supported at the sides of the frame chan- 
nels, the construction at this point fol- 
lowing that employed in the Nash Four. 
The tire size is 31x5.25 in., with ribbed 
treads on the front and combination 
treads on the rear. On the Advanced 
Six, the tire size is 33x6.00 in. and, to 
prevent side sway, a rim with a nominal 





width of 5 in. is used. Another new 
feature on this car is the provision made 
for shortening the effective length of the 
rear spring when it is under compres- 
sion. This is accomplished by means of 
a wooden wedge faced with brake lining, 
which is mounted on the under side of 
the frame side rail. at the beginning of 
the kick up. When the spring is com- 
pressed, its top surface bears against the 
wedge and, in this way, its effective 
length is reduced and its stiffness cor- 
respondingly increased. Alemite chassis 
lubrication is used on both the Special 
Six and Advanced series. 


Regular equipment in the Special se- 
ries includes extra wheel, transmission 
lock, aluminum kick plates, cowl lamps, 
rear view mirror and automatic wind- 
shield cleaner. The sedan has silk win- 
dow shades. In addition to this equip- 
ment the Advanced series has a clock 
mounted in a panel with the speeaome- 
ter. The four-door coupe has a trunk 
and nickel guard bars. This body, as 
well as the seven-passenger sedan, also 
has vanity case, smoking set, reading 
lamps, dome light, heater, arm rests aud 
silk curtains. The five-passenger sedan 
has dome light, heater and silk window 
shades. 
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The Loadameter, a Black & Decker instrument for weighing trucks is shown here. It is a portable scale designed for use by highway 
officials in weighing trucks suspected of being overloaded 


Something new in road construction machinery—a grader with a 
tractor motor 
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Joseph Decker, of Utica, IIl., a railroad employe, found it too difficult 

a job with the old hand car to get from place to place so he attached 
, a set of grooved wheels to his Ford and this is the result—-a very 
; satisfactory “tinabout” 


The Czechoslavakian army uses the tractor 
semi-trailer system of hauling, the photo- 
graph here showing the adaption of a Martin 
Fifth Wheel & Trailer Co. product to 4 
truck used for transporting guns and supplies 
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AUTOMOTIVE INTEREST 





Above: More than a quarter of a century old but still going strong is this Model P Sears- 
Roebuck Auto-Buggy owned by Raymond Talbott of California 


Left: Jack Dempsey, fight champ, movie actor, golfer, motorist and what not, adds another 
job to his many—that of a “Keystone” on the Universal lot in California where he is 
engaged in the act of pinching a Buick distributor for having this picture taken 






























































This is the motor truck deluxe home of August Busch’s race horse and constructed by Anheuser-Busch, Inc., mounted on a Mack chassis 
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Can You Tell the Wife and Kiddies? 


IS competitor had said that he was crooked, a slick 

tire gyp, a man to steer clear of, and then he gave 
details. ‘Take a tube there,” said he, “and when you 
call for it, he will tell you it is full of holes and not 
worth repairing. He prefers to sell new tubes to re- 
pairing old ones and giving good service. A man 
brought a tube here the other day, that that fellow had 
marked up with blue pencil. 





There were pencil marks 
all over it. I tested it for him and found but one hole.” 
The story sounded rather wild, the place referred to 
seemed well kept and well run as far as one could de- 
termine, and it was passed off as a bit of gossip. 

Then came a time when tire service was needed, a 
long way from the big city, away from the competitors, 
too, down in a little Ohio town, and there was found 
real tire service. A cracked casing, a break in the, tube, 
all fixed up in a short time to help a tourist on his way 
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and at a reasonable charge. “Temporary casing repair,” 
the man had said, but several thousand miles that tire 
has since run, and the patch still holds. 

Back again and busy. Car at the curb. Supper over 
and a trip through the park contemplated. A flat tire. 
A tack. Tire changed. Trip taken. Home and bed. 

Busy next day, too. Took tire and tack to the place 
which six months ago was criticized and condemned, 
the recollection of the accusation only faint in the mind. 

The repair man seemed business like, said the tire 
would be done at five that night, and gave a claim check. 

The boss himself was at the counter. “Oh, yes,” said 
he, “that tube is all shot, has about forty-leven holes 
in it.” 

He seemed to perform true to specifications. 

“T’ll take it home and fix it myself,” said the cus- 
tomer, and he picked up tire, tube and rim and walked 
out, while a parting remark from the boss followed to 
the effect that “of course, he could fix it.” 

At home followed the test, showing the hole caused 
by the tack and one on the opposite side of the tube. 
These were to be expected. Then three or four inches 
away were two other holes an inch apart and in the 
seam where the ends of the tube are spliced together 
were three more holes or leaks. Clever work, no doubt, 
and if the owner had not known that the tire went flat 
at the curb he might have felt that the casing had 
slipped on the rim and allowed the tack to do all the 
damage. 

The experience makes one wonder what a gyp thinks 
about. One wonders if he can talk with his wife as a 
pal, if he can talk about his work and tell what he does 
—if he would want his kiddies to know how he runs his 
shop, and if he really gets the happiness in the dishon- 
est dollar, that he thinks that dollar should bring. 

But the fellow in Ohio has assets the gyp will never 
know, for deep in his heart are honesty and happiness, 
assets which thieves can not steal or cash drawers 
record. 





What Tool to Use 


HERE is no advantage in having the shop well 
equipped with tools and machines if the workmen 
don’t know when or how to use them. The other day 
a car drove up to a shop for a minor adjustment which 
required the tightening of a bolt that was rather diff 
cult of access. The car stopped at the curb. A me 
chanic was told what was needed and he went out with 
a wrench. It wasn’t the right type. He made two more 
trips to the shop to get other wrenches before he found 
the right one. 
The shop was the authorized service station for the 
car in question and it is a fairly well equipped shop. 
The job was of such a minor nature that the proprietor 
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would not charge for it, although the car owner offered 
to pay. And yet considerable of the mechanic’s time 
was taken and the proprietor had to pay for it. More 
time, however, was spent in finding the proper tool by 
means of experimenting than in the actual performance 
of the operation. 

The mechanic should have known immediately what 
particular wrench was needed to make the necessary 
adjustment. If he had at once picked out the right tool, 
stepped briskly up to the job, performed it with dis- 
patch, and smilingly said, “There you are,” the car 
owner would have been much more impressed with 
the efficiency of that shop. 

There is no excuse for the mechanics in an author- 
ized service station not knowing every nut and bolt of 
the car represented. The ambitious and energetic me- 
chanic will acquaint himself with all the details of con- 
struction of the car he is working on and with the tools 
available for work on that car so that he will know in- 
stantly the right tool for the job. The service station 
proprietor can well afford to take an interest in seeing 
that his employes know all about what they have to 
work with and on. 





Highways Under or Over 


i. plans for future construction of permanent high- 
ways should be considered with the view of elim- 
inating grade crossings. An alarming number of fatal 
accidents continues to mark the folly of a civilization 
that expects swiftly moving trains and swiftly moving 
automobiles to travel on the same plane and never meet. 
The only argument against the separation of grades at 
highway and railway intersections has been expense. 
It will cost a lot of money. 

But the present arrangement is costing a lot of lives, 
and money, too, in the destruction of property and set- 
tlement of damages. The states and the Federal gov- 
ernment are spending vast sums for the construction of 
high grade roads that should endure for decades, and 
all of these roads, and more, will be required to carry 
the enormously increasing volume of automotive traffic. 
While we are building these roads we ought to make 
them just as safe as they can be made. The most ef- 
lective single thing that can be done to make them safe 
is to eliminate grade crossings. 

It may be argued that grade crossing accidents are 
That is true. 
There is hardly an accident at a grade crossing for 


due to the carelessness of motorists. 


which anyone except the car driver himself is to blame. 
But the stating of this fact and the fixing of responsi- 
bility will not save lives. 

The passing of highways under or over railways 
Would greatly facilitate traffic and avoid much of the 


When 


Congestion that now exists near large cities. 
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roads are taxed to their capacity, as many of them are 
today, the traffic must keep moving in order to avoid 
jams. The passing of a long freight train requires many 
minutes and meanwhile traffic is backing up for blocks 
and sometimes for miles. It usually happens that some 
of the thoughtless and selfish drivers coming up in the 
rear of a blocked line of cars attempt to get ahead or 
gain an advantage by getting out of line into the half 
of the road intended for vehicles going the other way. 
The result is that when the caboose of a mile-long 
freight train has passed, the road on both sides of the 
crossing is filled with cars heading into one another 
and no one can proceed. In many cases it is practically 
impossible for cars to get around such a jam by leaving 
the pavement, for the ground is impassable. 

Viaducts would avoid such wasteful and annoying 
situations which are certain to become more frequent 
and more serious, especially on Sundays and holidays, 
on the heavily traveled improved roads. The construc- 
tion of viaducts would be a humane economy. 





Distributors Speak Up 


HE leading car distributors in Chicago who are 

members of the Chicago Automobile Trade Associ- 
ation had a meeting recently at which they discussed 
present merchandising conditions in the automotive in- 
dustry. At this meeting they agreed upon a communi- 
cation which was addressed the National Automobile 
Chamber of Commerce in the interests of improved 
market conditions. 

Championing the cause of the dealers the communi- 
cation said: 

“It is obvious that the dealer organizations are es- 
sential to the distribution of automobiles. It, therefore, 
seems to us that more consideration should be given by 
the manufacturer to ‘firing line’ conditions, and to the 
balancing of production with demand. 

“We feel that in calling to the attention of the Na- 
tional Chamber the situation as we find it, we are bring- 
ing the troubles to the place at which there is hope for 
correction. The members of our association, and those 
affiliated, feel that there must be a readjustment of the 
retailing system to the end that dealers may realize a 
steady profit commensurate with their risk and the 
capital involved.” 

And then the communication went on to say that 
there had been a general overstocking of new cars on 
the part of branches, distributors and dealers, and that 
the pressure from manufacturers to continue the mar- 
keting of their large outputs has resulted in a tendency, 
greater than usual, toward “wild and unprofitable trad- 
ing in used cars.” 

It is a fine thing for the industry to have well organ- 
ized, intelligent trade associations through which the 
common mind may be spoken frankly and without of- 
fense, with only the object in view of improving condi- 
tions for all concerned. 
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() eshons Answers on Dealers Foblems 


In Need of Hispano 
Information 


Q. We are in need of information on a 
220 horsepower Hispano Suiza, Vee type, 
eight-cylinder airplane engine installed 
in a speed boat, which we have the con- 
tract to install. We have Motor Ace for 
three years back and if you have any arti- 
cles therein on converting this engine 
would like to know in what issue. What 
we need now is explicit information on the 
oiling system. What oil can be used besides 
eastor oil, if any? Would like an oiling 
diagram if possible. Would also like in- 
structions for regulatng the oil that is 
pumped to the overhead camshaft. The 
housing over same gets half filled with 
oil and seems to run down into the valves 
on the rear cylinders. The engine has 
quite a slant to the rear when in the boat. 
The engine is now equipped with two bat- 
tery distributer systems and we would like 
to know the proper timing. The engine 
will not stand much advance. It also has 
the original Zenith carbureter and we 
would like to know the proper size of 
jets, as it spits back a good deal. What 
would you recommend for spark plugs to 
overcome oiling? Metric plugs are used 
at present. What gap should the spark 
plugs have at the points and also at 
ignition points.—Seyfang Garage, Toledo, 
Ohio. 

Our data on the Hispano Suiza engine 
is rather meager and we are unable to 
give you a chart of the oiling system. 
From your description of the way in 
which the engine is installed and the 
angle at which it operates, we feel, how- 
ever, as if you had better study the sit- 
uation thoroughly. If one oil line sup- 
plies lubrication to all of the bearings 
in the overhead camshaft assembly, it 
might be desirable to partition off the 
various sections of the engine, much as 
connecting rod troughs are made. In this 
way the angle of the engine will have 
less effect. The situation as you describe 
it is such that the rear valves get too 
much oil while the front of the engine 
may get too little lubrication. 

On the other hand if the front of the 
camshaft seems to be well lubricated you 
might provide a drain at the rear to 
carry the excess oil back to the oil res- 
ervoir or crankcase as the case may be. 
In regard to the type of oil to use we 
would suggest using a heavy tractor oil 
as made by any of the representative 
companies. The timing of the engine is 
something you will have to determine by 
experiment. Of course the timing in the 
retard position should be such that the 
interrupter points just begin to open 
after the piston has come up on dead 
center and has barely started down 
gain. This is a precaution to prevent 
the engine kicking back. The amount 
of advance that the engine will stand. 
however. as stated. is a matter to be de- 
termined by experiment. In regard to 
carbureter jets, we would suggest your 
getting in touch with the local service 
station having this carbureter, as they 








The Readers’ Clearing House 


1IS department is conducted to 

issist dealers and maintenance 
station executives in the solution of 
their problems. 

All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves waiting 
for the answer to be published, which 
sometimes occurs several weeks late, 
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Readers’ names will not be pub- 
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Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by MOTOR AGE organiza- 
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can doubtless make a recommendation, 
or at least supply you with jets to try 
out until you determine the proper com- 
bination. Airplane engines have nor- 
mally been made with rather high com- 
pression, necessitating the use of benzol 
as fuel or a mixture of benzol and gaso- 
line. 

The use of ethyl gasoline will accom- 
plish the same purpose of preventing de- 
tonation or power knocks. A _ suitable 
plug is one which has short electrodes 
so as to eliminate as much as possible 
small projections or metal points which 
extend into the cylinder become red hot 
and cause pre-ignition. For this reason 
a spark plug with a short stubby insu- 
lator is better than one with a long in- 
sulator or with an insulator having cor- 
rugations cn it. The petticoat type of 
insulator should also be avoided. You 
may have to experiment somewhat with 
the gap at the spark plug, but we believe 
that a gap of about .020 to .025 inches 
would be satisfactory. We believe that 
interrupter gap settings from .015 to 
.020 inches will be satisfactory, but this 
is not as vital as the spark plug gap 
setting. 


Increasing Output of 
Lighting Plant 


Q. Being a subscriber to your valuable 
magazine Motor Acg, I take the liberty of 
submitting the following: A Delco 14 
K. W. lighting plant, operated on natural 
gas, gives an output of only 7% amperes. 
The commutator and brushes are in good 
shape. The speed is 1300 r.p.m. and the 
writer is of the opinion that it is too low 
to enable the generator to give a greater 
output. The only special apparatus put 
on to operate on natural gas consists of 
a chamber, 4 in. in diameter and 10 in. 
long, containing a check valve through 
which the gas must pass before entering 
the mixer. The gas pressure is 2 oz. 
At what speed should the engine operate? 
—Delco Viking. 

The normal engine speed is between 
1250 and 1350 revolutions per minute. 

Q. What is the normal output? 

About 10 to 10% amperes. 

Q. Can you suggest any way of in- 
creasing either the speed of the engine 
or the output of the generator? 

We have been advised by the local 
Delco Light Service organization that the 
engine speed may be increased by going 
over the adjustments of the rocker arm 
tappets. Both inlet and exhaust tappets 
should be set to .018 inch warm. To 
increase the output of a generator take 
off the front part of the generator and 
you will find four screws that hold the 
brush bracket assembly in place. Shift 
this assembly in one direction or the 
other so as to vary the output. The lat- 
ter method should give you greater out- 


put. 

Q. A 1919 Dodge car has 2 small coil 
springs on the clutch the purpose of 
which springs I do not understand. The 
springs are placed 180 degrees apart, one 
end being attached to the front clutch 
driving disk, the other end to the driving 
disk supporting studs on the flywheel. 
What is the purpose of these springs? 

They are supposed to function as 
clutch plate anti-rattling springs. In 
other words, they are to prevent rattle 
of the clutch plates, when released. 





EARL COOPER’S STUDEBAKER 

Q.—Please send me_ specifications of 
Earl Cooper’s Special Studebaker race car 
that ran in the Indianapolis 500 mile race, 
this year.—Earl R. Head, Hamilton, Tl. 

All of the Durant Special cars, the 
Studebaker Specials and the Miller 
Specials were identical as regards speci- 
fications of the engine. One exception 
was the use of transmission brakes on 
some models of the Miller engine cars. 
whereas others used brakes on the rear 
wheels and front wheels. Specifications 
of the leading contenders that raced at 
Indianapolis were published in \MorTOR 
AcE in the issue immediately after 
the race. You will find in this table 


that cars listed are Duesenberg, Miller. 
Durant, Dempsey and Barber-Warnock. 
We can only repeat that the Miller en- 
gine was used in the Studebaker and 
Durant cars. 
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A Hudson-Essex 
Suggestion 


Q. Attached you will find proposed loca- 
tion for our new Hudson-Essex distributor 
for Rio Grande Valley-James Wickinson 
Automobile Company, Brownsville, Texas. 
This is a west front corner lot on which 
they propose to erect a two-story build- 
ing, using the upper story for office for 
James Dickinson Land Mortgage Company 
and the lower floor for their automobile 
business. With the exception of being a 
west front it is considered the choicest 
location in the city. They desire to install 
a drive-in filling station, handle tires and 
accessories, in addition to Hudson-Essex 
ears utilizing the space to the very best 
advantage considering both comfort and 
convenience for customers. In this con- 
nection the afternoon sun must be taken 
into consideration, and it was thought 
that it might be more desirable to plan 
for gasoline and accessories on the 11th 
street side. They want something very 
modern and attractive. Will you be kind 
enough to favor us with suggestions and 
sketch ?—Crockett Automobile Company, 
San Antonio, Texas. 


We have made a layout for your dis- 
tributor in Brownsville, Texas, and ex- 
cept that the filling station takes away 
considerable space considering the size 
of the building, we believe it will be 
about what you want. Your suggestion 
that the filling station be placed at the 
side of the building instead of in front 
where it gets the afternoon sun, we think 
is a good one, especially in view of the 
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fact that the building is really a little too 
narrow to have filling station across the 
front. The car display room is in front 
where it should be and the accessory 
store is convenient to both service shop 
and filling station. 

The latter two advantages are both 
made possible by the side location of the 
filling station. The only shortcoming of 
this building that we can notice is the 
scanty storage space, but as you have 
said nothing of wanting storage space 
perhaps this is not a disadvantage. In- 
stead of placing the cars against the 








west wall of the service station, they 
might be placed against the south wall 
instead as indicated by the dotted line, 
or if more space were required the line 
could be continued away across the shop 
at the expense of a number of cars in 
repair. We have not tried to design a 
second floor for this building but have 
indicated positions for posts to support 
it and also a stairway leading to it. We 
be covered and prefer that it not be on 
account of the hindrance of light to the 
presume that the filling station will not 
showroom. 








Architectural Service 
I’ giving architectural advice) MOTOR AGE 
aims to assist its readers in their problems of 
planning, building and epuipping, maintenance 
stations, garages, dealers’ establishments, shops, 
filling stations, and in fact, any building neces- 
sary to automotive activity. 


When making request for assistance, please see 
that we have all the data necessary to an intelli- 
gent handling of the job. Among other things, 
we need such information as follows: 

Rough pencil sketch showing size and shape of 
plot and its relation to streets and alleys. 


What departments are to be operated and how 
large it is expected to be. 

Number of cars on sales floor. 

Number of cars it is expected to garage. 

Number of men employed in repair shop. 

How much of an accessory department is antfer- 
pated. 








Increasing Valve Lift by 
Grinding Camshaft 


Q. Give me instructions for grinding the 
heels of the cams on a camshaft and 
also advise whether you recommend this 
in order to get a higher valve lift. How 
much should be ground off? I have a 
model 10 Buick racing machine. 


We believe that this is a job which 
Should be left to a camshaft maker, as 
the ordinary machine shop may not be 
equipped for this work. Also the amount 
to be removed could best be determined 
by a concern familiar with this class of 
work. Names of concerns doing this 
work will be given by separate letter. 


A Reliable Firm, Did You Say? 


 Q. We recently had a_ reconditioning 
Job done on an engine by a reliable firm 
at a cost of $137 and we now find that 
the car has no compression. The valves 
are in perfect shape, also the piston rings 
and ignition o. k. We find they have left 
too much clearance around the piston. 
The compression flows by the rings and 
you can see it puffing out the breather 
Pipe and the plugs foul up very badly. 
Don't you think these people should put 
NM another set of pistons and what clear- 
ance would you recommend, for light 
STay iron pistons? When another set of 
Pistons is installed what rings would you 
recommend? Also what kind of pistons? 
—Thorndale Garage, Thorndale, Texas. 


It is contrary to the policy of Moror 


AcE to recommend or condemn any par- 
ticular item of automotive equipment. 
The general rule for clearance on cast 
iron pistons, however, is .001 inches per 
inch of cylinder diameter. Accordingly 
if you have a Ford motor for example 
in which the cylinder diameter is 3% 
inches you would allow about .004 inches 
clearance. It is possible that the trou- 
ble you are having is due to the fact that 
the piston rings were not lapped in. 


This means that you may have to run 
the engine for quite a while before the 
rings will fit well enough to prevent the 
trouble you are experiencing. It is of 
course also possible that the cylinders 
were ground oversize and then standard 
pistons were used instead of oversize pis- 
tons. You can check up the piston clear- 
ance by means of a thickness gage in- 
serted between the piston skirt and the 
cylinder, using the gage at the side of 
the piston only. In lapping piston rings 
it is desirable to use a compound which 
does not contain emery and which is 
designed for this purpose. It is also de- 
sirable to remove the pistons and rings 
after lapping, take the rings out of the 
grooves and thoroughly wash all parts 
to make sure that none of the abrasive 
material remains in the engine. Special 


compound suitable for this work can be 
obtained from any good jobber. 





To Reduce Gear Ratio 


Q.—I would like to reduce the gear 
ratio on a model 31 1% ton G.M.C. truck 
to about 57 to 1 in order to get more 
power and steady pull. This truck has 
two hard pulls of about 150 feet long and 
the truck has to be jumped along to make 
those pulls. This truck seems to be geared 
too high in low as it works alongside of 
another truck of another make of the 
same tonnage and horse power and it 
pulls it easily. Now what gears will I 
have to change and what is the size of the 
counter and spline shafts in the model 31. 
Also is the spline shaft round or square. 
—Daniel J. Downes, Box 275, Victor, Colo. 


We have been advised by the local 
G.M.C. service station to have you com- 
municate with Mr. D. M. O’Sullivan, c/o 
Denver Branch of the General Motors 
Truck Company, Denver, Colorado. 


Q.—Is there room in the transmission 
ease for such a change. Thanks very 
much for advice on oil leak, as it worked 
out O. K. 


We understand that G.M.C. do not sup- 
ply gears that will give a different ratio 
in the transmission, but as before stated 
are referring you to the Denver Branch 
for information as to how you may secure 
such reduction and as to where you may 
secure the necessary parts. 
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Just a Little Puzzled as to What Regulates or Sets 
Generator Voltage 








Q. I have your letter of June 11th, an- 
swering my inquiry regarding the voltage 
regulation of automobile generators. I 
am still a littte muddled as to just what 
regulates the voltage or what sets the 
voltage. For example, if I have a gener- 
ator charging a six-volt battery o. k., as 
I understand it, either the third brush or 
a vibrator regulates the amperage or 
amount of current at 6 volts that goes 
into the battery. Now if I should wish 
to charge a 12-volt or a 24-volt battery 
with this same generator (I have no in- 
tention of doing this) what change would 
be necessary? Would it have to be wound 
over with different size wire or what? I 
have had experience with lighting set on 
General Electric, gasoline and electric 
motor cars, in which the voltage was 65, 
and this voltage was regulated by hand 
by varying the resistance in the field 
winding. As nearly as I can see it this 
is the same general method used in con- 
trolling the amperage in automobile gen- 
erators. One difference that I see, how- 
ever, is that the speed of the lighting set 
was constant while the speed of the au- 
tomobile type generator is constantly 
changing. 


Hit on the Answer 


You have hit on the answer when you 
mentioned the fact that in one case the 
speed was constant while in another case 
the speed varied. We all know that the 
average automobile generator starts to 
charge the battery at a speed of about 
8 or 10 miles per hour. Therefore just 
before the generator started to charge 
the battery it must have developed a volt- 
age equal or greater than that of the 
battery. Suppose for example that a six- 
volt generator is generating 7.5 volts at 
a speed of 600 r.p.m, and that it is not 
connected to any battery. 


This means that the speed of the arma- 
ture and the amount of magnetism in the 
field is just right to produce 7.5 volts. 
It also means that the field winding is 
drawing just enough current from the 
main brushes to have magnetic effect 
just right for this condition. Now sup- 
pose we should exactly double the arma- 
ture speed. If we assume that the mag- 
netism remains exactly the same we 
would have double the voltage, but with 
double the voltage we would approxi- 
mately double the current in the field 
winding so that the magnetism would 
be stronger and the voltage would rise 
still higher. This is the difficulty which 
presents itself when constant speed op- 
eration is not available. It is also a 
difficulty which would cause the field 
winding to burn up if a 6-volt generator 
were used connected with a 12 or 24-volt 
battery. 


It is perfectly possible to charge a 12- 
volt battery with a 6-volt generator for 
a short time, but the machine will rap- 
idly overheat, due to excessive current 
in the field winding. With the 6-volt 





generator connected to a 12-volt battery 
we have both double the voltage and 
double the current in the field winding 
and accordingly four times the heat. As 
the generator is already designed to op- 
erate as hot as safety permits, it can 
readily be seen that four times this heat 
would burn up the coils. 


The same trouble would be experienced 
with your 65-volt generator if you would 
run it at double the speed for which 
it is designed. The reason that vibrat- 
ing devices or third brush construction 
does not primarily control the voltage 
is that the machine as soon as it gener- 
ates enough is connected by a cutout to 
the battery and its voltage cannot rise 
appreciatively higher than that of the 
battery. Accordingly any regulation 
must apply to the current rather than 
the voltage. 

If you have opportunity to run a gen- 
erator on a test bench, you might try 
connecting a voltmeter to it and run- 
ning it open circuited for a short time. 
You will find, however, that it is more 
of a load on the driving motor with bat- 
tery disconnected than it is with battery 
connected, due to the excessive current 
taken by the field winding. You will also 
find that the field winding rapidly be- 
comes overheated. 


Q. I recently worked on a Wagner gen- 
erator off a Saxon car and it had on it 
a name plate which said “Caution, ground 
generator if car is run with battery dis- 
connected.” The internal wiring of this 
machine was like Fig. 9, on page 23, June 
19th, 1924, issue of Motor Acre. Will you 
explain how this generator would burn 
out if the battery connection was broken? 
—Anaheim Reader. 


Two Answers in One 


The explanation just given should ap- 
ply to your second question as well as 
the first one. The tendency to burn out 
is due to the overheating of the field. 
However, if the live terminal is grounded 
so as to short circuit the machine and 
connect the positive and negative brushes 
together it merely allows a slight cur- 
rent to flow through the short circuiting 
wire and prevents any appreciable volt- 
age being produced. 

In this way there is no voltage across 
the shunt field and accordingly no cur- 
rent in the shunt field winding. The 
generator is accordingly unable to build 
up and therefore is in no danger of 
burning out. On the other hand if a 
six-volt generator is operated on open 
circuit it may develop a voltage as high 
as 35 or 40 and will burn out in a short 
time. This applies to practically all au- 
tomobile type generators except those 
provided with regulators which really do 
control the voltage. 
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A Car That Is Not Well 


Balanced 


Q. Can you offer any suggestion or ad- 
vise us how it is possible to eliminate 
what is no doubt properly termed “ex- 
cessive vibration?” We find a car every 
now and then in which this condition 
seems to be exceptionally bad. At this 
particular time we have in mind a Ford 
coupe which has been out about sixty 
days. The vibration in this particular 
car is very noticeable and when the motor 
is speeded up while the car is standing 
still the vibration is just as noticeable 
as it is when driving. When driving at 
a speed of about 20 miles per hour it is 
also very bad. We are inclined to believe 
that there is a specific reason for this 
condition existing.—J. G. Beck Motor 
Company, Nowata, Okla. 

We would suggest your removing the 
pistons and weighing them with the 
rings and wrist pins. From time to time 
the Ford Motor Company has made re- 
ductions in the weight of the piston, al- 
though we do not know of a recent 
change. If the difference is more than 
one ounce from the minimum to the 
maximum weight we would suggest in- 
stalling other pistons. For very best 
results the difference in weight should 
even be less than this, down to 4 ounce 
or less. It is possible that the crankshaft 
is in need of balancing. 


Something That Cannot Be Determined 


This is something that cannot be de- 
termined readily in the average service 
station except by trying a different shaft, 
as the balancing process requires a 
rather expensive machine for the pur- 
pose. Another possibility is that the 
compression is not even and this can be 
determined by making a compression 
gauge out of an ordinary tire gauge and 
a spark plug shell, and using the device 
in one cylinder at a time. It is also pos- 
sible of course to have excessive vibra- 
tion due to an unbalanced condition of 
the flywheel and transmission parts. 


A QUESTION OF COPIES, BRAKE 
HORSE POWER AND RACES 


Q.—Would Automotive Industries, fur- 
nish brake horse power and r. p. m. on 
foreign straight eights, if I should ask 
them? 


We doubt whether Automotive Indus- 
tries is in possession of the information 
requested, however, a letter to them 
would establish the fact definitely. 


Copies Not Available 


Q.—Have you extra copies covering 
Indianapolis races in the following years, 
1911, 1912, 1913, 1914, 1915, 1916 and 
1919. If not, would you, or do you know 
of any library that can lend me _ these 
copies as I am desirous of checking the 
positions of leaders and different entries 
in the races, especially 1911, 1912, 1914 
and 1915. I would take the best of care 
of them, guarantee return and pay mailing 
and insurance charges. 


Copies are not available, but we would 
refer you to the May 29th, 1924, issue of 
Motor AcE on page 19. There is a story 
entitled “5000 Miles of Racing” which 
contains statistics covering all races held 
on the Indianapolis motor Speedway. 
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Generator O. K. But Cyl- 
inders Egg Shaped 


Q. Thanks very much for the informa- 
tion on the Ford generator which re- 
quired frequent sandpapering of the com- 
mutator for charging. Your remedy was 
applied and it now works all O. K. This 
time I would like to know what you think 
of the following: A Ford which has been 
driven about 12,000 miles has recently 
had new Ford piston rings installed and 
after running about 200 miles seems to 
use an excessive amount of oil. The car 
has no noticeable looseness or piston slap 
and has been using Mobiloil exclusively 
since the rings were installed, but uses 
a quart of oil to about 75 miles and 
smokes terribly if the oil level is about 
half way, or between the two pet cocks. 
It also seems to lack power. Car works 
the best and does not smoke when the oil 
level is about %-in. above the bottom pet 
cock, but still seems to use an excessive 
amount of oil.—E. L. Beebee, R. No. 1, 
Box No. 69, Poplar, Mont. 


Use inside micrometers and check the 
cylinder bore at at least 10 points and 
determine whether or not the cylinder 
bores are out of circular. An out of 
round condition in excess of .004 is a 
likely cause of the trouble that you have 
experienced, If the cylinders are out of 
round to any extent whatever it will re- 
quire at least 5,000 miles of running in 
order for the rings to get a good seat 
and give you the proper oil consumption 
and power. 

Generally speaking, when the condition 
outlined exists in a Ford, you may count 
on piston rings that are not a good fit 
in the cylinder, due either to looseness 
or to an out of round condition of the 
cylinder bore. The installation of a hot 
spot in the inlet manifold will give you 
very excellent results both in summer 
and winter, and you will find that it is 
a great aid in reducing oil consumption 
and oil dilution. 


ON RING KNOCKS 


One of your past issues contained an 
article on Ford “ring knocks,” which was 
good as far as it went. It stated that 
cylinders two and three were particu- 
larly apt to produce this knock, due to 
gas inertia and that riching up the mix- 
ture would tend to eliminate the trouble. 
We have proved this out in practice and 
know it to be at least partly correct, 
but we had a coupe job that defied all 
the rules. In this job No. 4 cylinder 
was the first offender. 

We installed a set of rings, fitting to 
about .008 clearance. At 18 miles the 
darn hack put out a nasty rap. Over 
or under that speed it was o. k. Idled 
fine, good snap and all. We then pulled 
the pistons and notched the top ring as 
per the article. This fixed the trouble 
until the grooves filled up with carbon 
and then it knocked again. On the sec- 
ond tear down we put in Ford slant 
cuts with inner rings and notched the 
top ring as before. Have had no further 
trouble. What I would like to know is, 
What really causes the knock? 

As stated, regrind jobs and fairly new 
motors never trouble this way, therefore 
I believe that the trouble is due to the 
barrel being out of round. If so, what is 
your theory regarding the action which 
Droduced the rap? The most reasonable 
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Wiring Diagram of Daniels 
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Q.—I am a constant reader of the best 
auto magazine published, Motor Ace. I wish 
you would publish in the next issue the 
following wiring diagram. Wiring of the 
latest Daniels car and also wiring dia- 
gram of a W. S. Miller Special, latest 
model built, also giving address of com- 
pany.—James R. Frole, 1130 Rebecca Ave- 
nue, North Braddock, Pa. 


Wiring diagram of the Daniels car is 
published in accordance with your re- 
quest. This diagram is suitable for the 
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WIRING DIAGRAM ON DANIELS EIGHT 


1924 model as well as two or three years 
previous for the wiring has not been 
changed in the last few years. We do 
not know exactly what you refer to by 
W. S. Miller Special, unless you refer 
to race cars made by Harry Miller En- 
gine Works, Los Angeles, California. If 
so the only wiring on the car was for 
ignition only and the circuits would be 
similar to the ignition portion of the cir- 
cuit of the Daniels diagram. 








explanation that I can figure out is that 
due to the barrel being out of shape the 
compression gets behind the ring, or 
rather between the ring and the wall 
and compresses the ring, which causes 
the ends to butt together and produce 
the rap. 

Notching would allow pressure to get 
behind the ring and thus equalize the 
pressure on both sides of the ring. The 
fact that a slant cut eccentric ring seems 
less apt to trouble this way confirms 
this idea. At any rate, would be glad 
to get your oponion on the subject. It’s 
sure a puzzle—West End Garage, Po- 
noma, Calif. 

It is quite likely that excessive wear 
at the upper portion of the cylinder is a 
contributing factor in producing the noise 
called ring knock. The point must not 
be overlooked, however, that due to the 
construction of the engine which permits 
the upper ring to partially extend into 
the combustion chamber, there is a ten- 
dency for this condition to occur even 
with new or reground cylinders. 

The advantage of the slant cut ring 
may be in the slight leakage at the joint 
which permits pressure to get back of 
the ring. If this is the case, a step cut 
ring with a gap greater than normal for 
the top ring should fill the bill. It is 
also possible that the slant surfaces even 
when striking each other do not make as 
much noise as the surfaces in the step 
cut ring. Another possibility is that the 
regular Ford rings are stiff enough to 
take care of this condition. 


ANALYSIS OF BAKELITE 

Q. What is the mechanical analysis of 
Bakelite?—Curtis Auto Co. Baxter, Iowa. 

We do not know the exact analysis, but 
according to literature put out by the 
Bakelite company their product is called 
a phenol resin compound. It is our opin- 
ion that the exact analysis is a secret 
of the manufacturers of Bakelite and as 
such it cannot be divulged. 

Q. Explain the velumetric efficiency of 
a motor and how obtained. 

The quantity of charge drawn into the 
cylinder of an internal combustion en- 
gine is always less than the theoretical 
quantity of charge which would fill the 
working volume of the cylinder at at- 
mospheric pressure and temperature and 
the ratio of the actual to the theoretical 
quantity is called the volumetric effi- 
ciency. 


To obtain the highest volumetric effi- 
ciency the factors of temperature of the 
working mixture as it enters the cylin- 
der, resistance to its entry and the back 
pressure from the exhaust stroke are 
main considerations. On racing engines 
it is quite difficult to maintain the vol- 
umetric efficiency through the full speed 
range of the engine, and it is for this 
reason that this type of high speed small 
bore engines are usually built with 
smooth, large and direct gas passages, 
high compression and sometimes a su- 
percharger. 
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Moves in Jerks Uphill 


Q.—We recently sold a 1924 model Chev- 
rolet car that is giving us trouble and we 
are writing to you in the hope that you 
can give us some helpful advice. When 
making a grade at say 15 to 20 miles per 
hour, the car will move by jerks as 
though a spark plug were missing and 
it will slow down until gear must be 
shifted in order to keep going. We know 
that spark plugs and carbureter are in 
Al shape and valves seated and adjusted 
and engine will idle smoothly. Will you 
kindly suggest to us where we might look 
for cause of this trouble.—Craig Motor 
Sales Company, New Castle, Va. 

It is possible that this car has not trav- 
eled sufficient distance to allow seating 
of the piston rings but before blaming 
it on to rings, would suggest that you 
give it systematic testing. If you will 
refer to the Summer Service issue of 
Moror AGE, May 15th, 1924, you will 
notice an insert printed on brown paper, 
which covers various methods of tests 
for locating missing or misfiring cylin- 
ders. The first thing to do, of course, is 
to find out which one and how many of 
the cylinders are misfiring and then de- 
termine the cause. 

When you have traced the missing to a 
certain cylinder, follow the suggestions 
given in the Moror AGE issue and we 
believe that you will eliminate the trou- 
ble. In case you do not, it would pay 
you to have one man stand on the run- 
ning board while another man drives the 
car at speeds where it misfires. By the 
judicious use of a screw driver or plug 
shorting device you will be enabled to 
locate the cylinders which are misfirinz 
and when this is done it will be much 
easier to locate the exact cause. 


356 IS TOO MUCH ADVANCE 

Q.—In your July 3rd number I noticed 
an article in the Reader’s Clearing House 
relative to the 7-R Continental motor in 
a Columbia car, in which reference was 
made to the relative position on the Jor- 
dan car of the ignition advance of 3% 
in. on the flywheel. Now it appears to me 
that there is something wrong with this 
statement, of which I cannot get the drift. 
I have a 1917 Jordan model B-6-60 myself 
and that is why I am interested. Give 
me some explanation of the 38% _ in. 
advance on the flywheel as mentioned in 
the article referred to. My ignition is 
set % in. before center on retard but I 
cannot get a smooth running motor at 
slow throttle speed and on a pick-up and 
open throttle speeds she cuts out every 
once in a while, just gives a slight jerk, 
but picks right up again. Magneto points 
are set at .015, and plug gaps are set 
at .022.—Indianapolis Igniter. 


The explanation and answer to your 
question lies in the fact that the Ohio 
Mechanic subscriber was mistaken re- 
garding the 35% in. advance recommend- 
ed on the flywheel of the Jordan. Ac- 
cording to information procured from 
the Jordan service manager, no such ad- 
vance in permissible and the recommend- 
ed advance is from % to % in. before 
top center on the flywheel at retarded 
position of the ignition apparatus. If 
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Diagram for Wiring a 1 


917 Model Oldsmobile 8 
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Q. Could jou furnish me with a dia- 
gram on how to wire an 8 cylinder 1917 
model Oldsmobile auto? Montgomery 
Ward & Co., Assistant Manager Mr. Jer- 
dan referred me to you.—C. R. Swanson, 


care American Railway Express Company, 
Bigsuamico, Wis. 


Diagram in question is shown on this 
page. 








you are having trouble with your car at 
slow engine speeds, we would suggest the 
installation of'a hot spot in the inlet 
manifold. 
NO REPLACEMENT CLUTCH 

Q.—Kindly advise me if there is a com- 
pany which manufactures a replacement 
clutch for Chevrolet cars. A company 


making a disk clutch is preferred.—W. N. 
Grooms, Springville, Utah. 

To our knowledge there is no company 
in the United States manufacturing a 
replacement clutch for the Chevrolet car. 
Generally speaking, it requires consider- 
able revision of the running gear layout 
in order to install a disk clutch where a 
cone clutch was used. 








Pullman Wiring Diagram 








No.1 Cyl. 
No.2 Cyl.15 Long 


” ” 
16 Long No.3 Cyl.18 Long 


No.4 Cy}.18 Long 
Button 





ee 
fs). 
4 


Magneto 
} 12 V. Motor 














M 
a 
~ 
T 





> 





| 5-5. 
‘Oo 


"#14 6 V. Dynamo 


5-04 7 Vz Lights 


Push Button 
. Switch 








|. Back of 
Ind. Auto.Sw, 

















4’- 10°#10 — 
© 1-3 #14 





4“ 
46 Duplex 





Dash Light ( 
M+ 


Commutato. 














aoe 
4-10°#14 ~ 
S 


Le 





® 2'+3" #10 L 


4: 8°#10 








End Motor 
Dynamo 





8 3 Duplex 


Starting 


Head 
a Switch 
y~ 











3” : er 14’- 814 
2-1 #2 


Ly 











Battery 











21a" #2 





























a” 3° 22 
10 
To Splice 


Q. I appreciate your interest in my ques- 
tion concerning wiring of Pullman car 
touring Junior. Hope this will give you 
the desired information which is as fol- 
lows: 

Battery 12 volt with 4 leads from bat- 
tery to starter switch. 














182] 





Ignition—Dixie high tension magneto, 
generator and starter, apple dynamo, 
motor model A-25, volts 6-12, Engine— 
No. 2666. Model—EMC2,.—Hilfrank’s “a- 
rage, Castleton-on-Hudson, New York. : 

Diagram of the Pullman model EMC2 


- is shown at Fig. 182. 
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Oakland Generator With No Cutout 


@. Why is it on a 1916 Oakland car 
using Delco system that there is a wire 
from the ignition coil to the generator? 
I understand why this wire is used on a 
3uick, as it sends current to the shunt 
field for motoring the armature. Also 
supply wiring diagram of this model 
Oakland car showing internal generator 
circuits. 

The wiring diagram is shown in ac- 
cordance with your request and you will 
notice that no cutout is used. This ex- 
plains why the wire from the ignition coil 
to the generator is used, for the operation 
of the ignition switch is used to connect 
the generator to the battery. Then when 
the car is stopped and the ignition is cut 
off it also disconnects the generator and 
battery. In the case of the motor gen- 
erator this wire not only eliminates the 
cutout but also serves, as you say, to 
operate the armature as a motor, using 
the generator windings, for the purpose 
of meshing the starter gears. 

Q. Give internal wiring diagram of the 
starting motor of a 1924 Maxwell and 
show path of the current. 

We are showing the whole wiring of 
the car which gives the internal circuits 
of both generator and starter. You will 
notice a peculiar construction in the 
starting motor for there are four sepa- 
rate magnetic field poles but only two 
of them have windings on them, with this 
construction. The two coils that are 
used can be made somewhat bigger than 
would otherwise be the case and they 
force magnetism not only through the 
poles around which they are wound but 
also through the other poles. 


What Makes the Knock? 


Q. We have just overhauled a 1921 Ford 


touring car. Put all new camshaft bear- 
ings in and new connecting rods. Put in 
new pistons .0025 inches oversize, new 


piston pins and rings. Crankshaft was 
true when tested with a gauge and had no 
appreciable end play. Main bearings and 
connecting rod bearings were adjusted 
and run in but not burned in. Timing 
gears were in good condition and a new 
universal ball cap was installed. 

New valves were installed and the clear- 
ance adjusted to .018 inches cold. Now 
this car has a knock right after being 
overhauled and it has run about 155 miles 
and the knock is the same. This knock 
iS noticed when running from 10 to 20 
miles per hour, but cannot be noticed 


when idling or when racing the engine 
Without pulling the car. The knock is 
Steady and sounds like a very loose pis- 
ton pin. —-Wisconsin Subscriber. 


It is possible that a thread is stripped 
Mone of the clamp screws which clamp 
the upper end of the connecting rod to 
the piston pin. It is also possible that 
one of these screws when tightened up 
and was binding in the thread before it 
actually clamped the piston pin. An- 
other possibility is that piston rings were 
Used other than the Ford type and that 
they have not enough stiffness. 

In some cases where special types of 
Tings have been used, trouble has been 
occasioned due to pressure on the upper 
Mhg, which in the top position of the 
Piston extends into the combustion cham- 
ber. The explosion pressure would com- 
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press this ring somewhat causing the 
ends to strike and producing a knock. 
Another possibility is that one of the 
piston pin bushings has been pushed into 
the piston too far and thus allows the 
upper end of the connecting rod to strike 
against it. 


This can possibly be determined by 
dropping the engine pan and looking up 
into the engine with a light, while some- 
one turns the engine over by hand. There 
should be + inch or more clearance 
between the side of the upper end of the 
connecting rod and the wrist pin bushing. 
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Ropes fans are offered a new regener- 
ation one-tube portable receiver by 
the Crosley Mfg. Co., of Cincinnati, known 
as model 50-P. The Armstrong regen- 
erative circuit is used. The set is con- 
tained in a quartered-oak, natural finish 
carrying case, having  nickled-plated 
trimmings and a leather handle. A feat- 
ure of the receiver is the allotment of 
space for a large No. 6 dry cell “A” bat- 
tery and a big “B” battery. The D 12 





One-tube portable radio set 


vacuum tube is used. The receiver has 
ample room for head phones, aerial and 
ground wire. The list price is $18. 


Deveau Seat Adjuster for Fords 


This device is designed for the use of 
Ford drivers and is set at any desired 
distance by a sliding platform set in a 
runway that is controlled by a spiral 
shaft connected with gears, enclosed in 
a metallic case and operated by a single 
small metallic wheel on th face of the 
base of the driver’s seat. The seat re- 
mains firm and fixed at all times at an” 
point to which it is adjusted and cannot 
be loosened by jolts or rough usage of 
the car or truck. 

It is specially adaptable to the Sedan 
type or cars with divided front seat. The 
price is $7; installed, $10. The manufac- 
turer is Deveau-Ruckel, Inc., Stamford, 
Conn. 





Adjustable seat for Fords 


Roadedge Safety Light 

The Monogram Roadedge Safety and 
Inspection Light is the product of the 
General Automotive Corporation, 800 W. 
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OOSTING ACCESSORY 


Jackson boulevard, Chicago. Mounted on 
the right hand rear fender of the car, 
it defines the car to approaching drivers 
and illuminates the outer rim of the road 
for a considerable distance ahead, a long 
straight shaft of light being laid down 
on the road. The light is placed on the 
right hand rear fender in order to elimin- 
ate the glare to oncoming motorists. 

In order further to increase the utility 
of the light, there is a concealed reel 
carrying enough wire to permit the light 
to be carried anywhere about the car for 
inspection or emergency repairs. 


Prismatic Stop-Tail Light 


A new product in the accessory field is 
the combination stop and tail light made 
by the Outlook Manufacturing Co., Cleve- 
land, O., the distinguishing feature of 
which is its beehive shaped dome of pris- 
matic ruby glass. On both the inside and 
outside of the dome carefully calculated 
prisms reflect and direct the light and 
provide a strong warning light, not only 
to the rear of the car, but far to each 
side, the stop-light being the larger of 
the two lights. 

The ruby glass dome, a prismatic cover 
glass that directs light downward on the 
license plate, and the stop and tail-light 
sockets are supported by a _ heavy 
stamped brass ring to which the attach- 
ing bracket is bolted. 'The license plate 
holder is part of the supporting frame. 

The Outlook switch furnished with the 
light is also of a new design. Contact 
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Prismatic stop-tail light 


is made by a switch arm which moves 
between two bronze contact blades. One 
of the features of the switch is a double 
air gap of one-half inch total length, de- 
signed to prevent loss of current. There 
is no external spring. The switch arm 
is returned to off position by a heavy 
coiled spring inside the switch box. 

The light is sold complete with switch, 
brake-rod clamp, cable, connectors, 
screws, tape and everything else required 
for installation. The price is $5. 

Shock Absorber for Fords 

This shock absorber is familiar in ap- 
pearance for it utilizes the coil spring 
idea as a basis. However, it has two 











coil springs, one inside the other. The 
two springs being of different size have 
a different rate of vibration and are 
attached to the end of the leaf spring, 
which has still another rate of vibration. 
The object is to have a series of springs, 
operating in combination, but out of 
synchrony, with each other, to eliminate 
minor vibration altogether and to reduce 
the more severe ones to a degree that 
they can be absorbed by the automobile 
springs. 


Shock absorber for Ford models 


The outside coil spring receives the 
initial shock and vibration from the 
road. The principle is to obliterate this 
shock and to check the rebound by 
means of the smaller spring inside, and 
that, its rate of vibration beIng more 
rapid than that of the outside spring, 
provides another element to break up 
and distribute vibration and shock 
through the larger spring to the leaf 
spring. 

This shock absorber is manufactured 
especially for Ford cars by the Edwards 
Bros, Co., Leipsic, O. 


Tiffany Dash Lamp 


A dash lamp of unique design which 
illuminates the entire dash and shields 
the eyes is the product of the Tiffany 
Manufacturing Co., 42 Spring street, 
Newark N. J. It has an on and off switch 
on top of the cover, total projection from 





Tiffany dash lamp 


dash is 1% in. The bulb can be replaced 
by merely pulling off the cover. The de- 
vice is furnished with two candle-power, 
6/8 volts, double contact bulb and all 
necessary bolts and packed in individual 
cartons. Model DLS, as it is known, is 
finished in nickel and sells at $1.25. 
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U. S. Inverts Airplane Engines 


Successful Experiments Conducted with DH-Liberty—Lubrication Problem 
Was Hardest to Solve—Special Designs to Be Built 


OW the Engineering Division of the 
Hy anise States Air Service over the 

period of a year has conducted suc- 
cessful tests with an inverted Liberty en- 
gine is revealed in a report made public 
from McCook Field. A standard DH-4 
airplane was remodeled tor the purpose 
and a standard Liberty was put through 
the dynamometer laboratory. 

“A great deal of flying has been done 
with the DH equipped with the inverted 
Liberty and even in cross country work 
it has been successful,” the report says. 
“Its longest trial of this kind was made 
last fall when Lieut. F. O. Carroll, pilot 
and F. W. Heckert, observer, flew it from 
Dayton to St. Louis for the Pulitzer races. 


“In view of the success of this equip- 
ment, plans have been made to build four 
Ldberty engines, especially designed for 
the inverted position and should these 
prove successful, it is possible that the 
inverted engine will be adopted as stand- 
ard for all corps observation and pursuit 
type airplanes.” 

In explaining the principal problems 
which the engineers conducting the tests 
on the inverted Liberty were confronted 
with the report states: 


“The chief difficulty lay in the lubrica- 
tion system. To prevent the oil from 
flowing into the distributor heads and to 
obtain means for pumping it out of the 
camshaft housing and returning it to the 
oil tank was the first problem to be over- 
come. A gear-type fuel pump, installed 
to function as an auxiliary oil pump, was 





The accompanying report issued at 
McCook field by the U. S. Air Serv- 
ice gives interesting data on the use 
of an inverted engine in a Liberty 
airplane. So successful has the trial 
been that four additional planes are 
being similarly equipped. If these 
prove successful, it is likely that this 
type of engine will be adopted by all 
corps observation and pursuit type 
planes. 

The main difficulty confronting en- 
gineers with the use of the inverted 
engine was lubrication, but effective 
means of overcoming this are now 
being worked out. 











used to pump the oil out of the camshaft 
housing. The backflow of oil into the 
Delco distributor heads was stopped by 
adaptors fitted between the camshaft 
housing and the ignition breaker and the 
distributor housing assembly. Three- 
fourth-inch holes were drilled through 
the main bearing webs, in order to allow 
the oil to flow from one end of the crank 
case to the other. No changes in pis- 
tons were required to take care of the 
excess oil, which naturally fell to the un- 
der side of the pistons. The suction side 
passages of the scavenging pumps were 
arranged so that oil thrown off from the 
connecting rods and main bearings and 
collecting in the crank case could be 
carried to the scavenging pumps. No 


changes other than these were inade in 
the oil pump assembly. 

“A few other changes were found nec- 
essary. The flow of water through the 
water jackets was reversed, primarily to 
facilitate the operation of the water pip- 
ing installation. According to the tests 
it would seem that this reversal makes 
for better operation of the engine, al- 
though this fact has not yet been fully 
proved in flight. No difficulty was found 
with spark plugs fouling, due to the 
change in the position of the cylinders. 
The standard US-52 Zenith carburetors 
were used in conjunction with inverted 
manifolds. 

“The reason for all this inverting of 
engines? The greatest advantage, and it 
is no insignificant one, is the decided re- 
duction of the blind area straight ahead, 
which is typical of the DH equipped with 
the Liberty. This improved visibility sim- 
plifies the landing problem to a very 
marked degree and is of great benefit in 
maneuvering. In practice or actual com- 
bat, it would entirely obviate the danger 
of head-on collisions and gives the pilot 
increased surety in his movements with 
the plane. 

“Another great advantage lies in the 
possibility of a simplified fuel system. 
Since the carburetor is hung under the 
engine, the fuel supply could be by grav- 
ity, obviating the necessity for fuel 
pumps. The accessibility of the engine 
for working is also greatly improved, as 
the mechanic can accomplish most of it 
standing on the ground.” 





Important Steps in the Distribution of Automotive Supplies 
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Photograph at the left shows the exhibit of the Patterson Parts, Inc., at the California State Fair at Sacramento. Parts for 40 mases of 
automobiles were shown in this booth. At right is part of the exhibit staged by some 75 manufacturers in the new building of th» Gib- 


son Company, Indianapolis 
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HICAGO’s cops have new uniforms—some are 
(- khaki and some are of a light blue, summer 
weight. The other day one of the lads in blue 
stopped a lady driver on Michigan avenue for ducking 
past a stop light. 
“I didn’t see the light,” 
form is adorable.” 
“Don’t kid me, lady,” 
can’t talk me out of it.” 
“Heavens!” the fair one exclaimed, “I should hope 
not—what would I do with it?” 


Likely Thinking of the Steps 

As a sight-seeing bus passed under the elevated tracks a 
deaf old man pointed upward and asked, ‘““What’s that?” 
The announcer replied—‘‘That’s the ‘L’.”. The old man 
with hand to ear inquired—‘The ‘L,’ you say?’ The 
announcer raised his finger in solemn warning and re- 
marked—‘‘No_ profanity, please.”—-En-ar-co National 
News. 


she insisted, “but that uni- 


was the cop’s advice, “you 


Statistics 
Killed by Gas 1923 
32 Inhaled It 
140 Lighted Matches In It 
5000 Stepped on It. 
—En-Ar-Co National News. 


A One-Price House 


A young man, seated beside Miss Hubbs on a piazza 
which overlooked a moonlit bay, said in troubled accents: 

“Confound it! Your little brother saw me kiss you. 
What shall I give him to make him hold his tongue?” 

“Usually,” said Miss Hubbs, yawning, “he get’s half a 
dollar.’—Louisville Courier-Journal. 





Oh, Death! Where Is Thy Sting? 
“What were your father’s last words °” 
“Father had no last words. Mother was with him to 
the end.”—The Exhaust Port. 


Busy Bees of the Boulevard 
Busy Bees of the Boulevard 
You drive, you stop, 
You stop, you drive. 
But mostly—STOP; 
One of the hive. 


Put It in Reverse 


Wenke: “Doctor, you remember you recommended 
golf to take my mind off my work?” 

Doctor: “Yes.” 

Wenke: “Well, can you prescribe something now to 


get it back again ?”—Life. 
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Matty Sees a Customer 




















ALL RIGHT I'LLY AND SEE HOW J, QUEERPOINT SORGUM 
CALLTHE GOLF |IS re blleg Ange WITH — CAR I 


WELL, GUESS I'LL SAUFFLE re) 
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SORGUM HOW, 
ARE YOU 








THATS GOOD — 
HOW'S THE PICK-UP 
ON THE CAR? 


WELL, EXCEPTING TWO, THE DOC) 
SAYS 1 HAVESYMPTOMS OF EVERY 
DISEASE KNOWN TO 
MEDICAL SCIENCE 














FINE! -THE. INSTALLMENT 
MEN PICKED ITUP THE 
OTHER DAY AND 1 


HAVENT HAD ANY 
TROUBLE W!TH IT 
SINCE 
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Better Movement of Warehouse 


and Dealer Stocks Reported 


No Marked Spurt Looked for in 
Trade but Buying Is Expected 
to Be Steady 


NEW YORK, July 28.—Automobile 
manufacturers are anticipating more ex- 
tensive operations than have been the 
rule for the last six weeks to meet what 
is expected to be a rather active de- 
mand for cars in the fall. Such increases 
in schedules as may come, however, will 
be gradual. There has been a better 
movement of warehoused stocks and 
cars in the hands of dealers during the 
last few weeks with the result that deal- 
ers are now in a position to take on more 
cars than heretofore. The actual retail 
demand will be the governing factor in 
operations during the rest of the summer 
and the early part of the fall. From that 
time on manufacturers will gage their 
activities not only by the demand but by 
a conservative estimate of the outlook. 


No marked spurt in sales the rest of 
the summer is expected to develop. 
There still continues much uncertainty 
among consumers as to the business out- 
look and until this has been cleared away 
no noticeable uptrend in retail business 
is looked for. Buying is expected to be 
steady but reaching no high levels. 


Farm Conditions Improve 


Some producers report improved con- 
ditions in agricultural sections with in- 
dications that buying will become greater 
as the season advances although not 
reaching any notable proportions until 
the fall. Commercial centers, as a rule, 
are backward in buying and offer little 
hope at this time of entering the mar- 
ket in stronger force until there has been 
some clarifying of the general business 
situation. 


It is probable that July will show a 
greater number of automobiles produced 
than in June, which set the lowest mark 
in output in more than a year. The low 
figure for that month, however, was not 
surprising in view of the consistently 
high records maintained by the industry 
during previous months and the general 
decline in sales in all business lines. 
Should July production mount above that 
of June it will indicate that dealers are 
finding that their stocks are in such con- 
dition as to warrant taking on more cars 
and that an encouraging tinge is lent to 
the outlook for sales. 


The industry as a whole continues to 
feel that the last quarter of the year will 
be unusually active, making up for the 
let-down experienced during the sum- 
mer months. Conditions then will be 
more settled, prospects for cars will be 
in a more receptive mood to make pur- 
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Retail Demand to Guide Manufacturers 
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Temple of Silver for 
Big Shows 


NEW YORK, July 28.—Carrying 
out the silver jubilee idea, which is 
to be the keynote of the two na- 
tional shows next year, it is an- 
nounced that the main decorative 
idea in both the Chicago Coliseum 
and the New York Bronx Armory 
will be a Temple of Silver 68 ft. in 
height, which will span the aisles 
in the center of each of the build- 
ings. 

The Temple will be a gigantic 
music box. The band stand will be 
placed on the second floor. 











chases, farmers will be in a position to 
absorb more of the output than they have 
been for some time and the industry will 
be preparing for the heavy buying which 
starts with the opening of the show sea- 
son. 

For the present sales are running 
along steadily, though not ona high level, 
and production is keeping pace with that 
condition. 


Reo Motor Resumes Operations 
After Shutdown for Vacations 


DETROIT, July 28.—Resumption of 
operations at Reo Motor Car Co., follow- 
ing its elosing for the annual vacation 
period, brought about 4,000 men back to 
work last week. The entire plant with 
the exception of the bus division was 
down during the vacation period in ac- 
cordance with the custom of the com- 
pany. In the case of the bus division 
the period was shortened by reason of 
orders for immediate shipment. 

August business will approxiamte that 
of July, according to R. C. Rueschaw, 
sales manager, resumption of active busi- 
ness until Sept. 15 being held back by 
vacation periods throughout the country. 


DENY CHAMPION RUMOR 

NEW YORK, July 28.—Official denial 
is made of the rumor that Albert Cham- 
pion has disposed of his interests in the 
AC Spark Plug Co., to General Motors. 
This comes in the form of a statement 
from President A. P. Sloan, Jr., of Gen- 
eral Motors, who says: 

My attention is called to an impression 
that has been created that Albert Cham- 
pion, president of the AC Spark Plug Co., 
has sold his interest in that company to 
General Motors. There has been no 
change whatsoever in the relationship 
between the AC Spark Plug Co. Mr. 
Champion and the General Motors Corp. 


Rene Thomas Makes Speed of 
143.25 M.P.H. on Straightaway 


Delage Driver’s World Record Claim 
Does Not Consider 155.3 
Clip Scored by Duesenberg 


PARIS, July 28.—Driving a _ special 
twelve-cylinder Delage, Rene Thomas re- 
cently attained a speed of 143.25 miles 
an hour for the flying kilometre and the 
flying mile over a straightaway road near 
Paris. This is recognized as a world’s 
record, beating the official performance 
of Lee Guinness on a Sunbeam of 133.67 
miles, but in reality is only a European 
record, for the Duessenberg performance 
of 155.3 miles an hour at Daytona is not 
taken into consideration. 

During these trials E. A. D. Eldridge, 
driving a 300 hp. Fiat, covered the kilo- 
metre in 15.615 seconds and the mile in 
24.79 seconds, thus beating the Delage 
by 3:57 miles an hour. Thomas pro- 
tested this performance on the grounds 
that the Fiat did not have a reverse 
gear, in accordance with European reg- 
ulations, and although the old Sunbeam 
record was also established with a car 
having no reverse, the objection was up- 
held and the Italian car disqualified. 
Eldridge has now fitted a reverse and 
is about to go out for the official record. 

Other good performances in_ these 
trials were: J. E. Scales on 91% cubic 
inch Talbot-Darracq, 103.65 miles an 
hour; Vizcaya on 122-inch Bugatti, 114 
miles an hour; Mestivet on 67 cubic inch 
Amilcar, 91.6 miles and hour; Le Vack 
on 61-inch Jap motorcycle, 119.04 miles 
an hour; Pean on Peugeot 45-inch motor- 
cycle, 102.8 miles and hour. All the 
above are mean times for the flying kilo- 
meter covered in two directions. 


Form Company to Distribute 


New Auxiliary Transmission 


SYYRACUSE, N. Y., July 28.—The 
Twin-High Transmission Co., a subsidi- 
ary of the New Process Gear Corporation, 
has been formed here to market an aux- 
iliary transmission for Ford cars, provid- 
ing a new low and a new high gear. 


The new company is to begin opera- 
tions Aug. 1, according to Anthony Hen- 
ninger, vice-president and general man- 
ager of the New Process Gear Corpora- 
tion. 

The output of the Syracuse factory 
for the present will be confined to the 
manufacture of transmissions for Ford 
cars only, Mr. Henninger says. The neW 
transmission does not interfere with the 
present planetary gearing system in 
Fords, as it is installed back of the regu- 
lar gears and both are used in driving 
the car. 
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Selma Host 


Business and Fun Feature 
Interesting Two-Day Session 





Tradesmen of Southern State Hear 
Addresses on Vital Topics, 
Frolic and Eat Barbecue 





BIRMINGHAM, Ala., July 28.—Dele- 
gates to the semi-annual convention of 
the Alabama Automotive Trades Associa- 
tion attended an enthusiastic meeting in 
Selma on July 21-22 when they enjoyed 
work and play in proportions of about 
30 to 70. There were 130 delegates 
present at the meeting. Monday was 
given over to business, with a dance in 
the evening, a noon luncheon and Tues- 
day was given over to a barbecue and 
entertainment of various kinds. 

Mayor W. B. Hall, of Selma, delivered 
the address of welcome, in which he 
turned over the keys of the city to the 
convention in the good old-fashioned 
way. 

Hardly had he finished his address 
when the convention hall was filled with 
the cries of lusty young newsboys, sell- 
ing the special convention edition of the 
Montgomery Advertiser which had been 
made up in special compliment to the 
convention by James G. Weiz of the 
Montgomery Advertiser, publicity man+ 
ager for the association. The front 
page of this special edition of the Ad- 
vertiser was entirely devoted to the con- 
vention. 

Mogge First Speaker 

The first address on the subject of 
business was delivered by Arthur R. 
Mogge. “Profitable Maintenance” was 
his subject. Mr. Mogge is merchandising 
director of the Automotive Equipment 
Association of the United States and 
came to Alabama on the invitation of 
the Interstate Electric Co. of Birming- 
ham, and the Johnson Tire Co. of Mont- 
gsomery, the only two members of the as- 
sociation in the state. In addition to the 
days spent in Selma, Mr. Mogge spoke in 
Birmingham August 23, in Mobile August 
24 and in New Orleans August 25. 

The address illustrated with the “Prof- 
itable Maintenance” film. 

The next important address was by 
Lister Hill, who discussed the Federal 
attitude, legislatively speaking, toward 
the automobile dealer and owner. He 
urged that dealers work for a further re- 
duction of automotive taxes. He stated 
that the government still regards auto- 
mobiles as a luxury when as a matter 
of fact they are a commercial necessity 
im this age, the transportation that is 
Tapidly taking the place of other methods 
of “organized” transportation. 

“Balloon Tires” was the subject of an 
address by F. H. Manly of the Firestone 
Company. Mr. Manly gave the history 
of the balloon tires and reasons for their 
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to Alabama Convention 








Prominent in Aabama Meeting 











Left to right: Ted Brownell, President A. A. T. A.; A. R. Kroh, of Chevrolet Motor Co., 
a principal speaker; J. B. Farley, Secretary A. A. T. A. 





Officers, directors and commit- 
tees of tle Alabama Automotive 
Trades Association: 

E. W. Brownell, president, Bir- 
mingham. 

C. E. Ingalls, first vice-president, 
Montgomery. 

R. TI. Neely, second vice-presi- 
dent, Selma. 

J. B. Farley, secretary, Birming- 
ham. 

L. D, Stephens, Treasurer, Mont- 
gomery. 

J. H. Lyons, attorney, Mobile. 

G. W. Yancey, special attorney, 
Birmingham. 

E. D. Johnston, special attorney, 
Huntsville. 2 


Directors 


Reese Adamson, chairman, Bir- 
mingham. 

M. K. Johnson, Montgomery. 

T. R. Copeland, Bessemer. 

P. T. Byrne, Mobile. 


Committees 

W. B. Smith, legislative, Bir- 
mingham. 

R. M. Wikle, membership, Talla- 
dega. 

J. C. Austin, resolutions, Tusca- 
loosa. 

M. K. Johnson, merchandising, 
Montgomery. 

Thad. Holt, publicity, Birming- 
ham. 

Hayes Tucker, good roads, Tus- 
caloosa. 

J. G. Weisz, special correspond- 
ent, Montgomery. 

Julien Swartz, special corre- 
spondent, Birmingham. 











present popularity. Frank Willis Bar- 
nett of the Birmingham News spoke on 
“Organization.” John Craft of Mobile the 
father of good roads in Alabama, spoke 


on the subject of better roads for Ala- 
bama. He recommended a more com- 
plete continuous system of paved or sur- 
faced roads. 

Thad Holt, of the Wofford Oil Co., in 
his address on the “Dealer’s Five Per 
Cent,” spoke of the fact that most of that 
five per cent is in accessories and the 
dealer will make more actual profit in 
the sale of accessories than in the sale 
of cars under the present conditions. 


Hear A. R. Kroh 


A. R. Kroh of the Chevrolet Motor Car 
Co. in speaking of “The Sale of New 
Cars” made the very pertinent remark 
that the fellow who growls at his luck 
is usually the fellow who should “cus” 
his laziness and that business comes to 
the man who goes out after it. 


The afternoon session was particularly 
interesting. President Ted Brownell, 
who presided over the meeting, gave a 
brief summary of the work of the asso- 
ciation during the past year and urged 
members to greater efforts during the 
next six months so that better progress 
may be reported in January when the 
convention will meet in Montgomery for 
the annual business session and election 
of officers. 


The asseciation adopted two resolu- 
tions during the afternoon session. The 
first was a resolution to the effect that 
the Automotive Association shall urge 
the State Highway Commission to adopt 
a policy of building and maintaining 
through trunk lines between the borders 
of the state, to the exclusion if neces- 
sary of all other road projects, and that 
the commission pave or hard surface 
these highways. 


Patrol System Urged 

The second of these resolutions was a 
letter urging the counties of the state 
to adopt the patrol system in the ex- 
penditure of funds derived from the state 
automobile tax levied by the last legisla- 
ture. 
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Tax Cut Benefit Should Go 
To Producer, Declares A. M. A. 


Makers Assert They Had to Shoui- 
der Full 5 Per Cent Increase 
Without Help 


CHICAGO, July 28.—‘“Should the auto- 
motive manufacturer or jobber receive 
the benefit of excise tax reductions?” 
This was the question before the Auto- 
motive Manufacturers Association at its 
last monthly meeting held at the City 
Club, Chicago. The answer of the manu- 
facturers as found in sentiments ex- 
pressed overwhelmingly at this gather- 
ing is, briefly, this: 

Any benefits accruing from such reduc- 
tions should go to the manufacturer. 


It was indicated that no concessions, 
as a matter of policy, should be made to 
the trade in this matter. 

The position of the manufacturers is 
based upon the argument that when the 
5 per cent tax went into effect most 
manufacturers were obliged to absorb 
the full tax without increasing prices to 
the trade, it being asserted that the job- 
bers would not consent to pay the tax 
either directly or by increased prices, 
thus throwing the entire burden upon 
the manufacturers. Now, therefore, that 
part of this burden has been removed by 
revisions in the excise tax law the manu- 
facturers hold that the benefit rightfully 
belongs to them. Their contention is 
that behind the tax reduction legislation 
was the thought of relieving those fac- 
tors of industry that have been carrying 
the heaviest part of the taxation load. 


Cannot Reduce List Prices 


There is no war between the manufac- 
turers and jobbers over the placement 
of this relief. Yet inquiries have sug- 
gested that many jobbers possibly have 
expected to share in the benefit. As far 
as the members of the Automotive Manu- 
facturers Association are concerned the 
issue seems settled. Opinion was ex- 
pressed at the meeting that conditions 
now existing would not justify reductions 
in list prices of an extent to snare the 
tax reduction with the trade. 

Discussion of the foregoing subject fol- 
lowed an address by H. Archibald Harris, 
C. P. A. and tax expert, of Chicago. His 
subject was: “Changes Between 1921 
and 1924 Revenue Laws.” He gave the 
association members a number of good 
tax pointers. 


Mexican Situation 


One of the speakers at the meeting was 
Angel de Case, representing the Case 
Automotive Company of Mexico City. He 
remarked that there are about 25,000 
motor cars in Mexico, 18,000 of which are 
in Mexico City and vicinity. He esti- 
mates that about half this total are 
Fords. Distribution of accessories in 
Mexico, said Mr. Case, is largely through 
jobbers, but he asserted that both Mexico 
and Texas are confronted with sales dif- 
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Think —_— Isa Mis- 
leading Word 


ST. LOUIS, Mo., July 28.—Auto- 
mobile dealers in St. Louis and 
vicinity may change the name of 
their “Service Departments” to 
“Repair Department.” There has 
been a growing sentiment among 
automobile men that the title of 
“Service Department” conveyed the 
impression that work done in that 
department was done for nothing 
and that if the name were changed 
to Repair Department it would im- 
press upon the customer’s mind 
the fact that whatever he wanted 
done in that department would 
have to be paid for. 

A questionnaire sent out by Rob- 
ert E. Lee, manager of the St. Louis 
Automobile Dealers’ Association, 
asked the members for their opin- 
ions in the matter and Mr. Lee says 
responses indicate nearly all feel 
that the change in name would be a 
good move. 











ficulties because American manufactur- 
ers do not discriminate between dealers 
and jobbers in Mexico. He finds many 
dealers in Mexico buying from American 
manufacturers on a jobbing basis. 


N. H. Oliver, of the Metal Specialties 
Manufacturing Company, discussed the 
possibilities of increasing foreign sales 
of accessories. He suggested that manu- 
facturers desiring to cultivate the foreign 
field take advantage of the ass‘stance that 
can be obtained through local foreign 
trade clubs. 

The association’s 90-day membership 
drive brought in 30 new members. Felix 
Van Cleef was awarded a prize for se- 
curing the largest number of applica- 
tions. 


Auburn Automobile Company 


in Full Post-Inventory Swing 


AUBURN, Ind., July 28—The Auburn 
Automobile Co. recently resumed opera- 
tions after a close down for inventory. 
The company reports that it is now oper- 
ating on full schedule and that produc- 
tion will continue at a satisfactory pace 
for some time as all stocks are very low 
and because of the fact that there are 
many unfilled orders on file. These will 
be cared for as fast as they can be 
reached. Numbers of new cars are being 
delivered direct to owners as soon as 
they are delivered to retailers by the fac- 
tory. 


ADVANCE LINCOLN PRICES 


DETROIT, July 28.—The Ford Motor 
Co. announces an advance in the price 
of all Lincoln models, the increase being 
$200 in each instance. This makes the 
range from $4,000 on the phaetons to 
$5,300 on thie limousine. 
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Frontenac Motors Corp. of 
Indianapolis Has Straight 8 


Machine Developed by Louis Chev- 
rolet Equipped With Burt Single 
Sleeve Valve Engine 


INDIANAPOLIS, July 28. — Another 
straight eight enters the lists here with 
the announcement by the Frontenac Mo- 
tors Corp. of this city of its new eight-in- 
line with Burt single sleeve valve engine 
which has already passed the prelim- 
inary experimental stage. The first com- 
pleted cars have been developed during 
the last year by Louis Chevrolet, chief 
engineer, and most severe speedway 
tests have found them up to expectations. 

The new quality vehicle will not be a 
contender for mass production records 
but enters the lists of maximum quality 
custom-built standards. Its wheelbase is 
140 inches and from radiator to rear 
bumper its specifications include many 
well known Chevrolet refinements and 
details that have marked previous suc- 
cesses built by this designer who has 
produced two 500-mile race winners. 

The new Frontenac Motors Corp., 
though a year old, has kept its secret 
work on the new car closely guarded. A 
little less than a year ago the corpora- 
tion bought patent rights of the Burt en- 
gine for a straight eight to be built in 
America. This type engine, according to 
Chevrolet, has qualities far surpassing 
conventional poppet valve design. Its 
simplicity seems especially adapted to 
use in eights built in line. The en- 
gines so far produced and put through 
severe tests on the speedway and road 
have come up to expectations, and com- 
pany officials today released advance in- 
formation of the new model and the com- 
pany’s plans to enter the quality field 
about the first of the year with both open 
and closed cars built on the 140-in. 
wheelbase chassis. 


Power Plant 


The power plant is an eight in line 
Burt sleeve valve engine with 3%-in. 
bore and 5-in. stroke, with N. A. C. C. 
rating of 36.45 hp., to develop in excess 
of 80 hp. at 2600 r.p.m. The crankshaft 
is one piece, 2% in. in diameter, with 
nine bearings. Force feed lubrication is 
employed with thermosyphon cooling. 

Lockheed hydraulic type four-wheel 
brakes are employed with an emergency 
and parking brake on the transmission. 
Wood, wire or disk wheels are optional 
with either 33x5 cords or balloons. The 
steering gear is a late type especially 
adapted to use with balloons. Springs 
are semi-elliptic front and rear, designed 
to be perfectly flat under load. The 
front springs are 40 inches long and 2 
inches wide, while the rear are 60 inches 
long with a width of 2% inches. Larse 
diameter spring bolts contain oil resel- 
voirs. Particular stress is laid by com- 
pany officials on the care taken to insure 
maximum comfort in keeping wit! the 
luxury type chassis and the custom-)uilt 
types of bodies it will supply. 
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Commission As High Court 
for Industry Is Proposed 


Percy Chamberlain Offers Suggestion 
Which He Would Have Put to 
Referendum Vote 


DETROIT, July 28.—Percy Chamber- 
lain, president of Percy Chamberlain As- 
sociates of this city, has broadcast the 
industry with a plan for solving the eco- 
nomic problems of the car manufacturer 
and dealer. 

The plan has been mailed to every car 
manufacturer, to 600 bankers and to over 
1000 representative dealers and distrib- 
utors, accompanied by a personal letter 
from Mr. Chamberlain in each. 

After reviewing the past in detail, with 
an analysis of the elements that have, 
he says, brought the car dealer body to 
what he considers its present critical 
condition, Mr. Chamberlain presents his 
plan, which in substance is as follows: 

That a commission be formed “con- 
sisting of men of recognized ability, fair- 
ness and honesty, representative of all 
vitally concerned groups, to investigate 
thoroughly and exhaustively every trade 
condition as affecting the trade itself, the 
general public,” etc. 

This commission is then to inform the 
trade of its conclusions and to specifically 
suggest desirable practices that may be 
found, of natural scope, that affect the 
entire nation both directly and econom- 
ically. The manner of effecting such re- 
forms to be such as to disturb the indus- 
try as little as possible. 


Court of Last Resort 


Further, this commission is to perfect 
the machinery for a permanent commis- 
sion or commissioner, or both, which is 
to be a “court of last resort in matters 
affecting the entire trade and to fix the 
salaries of same and determine ways 
and means of financing its activities.” 


This commission is to consist of 15 
members, to be selected, one each from 
the various groups in the automobile in- 
dustry. 

That the industry may show whether 
or not it favors this proposal, Mr. Cham- 
berlain suggests that a referendum vote 
be taken between now and Aug. 31 by the 
National Automobile Dealers Association, 
the National Automobile Chamber of 
Commerce, every state. county and city 
dealers association. and by dealers who 
are not members of any of these bodies, 
by means of voting coupons to be pub- 
lished in trade journals of the industry, 
issued up to Aug, 31. 





TO ACT ON BUS MERGER 

NEW YORK, July 28.—A meeting of 
the stockholders of the Omnibus Corp. 
has been called for August 1, when the 
merger of the Chicago and New York mo- 
tor bus interests will be declared opera- 
tive. J. and W. Seligman, the bankers 
Who are handling the deal. state that 
more than the necessary two-thirds as- 
Sent hy stockholders has been received, 
thus assuring the completion of the plan. 
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System for Signals By 


Motorists 


WINNIPEG, Man., July 28.—Car 
owners in Winnipeg, are asked to 
adopt a uniform system of signal- 
ling for turning and stopping. 

The system approved by the po- 
lice department is: 

For right turn, the arm held out- 
ward and pointing upward. 

For a left turn, the arm held out 
at right angles to the car. 

For stop, the arm pointing down- 
ward to the pavement. 











Commerce Department Puts 


June Production at 245,790 


Government Counts 217,927 Pas- 
senger Cars Which About Matches 
the Last Quarter of 1922 


WASHINGTON, July 28.—The Depart- 
ment of Commerce’s monthly report on 
motor vehicles output shows a total of 
245,790 for June, which is slightly under 
the estimate of 249,868 made by the Na- 
tional Automobile Chamber of Commerce. 
Production of passenger cars for June 
is given at 217,927, which is comparable 
with the last quarter of 1922, when the 
figures ran 217,582 for October, 215,362 
for November and 208,016 for December. 

The report of the department is as fol- 
lows: 

PASSENGER CARS 























1924 1923 
IIe isso iiciciccactbesisnmpaene 287,302 223,822 
POD avsicsisiciceverciccciccce 336,373 254,782 
OE. - taicetiice ii 348,350 319,789 
DIO. iiskitincasiiiiccicdigitwaiatibeelaes 337,037 344,661 
ett ceeanenieeascauies 279,439 350,460 
IIE saad css ctacsadieatce ati 217,927 337,402 
WE” seaida casters sala 297,371 
MII actscinscisaccitiiasncistiinite. “Simubhemain 314,399 
gies eccctstie. Kasim 298,928 
COI ntiirccciecctdeninddisesneen - sential 335,023 
PN eciskncirinictitncnientts © <amatedsn 284,923 
I as caiccccecuntecencietics, /acoriniedi 275,439 
TRUCKS 
1924 1923 
GINO siiasititaiesiecauaasnien 28,922 19,732 
February 31,151 22,173 
PU ii et dees, 34,106 35,284 
April 36,102 38,085 
ee 33,374 43,730 
June 27,863 41,173 
OE saticsasn 30,692 
TI eisictcetscscaaihnnicincianinibisciaian: ° “aig 30,872 
SCONE | daitcaccccserersactesuaenate’  «dtinsuade 28,578 
I isn itectecccistctaeeetedcas Secteniad 30,139 
societies: raat 28,073 
IID hsssicissncccciccrctinnsce .. censeeens 27,762 


CAPACITY OUTPUT ASSURED 


DETROIT, July 28.—Orders for Rick- 
enbacker vertical eights since the an- 
nouncement of this new model, now at 
the factory, are sufficient to guarantee 
capacity production on both the eight 
and six models through to October 1, the 
Rickenbacker company reports. The 


company alsc reports that business in 
the first six months of the year exceeded 
the same period in 1923 by 13 per cent. 
It is expected that this rate of increase 
will be maintained during the final six 
months of the year. 
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Irving Company to Step Out 
of Automatic Shutter Field 


Settlement of Suits Said to Leave 
Pines Winterfront Organization 
Without Future Competition 


CHICAGO, July 28—As a result of 
conferences in Chicago it’ is announced 
that there has been a settlement of all 
patent suits between the Pines Winter- 
front Company of Chicago, and the Irving 
Engineering Sales Company of Buffalo, 
both manufacturers of automatic shutter 
attachments for automobiles. The set- 
tlement is said to mean abandonment of 
such production and distribution by the 
Irving Engineering Sales Company and 
leaves Pines Winterfront without compe- 
tition in this particular field. The set- 
tlement automatically disposes of five 
court actions, two of which were filed in 
Chicago, two in Cleveland and one in 
Buffalo. Attorneys for Pines Winterfront 
have offered the following comment on 
the litigation. 

“The Irving Engineering Sales Com- 
pany and all of its officers and execu- 
tives have been enjoined from. infringe- 
ment of the various patents covering the 
Winterfront, and the Irving Company, in 
partial settlement for past infringement, 
has assigned all of its automatic shutter 
patents to the Pines Winterfront Com- 
pany. . 

“In order that the Irving Engineering 
Sales Company may liquidate its auto- 
matic shutter business it has been li- 
censed by the Pines Winterfront Com- 
pany to finish up and dispose of a lim- 
ited number of devices prior to March 
1, 1925. 

“The injunction which will eliminate 
its only remaining competitor from the 
automatic shutter business and the con- 
trol by the Pines Winterfront Company 
of all important United States patents 
covering automatic radiator shutters af- 
ford it an unique position in the auto- 
mobile accessory field.” 

Pines directors at a recent meeting de- 
clared the regular quarterly dividend of 
50 cents a share on Class A stock payable 
Sept. 1 to stockholders of record August 
15. 


IRVING CONFIRMS SETTLEMENT 


BUFFALO, July 28.—The Irving Engi- 
neering Co. has confirmed the settlement 
of the patent litigation with the Pines 
Winterfront Co. of Chicago. In a state- 
ment issued today it says: 

“A settlement of the patent litigation 
between the Pines Winterfront Co. and 
the Irving Engineering Sales Co. has 
been made, whereby our production of 
automatic shutters is limited for this 
coming season to 25,000 to March 1, 1925. 
Our company also manufactures a man- 
ually controlled shutter.” 





CHANGE CORPORATE NAME. 
WINDSOR, Ont., July ?8.—Maxwell- 
Chalmers Motor Co. of Canada. T td.. is 
changing the corporate name of the com- 
pany to that of Maxwell-Chrysler Motor 
Co. of Canada, Ltd. 
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Say Exit of Pittsburgh Plus 
Will Bring Limited Economies 


Motor Executives Declare I. C. C. 
Order Will Not Greatly Af- 
fect Automotive Production 


DETROIT, July 28.—Abandonment of 
the Pittsburgh plus plan by the steel in- 
dustry under order of the Federal Trade 
Commission, when effective, will result 
in some economies, but not enough to 
get excited about or to have any impor- 
tant effect upon automotive production 
or prices, according to executives. 

The order is to be appealed, according 
to word circulated here, and there is 
some question in the industry as to 
whether it can be made binding. The 
principal effect of its abandonment will 
be in the good will it will stimulate to- 
ward the steel trade, say executives. 
There has long been a feeling that in- 
justice is done under the plan which 
made Pittsburgh freight rates applicable 
regardless of point of order, and this at 
least will be removed. 

Steel corporation methods generally 
are favored in the industry as having a 
steadying effect on the market, but the 
Pittsburgh plus policy was considered 
wrong. Removal of the plan would re- 
sult in orders for steel being placed in 
markets where preferential freight rates 
obtain and should stimulate business for 
nearby and local producers under ordi- 
nary circumstances. This will not re- 
sult, however, executives believe, as steel 
mills generally will equalize on their 
billings. 

The situation between the steel cor- 
poration and the independents may be 
aggravated under competition thus 
formed, but this development is consid- 
ered hardly likely. The matter through- 
out has been principally a matter of fair- 
ness rather than the amount of money 
involved, according to opinion generally. 

Any result of the order will take effect 
upon existing contracts, it is said, but 
what the industry is most concerned with 
is keeping quality and service to the 
highest point. 


MAXWELL REPORTS EARNINGS 


DETROIT, July 28.—Maxwell Motor 
Corp. reports net earnings of approxi- 
mately $475,000, before taxes, for the first 
six months, after absorbing expenses 
during the first quarter of putting the 
Chrysler into large production. June 
sales of 3,200 Maxwells and 3,000 
Chryslers are reported, while Chrysler 
production is being increased to 165 a 
day. 


TAKE OWNERS OVER ALPS 


PARIS, July 28.—With a view to ce- 
menting the connection between owners 
and the firm, the French Talbot-Darracq 
Automobile Co. organized a four-day 
joint tour in the Alps, with first-class 
hotel accommodations provided at very 
low prices and gasoline and oil fur- 
nished free of cost. 
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HUPP SALES FOR SIX MONTHS 


DETROIT, July 28.—Hupp Motor Car 
Corp. sales for the first six months to- 
taled 16,000 cars, with earnings placed 
at approximately $600,000. This com- 
pares with 24,100 cars in the same pe- 
riod last year. For the full year of 1923, 
the company earned $2,635,788 and its 
production totaled 38,729. 


Chevrolet Distetbutors Get 


‘Cars and Have Good Time 


WILMINGTON, Del., July 28.—Eight 
hundred Chevrolet passenger cars, which 
had been gradually shipped to Wilming- 
ton during the winter from the factory, 
storage space having been obtained at the 
city’s new marine terminal, were driven 
out a few days ago and turned over to 
distributors in the Philadelphia territory, 
of which Wilmington is a part. 

The event was made the occasion of a 
get-together social and business meeting 
of Chevrolet men in this part of the coun- 
try. After the cars had been taken from 
the terminal they were driven to Shellpot 
Park, on the outskirts of Wilmington, 
where the party had luncheon during 
which business was combined with 
pleasure. 


_ 


CONTINENTAL MAILS DIVIDENDS 


DETROIT, July 28.—Total assets of 
Continental Motors Corp. have grown 
from $256,527.49 on May 31, 1908, to $35,- 
892,334.01 on April 30, 1924, a period of 
sixteen years, reports Ross W. Judson, 
president, in a statement to stockholders 
accompanying dividend checks in pay- 
ment of the twenty-eighth oash dividend 
on the common stock of the company. 

During the year ending May 31, 1908, 
total sales were $182,000 as compared 
with sales for the year ending April 30, 
1924, of $30,000,000. 

Further comparison by Mr. Judson of 
the position of the company at these two 
periods shows a gain in cash from $14,- 
707.37 in the early period to $2,047,586.63. 
Inventories in 1908 were $98,500.86 and 
$8,200,222.98 in 1924. Real estate, build- 
ings, machinery, tools and equipment in- 
vestment had grown from $122,333.07 to 
$15,801,846.13. 


In all this period, it is noted, the man- 
agement of the company has remained 
practically the same and the company 
has confined its effort entirely upon en- 
gine production for automotive vehicles. 


GOODRICH PROFITS OFF 


NEW YORK, July 28.—A statement for 
the first half of this year, issued by the 
B. F. Goodrich Co., shows a net profit of 
$2,756,017 as compared with $3,006,384 in 
the same period last year. Net sales of 
$50,137,665 are reported, with expenses, 
ete., running at $45,412,065. Surplus is 
piaced at $1,514,547 and profit and loss 
surplus at $12,736,509. 

Included in the $87,950,404 assets are 
$3,710,550 cash, $16,766,501 accounts and 
notes receivable, and $26,919,537 inven- 
tory. 
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Charles M. Schwab Accepts 
Six Wheel Co. Chairmanship 


Thinks Motor Fills Need As Import- 
ant Complement of Country’s 
Rail Transportation 


PHILADELPHIA, July 28.—Charles M. 
Schwab, already actively identified with 
the automobile industry through his in- 
terests in the Stutz Motor Car Co. of 
America and the Bethlehem Spark Plug 
Co., announces his acceptance of the 
chairmanship of the Six-Wheel Co. of this 
city, which is marketing six-wheel buses 
and trucks manufactured under license 
granted by the Goodyear Tire & Rubber 
Co. 

The Six-Wheel Co. is a sales organiza- 
tion which is a subsidiary of the Amer- 
ican Motor Body Corp., also of this city, 
in which Mr. Schwab also is interested 
financially. The latter assembles the 
chassis partly from standard components 
and partly from units made in its own 
shops or for it by other concerns. The 
body, however, is built complete by the 
American Motor Body Corp. itself. 

In addition to Mr. Schwab the officers 
of the company include Rodney Day, 
president; J. B. Kilburn, treasurer, and 
Henry E. Mead, secretary. Chester M. 
McCreery is vice-president and Ellis W. 
Templin chassis engineer. Both Mr. 
Templin and Mr. McCreery assisted in 
the development of the Goodyear bus by 
the Akron concern. 

Accepting the chairmanship, Mr. 
Schwab outlined his views on highway 
transportation, declaring: 

“IT have neither the intention nor the 
desire to engage in highway transporta- 
tion. I have entered the automotive in- 
dustry, however, in the field of large ca- 
pacity passenegr coaches and freight 
trucks, with the idea of providing a solu- 
tion of the two outstanding problems of 
efficient and economical use of the high- 
ways by heavy motor vehicles, 

“Tf I did not feel that highway trans- 
portation as a complement of rail trans- 
portation fills a need that cannot be met 
in any other way, I would not enter this 
field. I do not regard the motor bus and 


heavy duty motor truck as competitors of 


the rail lines except in segregated in- 
stances.” 


TAXT WAR IN NEW YORK 
NEW YORK, July 28.—A rate war is 
now on among the various taxicab con- 
cerns operating in New York City, which 
has resulted in most radical reductions 


in fares. The climax was reached whet 
the Luxor and Mogul forces announced 
a cut to 10 cents for each half mile. This 
followed the first drop of several days 
ago from the minimum of 40 cents 4 
mile for the first mile and 30 cents for 
each succeeding mile to 30 and 20 cents. 
PAIGE PRICE INCREASES 
DETROIT, July 28.—Prices on Paige 
open models have been increased $100 bY 
the Paige-Detroit Motor Car Co., 00 
change being made in the closed cars Of 
the line, or in the Jewett models. 
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Drastic Metor Laws to Be 
Urged by Ohio Association 


Abolition of Offices of Justice of 
Peace and Constable Part of 
Program Planned 


COLUMBUS, O., July 28.—The legisla- 
tive program of the Ohio Automobile As- 
sociation, which includes affiliated mem- 
bership of about 107,000 motorists in the 
Buckeye state, is rapidly being shaped 
by the officials of that organization co- 
operating with the legislative and reso- 
lutions committees. The program will 
contain some drastic changes of policy. 
The legislature meets in January. 


Officials of the organization will start 
early in order that candidates for elec- 
tion to the legislature may be inter- 
viewed and their opinions secured. A 
campaign of education is to be started 
after the election and everything will be 
done to secure the best traffic and auto- 
mobile laws that can be had. 


The resolutions adopted at the last an- 
nual convention of the Ohio Automobile 
Association provide for completion of the 
state highway system in two years. It is 
also urged that sufficient funds be placed 
at the disposal of the highway depart- 
ment to provide for proper repair and 
maintenance. 


Hits J. P. and Constable 


The resolutions also recommends abo- 
lition of the offices of justice of the peace 
and constable. It advocates a law re- 
quiring all traffic officers to wear uni- 
forms while on duty, displaying a badge 
bearing a number and that they shall 
qualify as officers of the law by giving 
bond for honest and faithful performance 
of duty and that they shall not be paid 
on a fee basis. The resolutions favor 
adoption of legislation that will require 
all applications for licenses to be accom- 
panied by a bill of sale or other docu- 
mentary evidence of ownership. Another 
feature is the recommendation for the 
elimination of grade crossings and the 
insistence that every possible safeguard 
be thrown around dangerous grade 
crossings. All obstacles which obstruct 
the view of the tracks should be removed, 
it is urged, whether they be high em- 
bankments, shrubbery, trees or  Dbill- 
boards. All narrow one-way bridges, un- 
protected sharp turns, curves and dan- 
serous embankments, it is urged further, 
Should be eliminated if possible or should 
be adequately protected. 


Against Billboards 


The resolutions also condemn the dis- 
figuring of landscapes on all thorough- 
fares by billboards and other objection- 
able advertising devices. 


The resolutions committee also has 
Tecommended that the association name 
4 committee to investigate the advisabil- 
ity of fostering a bill requiring each op- 
erator of a motor vehicle to produce to 
the state registrar of automobiles good 
and sufficient bond in a reasonable sum 
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Traffic Signal for 


Pedestrians 


CHICAGO, July 24.—Three sig- 
nals for traffic movements instead 
of two, as has been the standard 
in Chicago, will be tested out by 
local authorities. The third signal 
will be for the passage of pedes- 
trians, all vehicular traffic stopping 
for this movement. The system 
will be tried out first in the loop 
and if it proves satisfactory will 
be adopted generally. 

One blast of the officer’s whistle 
will signal the movement of north 
and south vehicular traffic, two will 
halt that traffic and signal the east 
and west vehicular movement, 
while three blasts will stop all ve- 
hicles and signal pedestrians to 
cross the street. 

While Police Chief Collins is 
making this experiment in the loop 
district, the West Side Park Com- 
mission will try out a three-move- 
ment signal device at Jackson 
boulevard and Ashland avenue. The 
faces of this signal display three 
signs, “Go,” “Walk” and “Stop.” 

When “Walk’ is flashed all ve- 
hicular traffic comes to a standstill. 














or an insurance policy in a reasonable 
amount, binding such vehicle operator to 
respond to all judgments for damages 
arising from the operation of such ve- 
hicle. This committee is asked to report 
to the association at an early date in 
order that the legislative policy on that 
feature can be formulated. 
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Gotham’s Sales Fell Off in 
June According to Analysis 





Tabulation by Sherlock & Arnold 
Also Shows Drop From Same 
Month of Last Year 


NEW YORK, July 28.—Figures com- 
piled by Sherlock & Arnold in their 
monthly sales analysis show a falling off 
in sales in the metropolitan district dur- 
ing June as compared with May. There 
was also a drop from a year ago in the 
low, medium and high priced lines. 

In the low and medium priced field 
total safes in June were 8,996 compared 
with 11,597 in the previous month and as 
contrasted to 9,699 in June of last year. 
In the higher priced fields sales in June 
reached 609 compared with 808 in May 
and with 815 in June of last year. 

Recapitulation for the year so far is 
as follows: 


Mediumand High 
Low Priced Priced 























January 3,548 292 
February 3,814 357 
March 8,179 674 
April 12,133 972 
WRU Siac cacduntekhiiencccacenibetiasiad 11,597 808 
June 8,996 609 

48,267 3,712 


These totals compare with 45,597 in the 
low and medium priced fields for the 
first six months of last year and 4,693 in 
the higher priced field for the same pe- 
riod of a year ago. 

Two cars lead in the higher priced 
class with sales in excess of 900. Five 
are above the 100 mark. In the low and 
medium priced field three cars exceed 
5,000 in sales, with two others above 
3,000 and four others above 1,000. 








New Pierce-Arrow Six 
(Continued from page 17) 


wood with glued and screwed joints, and 
metal bracing. The panels are of 
aluminum and are filed and sanded be- 
fore finishing. The windshield is a slant- 
ing, two-piece design, the lower half 
being held in a rubber channel and the 
upper half swinging outward. In the 
open models, the seat coverings are of 
pebble-grained, dull black leather. In 
the closed models, the upholstery is mo- 
hair in colors to match the exterior fin- 
ish. Royersford springs are used in the 
cushions and templates are employed 
by the trimmers in shaping the seat con- 
tours. Rear cushions are 14 in. from the 
floor and the front 12 in—both have a 
pitch of 3% in. 

The instrument panel is arranged in 
three groups, the left group being the 
lighting and ignition switch, the center 
the speedometer and clock, and the right 
the ammeter and oil gage. The panels 
and faces of the instruments are dull 
black with white numerals, and the 
frames are Butler finish. 





Two color options are offered on the 
seven-passenger phaeton and the five- 
passenger sedan. On the former the body 
may be had finished in either of two 
shades of blues with wheel te match and 
gray striping. On the latter, the optional 
colors for body and wheels are Royal 
blue or Brewster green with gray strip- 
ing. In both cases, fenders, frames, etc., 
are finished in black. Radiator shell and 
other metal parts are finished in nickel. 
The finishes on other models have not 
been announced. 

Regular equipment on all models in- 
cludes bumper, tools and jack, locks on 
tire carrier and switch with universal 
key, treadle type accelerator pedal, large 
cowl ventilator, adjustable sun visor, au- 
tomatic windshield cleaner, Zerk chassis 
lubrication system, Gabriel snubbers, 
and rear view mirror. The phaetons have 
tonneau lights and the closed models 
have dome lights, vanity case, gentle- 
men’s case, mirror and silk window 
shades. All windows are fitted with 
crank regulators and doors have locks. 
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Production of Stephens Car 
Discontinued, Says Executive 


Moline Plow Decides to Abandon 
Passenger Car and Concentrate 
on Implement Manufacture 


MOLINE, Ill., July 28.—According to a 
statement by R. W. Lea, vice-president 
of the Moline Plow Co., Inc., of which 
the Stephens Motor Works, Freeport, IIl., 
is a subsidiary, production of the 
Stephens automobile has been discontin- 
ued. 


It has been rumored for some time that 
Stephens was preparing to step out of 
the picture but this is the first official 
confirmation of the story. It is under- 
stood that many of the Stephens force 
will be cared for in other branches of 
Moline Plow production. 


In speaking of the decision to discon- 
tinue Stephens, Mr. Lea made the fol- 
lowing comment: 


“This course of action is adopted on 
account of the policy of the company to 
concentrate on implement manufacture, 
rather than its experience with the 
Stephens car, aS same was favorably 
thought of by distributors, dealers and 
owners. Production has been finished 
and there wiill be no further trade activ- 
ities.” 


Firestone Steel Product Co. 


Denies Charge of Combination 


WASHINGTON, July 28.—Answering a 
complaint filed before the Federal Trade 
Commission on March 7, 1924, The Fire- 
stone Steel Product Company of Akron, 
O., vigorously denied that it and eight 
respondent distributors have combined 
and cooperated “‘to maintain and enhance 
prices and suppress competition in the 
distribution and sale of automobile wheel 
rims and rim parts by means of a system 
of fixed retail prices and trade discounts 
therefrom mutually agreed upon.” 

The eight respondent distributors are: 
Jacob Mattern and Sons, Inc., of New 
York City; Motor Rim Manufacturing 
Co., of Cleveland, O.; Motor Rim and 
Wheel Manufacturing Co., of Chicago, 
Ill.; Keaton Tire and Rubber Company, 
San Francisco, Calif.; Standard Tire and 
Rubber Company, Boston, Mass.; Phineas 
Jones and Company, of Newark, New 
Jersey; Eastern Rim and Wheel Com- 
pany, Philadelphia, Penn. and H. O, Nor- 
ris and Sons Company, Baltimore, Md. 


NEW FLINT RECORD 

DETROIT, July 28.—Shipment of 212 
cars in one day is reported by Flint 
Motor Co. as setting a new high record, 
this being achieved on July 17. A large 
part of this total was driven away from 
the factory by officers and members of 
the Cleveland Flint Co., organization 
who were on a visiting trip. William E. 
Holler, vice-president and general mana- 
ger of the Flint company addressed the 
dealers on company plans. 
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Automobile Manufacturers Are Invited to Join 
Dealers in National Merchandising Campaign 








N. A. D. A. Offers to Put Up $25,000 for N. A. C. C. to Match as 
Means of Financing Great Sales Promotion Movement 








ST. LOUIS, Mo., July 28.—Co-opera- 
tion of the automobile manufacturers in 
a nationwide merchandising campaign 
was asked for by the dealers through the 
National Automobile Dealers’ Associa- 
tion at the midsummer meeting of the 
board of directors of the National Auto- 
mobile Chamber of Commerce at Buffalo. 
The dealer proposal was presented by 
C. A. Vane, general manager of the Na- 
tional Dealer organization, who advised 
the N. A. C. C. directors that his organi- 
zation had approved the campaign up to 
authorizing an expenditure of half of the 
$50,000 needed. The manufacturers were 
asked to assume the other half of the 
expense. 


The program as submitted by Mr. Vane 
calls for a series of 25 “Sales Con- 
gresses” in the principal automotive 
merchandising centers, to these meet- 
ings, scheduled for two days, invitations 
would be extended to all the automotive 
tradesmen within a radius of 200 miles. 
Such a program would reach approxi- 
mately 40,000 dealers with their sales or- 
ganizations, and embrace territory in 
which are registered 80 per cent of all 
the motor vehicles in the United States. 


Like District Conventions 

These sales congresses will be similar 
to the “District Conventions” put on by 
the N. A. D. A. unassisted, in 1923. The 
1924-25 program however would be 
double the size of the program of 1923, 
and in addition would be specifically con- 
centrated upon the merchandising of 
vehicles, parts, accessories, and labor at 
a profit to the dealer. The subjects 
would be handled under the general divi- 
sion of management, sales, and service, 
with men well known in the trade in 
charge of each section, men who had 
successful records in the automotive in- 
dustry and with qualifications to tell 
others what they had done and what 
other prosperous and successful mer- 
chants have done to improve merchandis- 
ing conditions in their own establish- 
ments. No admission will be charged. 
Nothing will be sold at the meetings and 
no solicitations for memberships in any 
organization will be permitted. 


Subjects Embraced 


Subjects embraced in the proposed 
sales congresses include: 

(1) MANAGEMENT—(A) General man- 
agement in all its phases as applied to the 
entire business of a transportation store 
department into vehicle, parts, equipment, 
and service sales. (B) Retail sales, par- 
ticularly applied to increasing the sales 
of vehicles, expanding the list of prospects, 
and reaching more first time buyers; sales 
management as applied to increasing the 
efficiency of individual salesmen and 
maintaining a sales staff of a size and 


character fitting the automobile store, 
(C) Used car methous that have proved 
successful in handling used cars and ure 
of assistance in keeping the new ear 
volume moving. 

(2) SALES—(A) The individual sales- 
man and the increasing return possible to 
him with increased sales of units. More 
thorough use of his time. A better under- 
standing of his job. Fundamentals of sell- 
ing. Reducing the sales effort to the short- 
est amount of time. (B) Developing the 
sales effort to the most intensive form of 
approach and closing. (C) Maintenance 
department (service and parts) as an ad- 
junct and corollary of the sales depart- 
ment. (D) The equipment and parts de- 
partment and their application to selling 
“ear satisfaction.” 

(3) MAINTENANCE—(A) Cost of oper- 
ation, finding the cost of producing labor. 
Flattening out the peak demands and 
building up the low months to provide a 
steady flow of labor sales. Developing and 
applying the flat rate of selling labor to 
the customer and also of buying the labor 
from the mechanic. The effects of good 
maintenance or poor service on sales of 
vehicles, 


Typical Program 
A typical program has been built up 
which will be offered in each of the 25 
cities selected for the sales congress 
work. This program will be presented 
as follows: 


First Day—Management Problems; Mak- 
ing Service Sell Automobiles; The Retail 
Sales Managers’ Job; Automotive Equip- 
ment as a Profit Builder; Doubling the 
Salesman’s Income. 


Second Day—Fundamentals of Selling. 
(Full morning meeting of dealers, sales- 
men and salesmanagers in practical dis- 
cussion with sales consultants of National 
Automobile Dealers’ Association develop- 
ing fundamental ideas of merchandising, 
individual selling preblems and _ personal 
experiences of salesmen in sales made and 
lost. Individual analysis for salesmen 
submitting problems for discussion.) 

“The merechendising program under- 
taken by the National Automobile Deal- 
ers’ Association lest year and again this 
year, met with so great favor from the 
dealers that we have undertaken this 
Sales Congr’ss idea in response to that 
demand,” Mr. Vane declared upon his 
return here from Buffalo. “The project 
is larger than we can handle singly, but 
as it is a project of as much profit to 
manufacturers as to d-alers, we believe 
the manufacturers have a very decided 
advantage to g2in in cooperating with 
the dealer association.” 

At the conclusion of th2 pres ntation 
Col. Charles Clifton, president of the 
N. A. C. C., announced that the project 
would be taken under consideration and 
action taken at the Sept. 4 meeting of the 
board of directors of the National Cham- 
ber and that if favored, a recommenda- 
tion would be made to the members of 
the organization to authorize N. A. ©. ©. 
co-operation in the work. 
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Dealers Warned to Exercise 
Care in Extension of Credit 





Should Demand 33 Per Cent Down 
And Not Grant More Than 
Year, Says Vane 


ST. LOUIS, Mo., July 28.—Warning to 
automobile dealers to exercise greater 
care in selection of customers to whom 
they sell automobiles on time payment 
is contained in a communication ad- 
dressed to the trade by C. A. Vane, gen- 
eral manager of the National Automobile 
Dealers’ Association. 

The warning is occasioned by a dis- 
position by dealers to extend credit 
terms from the customary maximum of 
10 and 12 months to 18 and 24 and re- 
quiring very little down payments. The 
experience of the association in recent 
months in repossessing automobiles for 
members is cited as the specific cause 
for the communication at this time. 

“During 1923 members of this organi- 
zation,’ Mr. Vane declares, “reported 102 
cases With $36,343.50 delinquent or in un- 
paid balances. Of this amount $27,746.04 
was collected or the cars were repos- 
sessed. During the first six months of 
1924 we have had reported 119 cases for 
special investigation with $36,307.88 de- 
linquent or in unpaid balances. Of this 
amount there has been repossessed for 
our dealers or collected $21,884.06. These 
figures are not in themselves significant, 
but they indicate a trend that needs at- 
tention. 

“An automobile should never be sold 
with a down payment smaller than 33 
per cent and the entire sale should be 
cleared up in 10, certainly not later than 
12 months. Any dealer who sells an au- 
tomobile with a smaller down payment, 
or who extends longer credit is not only 
gambling his own future but is under- 
mining the credit structure of the entire 
business. 

“The automobile is too firmly estab- 
lished as a part of the American stand- 
ard of living to require motor vehicle 
Sales on any such terms. People should 
buy mator vehicles only on established 
Safe credit terms. The dealer at least 
should not jeopardize his financial stabil- 
«y by sanctioning unsafe sales.” 


TO BUILD BODY PLANT 
ATLANTA, Ga.. July 28.—The new plant 
of A. C. Miller & Co., of Atlanta, to be 
constructed in Atlanta this summer, will 
be one of the largest plants in the South 
fevoted to manufacture of automobile 
truck hodies. it has been announced by 
Officials of the company. The building 
will be three stories in height, occupy- 
ig a site 75 by 180 feet, and will include 
4 planing mill department so that the 
entire body will be manufactured in this 
Plant. Including equipment and wood- 
Working machinery the plant is to cost 
around $75,000 to $80,000, and will prob- 
ably be in operation by the late summer. 
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William P. Young. 


Stolen Car Is Factor in Safety of Roads, N. A. U. C. 
Representative Tells Committee 


Reduction of Thefts Will Contribute to Lessening of Accidents, Says 
Compulsory Insurance Not Favored by Conferes. 














WASHINGTON, July 28.—How thefts 
of high speed automobiles are increasing 
rapidly and creating a material hazard 
on the highways was stressed at the 
initial meeting of the Insurance Com- 
mittee of the Conference on Street and 
Highway Safety here by William P. 
Young, of the National Autom@bile 
Underwriters Conference. The confer- 
ence which has been called by Secretary 
of Commaerce Hoover, will meet in the 
Fall. 

Mr. Young emphasized the contribution 
to accidents made by stolen cars and 
said it was foremost in his mind as 
applied to safety. “Stolen cars,” he 
said, “are most often used for ‘quick 
getaways.’ The motor car lends itself 
easily to banditry and any contribution 
to reduce the theft hazard will be a con- 
tribution to a reduction of the highway 
hazard and therefore to accident pre- 
vention. 

“I am discouraged by the lax enforce- 
ment of the law,” continued Mr. Young. 
“I find on many occasions the sentences 





are light or the thief may even be 
paroled. I have recently served on a 
grand jury before which many automo- 
bile theft cases were presented and 
found a large proportion of the men 
charged with these offenses young and 
even youthful. The appeals for sympa- 
thy were surprising, claim usually being 
made that the car was only taken for 
a joy ride. The losses on thefts parallel 
the losses on collision and I think an 
effort should be made to get the courts 
to enforce proper penalties.” 


It appeared to be the consensus of 
opinion at the meeting that compulsory 
automobile insurance is of no value in 
a program of traffic safety. Belief was 
expressed that compulsory insurance, if 
anything will have a tendency to in- 
crease them and to increase the rates. 

After considerable. discussion of the 
whole proposition of compulsory auto- 
mobile insurance it was decided to ap- 
point a sub-committee to make a survey 
not only of existing legislation but of 
legislation which had been proposed but 
failed. 








Stewart-Warner Profits for 
Second Quarter Below First 


CHICAGO, July 28—Second quarter 
earnings of the Stewart-Warner Speed- 
ometer Corp. are considerably below 
those of the first three months of this 
year, the statement showing net income 
of $512,850 after depreciation, Federal 
taxes, ete., as compared with $1,496,700 
for the first quarter and $2,111,372 in the 
second quarter in 1923. This is equiva- 
lent to $1.08 "a share on the 474,980 
shares of no par common outstanding 
as compared with $3.15 a share in the 
preceding quarter. 

For the six months ended June 30, 
1924, net income was $2,009.550 as com- 
pared with $3,939,345 for the first half 
of 1923, equivalent to $4.23 a share as 
compared with $8.29. 


The corporation at the same time de- 
clared a quarterly dividend of $.25 a 
share. Previously and since May 15, 
1923, the dividend rate had been $2.50. 


The shrinkage in earnings in te sec- 
ond quarter is attributed to the slowirg 
down of the industry as a whole. Car 
production being cut as it has been the 
last several months. there have heen can- 
cellations of contracts and hold-un or- 
ders which have affected Stewart-Warner 
operations materially. With the industry 
graduallv getting back to normal. it is 
expected that the third quarter will tell 
a different story. 





RECORD GASOLINE SUPPLY 

WASHINGTON, July 28.—The largest 
supply of gasoline yet received in the 
history of the country was on hand at 
refineries June 1, according to Bureau 
of Mines figures made public here which 
ous sources of highway funds since 1914 
made by the Bureau of Public Roads of 
the U. S. Department of Agriculture. 

In 1914, out of a total highway income 
of $249,262,784 the collections from motor 
vehicles amounted to $12,382,031, or 5.1 
per cent of the total. In 1921, seven 
years later the motor vehicle owners 
and operators paid $118,942,706 in motor 
vehicle fees and $3,685,460 in gasoline 
taxes which together equaled 10.6 per 
cent of the total income for highway 
purposes. 


“PAY AS YOU GO” POPULAR 

SACRAMENTO, Cal., July 28.—It ap- 
pears almost certain that a higher regis- 
tration fee or an increase in the gaso- 
line tax will be recommended to the 
next legislature by the special highway 
advisory committee named by Governor 
Friend W. Richardson. 

The committee already has held hear- 
ings in a number of towns and cities 
and reports that almost everywhere the 
sentiment is unanimous for the “pay as 
vou go” plan of highway financing. 
Funds for the construction of new state 
highways in California are exhausted. 
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Michelin Conducts Publicity 
Campaign to Boost Motor Car 


Tire Manufacturer Thinks France 


Can Absorb 800,000 Machines 
If Field Is Properly Cultivated 


PARIS, July 28.—France can absorb 
800,000 automobiles, thus bringing the 
number of cars up to one for every 40 in- 
habitants, if her manufacturers will go 
out to conquer new territory, declares 
Andre Michelin, the leading tire manu- 
facturer of this country. Mr. Michelin 
holds the view that the great mass of the 
country has not yet been touched by the 
automobile movement and that no real 
effort has been made to sell cars. Deal- 
ers at present are only filling the role of 
automobile distributors, and are not 
salesmen in the sense of men who con- 
vince prospects of the value and utility 
of an automobile. 


As proof of his belief in the growth 
of the automobile movement in France, 
Mr. Michelin has organized a big pub- 
licity campaign directed towards con- 
verting non-users of an automobile to the 
purchase of a car. In this campaign he 
is running space daily in 300 newspa- 
pers, circulating in the provinces and 
among the farming classes. The same 
advertisements are being carried by the 
Paris dailies, but it is admitted that 
these cannot bring results, for it is in 
the country and not in the capital that 
the big market is to be found. 


Association Job 


Propaganda of this nature ought to be 
carried out by the French Chambre Syn- 
dicale of Automobile Manufacturers, but 
one of the officials of that body declares 
that it is practically impossible to get the 


members sufficiently united to spend’ 


money on collective advertising. The 
only French automobile manufacturer 
who appears to be fully awake to the 
possibilities of expansion in France is 
Andre Citroen, but he at present is so 
far behind on his production program 
that any propaganda he might carry out 
would only work for the benefit of 
others. 

The weakness of the policy followed 
by French manufacturers for so many 
years of building cars for the classes in- 
stead of for the masses is to be found 
in the thought that the new government 
is giving to a still further increase in 
automobile taxation. The idea is strongly 
imbedded in official minds that the auto- 
mobile is a luxury and can stand un- 
limited taxation. 


DUTCH TRADE SATISFACTORY 

WASHINGTON, July 28.—The Nether- 
lands automobile trade had a fairly sat- 
isfactory year during 1923, Vice-Consul 
Eugene W. Nabel at Rotteraam notified 
the U. S. Bureau of Foreign and Domes- 
tic Commerce. He says there is still 
preference for medium and low priced 
passenger cars and light trucks. 
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Fords. Provide Detroit With Landing Field for Devel- 


opment of Commercial Aviation 








Manufacturer and Son Want to Encourage Work Which Eventually 
Might Make City the Center of Metal Aircraft Production. 








DETROIT, July 28—A commercial 
landing field for Detroit’s aviation ac- 
tivities is being built and furnished at 
Dearborn by Henry and Edsel Ford as 
an incentive to those working on metal 
airplane and airship construction in De- 
troit. 

The field which is almost three-quar- 
ters of a mile square, is located at Dear- 
born on Oakwood Boulevard, just adjoin- 
ing the new Ford Administration build- 
ing, and on it is being built, as well, a 
factory for the Stout Metal Airplane Co., 
of Detroit, and the Aircraft Development 
Corp., another Detroit firm, working on 
all-metal dirigibles of a super Zeppelin 
type. 

This field has been furnished for these 
two companies as a civic development. 
“There beitig no intention on the part 
of the Ford Motor Co. to go into the 


airplane business other than to watch its 
development,” was the announcement 
given out by Edsel Ford. 

“We have followed the aviation de- 
velopment work that has been carried 
on by both the Stout Airplane and Up- 
son Airship groups for some time and 
believe that the results which they are 
obtaining justify every encouragement 
that Detroit can give toward making this 
the center of metal aircraft production.” 

Twenty-five tractors are now at work 
in the area, leveling it off and preparing 
it for actual flying work within the next 
few weeks, while contracts have been 
signed for the new factory buildings 
which will house the Aircraft Develop- 
ment and Stout Metal airplane groups 
and also the operating companies later 
to be formed will center their activities 
at the field. 








Boston Traffic Census Shows 
139,000 Vehicles Moved in Day 


BOSTON, July 28.—The sub-committee 
on street traffic of the Boston Chamber 
of Commerce has made public figures of 
a census of vehicle traversing the down- 
town section of Boston. Chairman Gif- 
ford LeClear arranged the figures which 
prove that 90 per cent of the traffic to 
and from Boston is motorized. 

Passenger cars totaled 61 per cent and 
trucks 29 per cent. The grand total 
for one day was 139,000 vehicles. The 
count proved that between 5 and 6 
o’clock was the busiest hour of the day, 
the busiest place being Beacon street 
below Arlington. In that hour some 15- 
000 machines were moving in the down- 
town section. 

The count was made on July 1. Now 
with vacation season in full swing hun- 
dreds more cars are entering and leaving 
Boston every day. 


TAX RULES READY SOON 

WASHINGTON, July 28.—The Bureau 
of Internal Revenue has about completed 
and will soon issue the first part of the 
revised regulations under the new tax 
law, setting forth the Treasury’s inter- 
pretation of the law applying to excise 
taxes on automobiles, trucks, tires and 
accessories. These will be ready for dis- 
tribution, the bureau announced, about 
the first of August. 

The new law became effective July 
3 and provides for a tax of 3 per cent 
on automobile truck chassis, costing 
more than $1,000, 5 per cent on automo- 
biles proper, and 2% per cent on tires 
and tubes. 


SERVICE STATION DIRECTORY 

CHICAGO, July 28.—As an aid to serv- 
ice and for the convenience of owners 
the Buick Motor Company is distributing 
a book which lists all authorized Buick 
service stations within a radius of 200 
miles of Chicago. In addition to fur- 
nishing this valuable directory the book 
displays attractive engravings of the 160 
stations in this area, interior and exte- 
rior views, and photographs of the sta- 
tion owners. The Buick owner needing 
service on the road can locate the near- 
est station by referring to his copy of 
the book. 


LEGION GIVES CAR 

RACINE, Wis., July 28.—The J. I. Case 
T. M. Co. passenger car division has 
presented to Racine Post No. 76, Ameri- 
can Legion, a Case Six car done in white 
enamel with purple embellishments, and 
the Legion insignia in gold on _ both 
doors. The tire equipment is the sift 
of the Racine Rubber Co., making the 
entire outfit a Racine-made product. The 
gifts were made in appreciation of the 
wide publicity given the city of Racine 
by the local Legion post and its famous 
drum corps at national and state con- 
ventions. 


_ 


GEORGIA CLAYS AS FILLER 

ATLANTA, Ga., July 28.—Exhaustive 
experiments in the availability of the 
white clays of Georgia for use in the 
manufacture of rubber going into tires 
has been recently conducted by the 
United States Bureau of Mines in Cc0- 
operation with the Central of Georgia 
Railway. 
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WITH THE ASSOCIATIONS 














Regrinders Organize 


DENVER, July 28.—At a meeting held 
in the Albany Hotel, Denver, the regrind- 
ers of Colorado formed an association to 
be known as the Rocky Mountain Re- 
grinders Associations. 


Alex S. Smith, manager of the automo- 
tive department of the Hendrie & Bolthoff 
Manufacturing and Supply Company of 
Denver, was the principle speaker. Mr. 
Smith stressed the importance of a re- 
grinders association and laid plans be- 
fore the meeting for its organization. C. 
E. Hatch of the C. E. Hatch Regrinding 
Company of Denver, was elected as Presi- 
dent, and Vernon Peterson, of the Wil- 
liam Dominick Regrinding Company, as 
Secretary. 


The purpose of this association, like 
that of other similar organizations in 
other parts of the country, is to form a 
closer cooperation among the regrinders; 
to establish friendly relations, and to 
enable members of the trade to meet in 
a social way with a more personal and 
intimate understanding of the man, 
as well as the business he conducts; to 
study problems and conditions of the 
regrinding business; to work out cost 
and accounting systems; to develop a 
standard of business ethics; promote the 
regrinding business; conduct cooperative 
educational and advertising campaigns, 
and to issue from time to time, valuable 
information of interest to garagemen, 
parts dealers, car distributors, repair 
shops, and the automotive trade in gen- 
eral. 


Hits at Installments 

ROCHESTER, N., Y., July 28.—The in- 
stallment plan of buying automobiles is 
a menace to the financial success of the 
service man in the automotive industry, 
Harry Hearnon, secretary of the National 
Automotive Electric Service Association, 
told the convention of the Empire State 
section of the association here. He 
warned the electric men against extend- 
ing too much credit to automobile 
Owners. Many owners, he said, with a 
large sum due on their cars are unable 
to pay for needed equipment and in the 
end the service man pays for the car’s 
upkeep through the extension of unwise 
credit. 

Representatives of leading accessory 
Manufacturers were among the delegates. 
The delegates inspected the large plant 
of the North East Electric Company and 
viewed two of the company’s films show- 
ing electricity in the motor car, which 
were explained by George R. Fessenden 
and Kenneth O. Wolcott of North East 
Electric. 


Insurance Sold on Time 
KALAMAZOO, Mich., July 28.—Auto- 
Mobile insyrance with six months time 
allowance in which to pay premiums is 





now being offered by the Detroit Auto- 
mobile Club through its Kalamazoo 
branch, according to Howard S. Hemp- 
stead, local manager. 


“This plan is causing wide comment in 
insurance circles” said Mr. Hempstead. 
“The Detroit Automobile Club goes on 
the principal that so long as automobiles 
are being sold on time that motor insur- 
ance should be sold on the same basis. 
Under the new system the insured is 
required to pay 15 per cent of the in- 
surance premium at the time the policy 
is issued. He is then granted six months 
in which to pay the balance. 


Golf Scores Beat Sales Scorer 

DETROIT, July 28—Members of the 
Detroit Automobile Salesmanagers’ As- 
sociation undertook to play golf at their 
first annual outing and summer meeting. 
The scores undoubtedly proved that they 
confused the strategy of the game with 
the number of cars they expected to sell 
this month. Not that the scores were 
bad but centainly they would have looked 
much better as representing the number 
of cars actually placed in the hands of 
owners during the month. 


The outing was held at the Ste. Claire 
Country Club. Twenty-seven members 
of the party had golf sticks along. The 
three others played baseball and waited 
for the golfers to get through before they 
could eat. Taking it all in all it was a 
wonderfully successful day and proved 
that a little golf now and then can be 
sandwiched in, in even the busiest busi- 
ness in the world. Another outing and 
meeting will be held next month, follow- 
ing which the association will go back to 
its regular schedule of indoor meetings. 


Prizes at the outing were awarded to 
C. M. Woodward, Frank H. Harvey, Lee 
Force, A. J. Ridley, M. R. Moran, Fred 
Bielby and A. D. Tacy. A baseball match 
between the Reo’s and the Paiges went 
to the Paiges by default. The quarrel 
will be resumed at the next outing but 
that’s another Paige. 


To Hold Show in January 


CINCINNATI, July 28.—The 1925 Cin- 
cinnati Automobile Show will be held in 
January the coming year instead of in 
February as heretofore, according to an 
announcement made public by Harry T. 
Gardner, manager of the Cincinnati Auto- 
mobile Dealers’ Association. The Cin- 
cinnati dealers feel that the automobile 
business is no longer a seasonal business, 
but is a twelve month proposition. 
Holding the show in January will give 
the dealers an opportunity to prepare 
for a big spring drive for business. The 
1925 Cincinati Show will be held at Music 
Hall. 


Tire Dealers Hear Lee 


ST.LOUIS, Mo., July 28.—At the regu- 
lar monthly meeting of the Associated 
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Tire Dealers of St. Louis, held at the 
Claridge Hotel, Robert E. Lee, manager 
of the St. Louis Automobile Dealers As- 
sociation spoke to the tire men on “What 


an Association Means to You.” Mr Lee 
outlined the work that had been done by 
the Automobile Dealers’ Association. He 
discussed present business condition and 
the outlook for the future and showed 
what a proper spirit of cooperation could 
do for the members of the association. 


A, A, A. Truek Division 

NEW YORK, July 28.—Co-operation 
between the National Automobile Cham- 
ber of Commerce and the American Au- 
tomobile Association in the formation of 
a division of the A. A. A. for truck own- 
ers is assured by the indorsement given 
the proposition by the N. A. C. C. direc- 
tors at their recent meeting in Buffalo. 

There already have been conferences 
held between the N. A. C. C. Motor Truck 
Committee and executives of the A. A. A., 
both parties agreeing as to the necessity 
of a national organization of owners of 
commercial vehicles. It was felt that the 
situation could be best met by expanding 
the scope of the A. A. A. by the inclusion 
of a separate division for truck users. 
Ratification of the pact, however, was 
left to the Buffalo meeting. 


Now that the Chamber has officially 
decided to stand back of the A. A. A. in 
this, it is expected that President Thomas 
P. Henry of the A. A. A. will at once get 
busy on his preliminary plans which al- 
ready are well formulated. It is felt that 
there is need of recognition of the truck 
interests in this manner and it is de- 
clared that the addition of several thou- 
sands of truck owners would strengthen 
the national organization. It is pointed 
out that considerable credit is due to the 
commercial vehicle in the advancement 
of the good roads cause and it is said 
that many a mile of improved highway 
has been laid because business demanded 
it. 


Lens Clinic 


WILMINGTON, Del., July 28.—The 
Delaware Automobile Association is con- 
ducting an intensive automobile lens 
clinic all over the state. At these clinics 
members of the association have the 
lenses on their.lamps adjusted, to comply 
with the state law, or are advised what 
changes to make if changes are neces- 
sary. 


Club Elects 

BUFFALO, July 28.—Officers have been 
elected by the Dansville, N. Y. Automo- 
bile Club for the coming year. They are: 
President, Dr. B. C. Brown; Vice-presi- 
dent, Edgar Hartman; Treasurer, G. M. 
Young, and Secretary, W. G. Knapp. 
Dr, Brown succeeds A. I. Dennegan, who 
has resigned and has been elected on the 
board of directors. 
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IN THE RETAIL FIELD 








Willard U. Dickson has become distributor of 
the Overland and Willys-Knight for Halifax and 
Dartmouth and recently opened salesrooms at 29 
Argyle street, Halifax, N. S. 


M. H. Harig and Company, Cincinnati distrib- 
utor of the Marmon car, has just opened its new 
home at 3340 Gilbert avenue. The complete 
facilities that have been installed assure owners 
of Marmon in Cincinnati that their needs will 
be well taken care of. 

Harry Rapaport, Cedar Rapids, Iowa, has been 
named a sub-dealer in that territory for the 
Chevrolet agency. In addition to the Chevrolet 
line he handles Ford accessories and parts. 


The Stretch Motor Co., Dodge dealer at Ken- 
osha, Wis., has been reorganized. T. J. Siebert 
of Akron, O., who has been a silent partner, has 
sold his interest to Edward Haag and Charles 
A. Meloan, associated with the concern for 
several years. 

Fred Berghoefer, community dealer in the 
Paige and Jewett at 6209 Greenfield avenue, in 
West Allis, Milwaukee county, Wis., has installed 
a complete radio department, in charge of M. R. 
Lovell. The Paige-Jewett sales force has also 
ney increased by the addition of J. A. Riemer 
and J. G. Hayden, formerly with the Studebaker, 
and Herbert Vonier and Harry Schmitz, unt 
now with the Paige Wisconsin Co., distributor. 


Frank H. Applegate, Ford and Lincoln dealer 
at Racine, Wis., held the formal opening of his 
new sales and service building at 1130-34 Wash- 
ington avenue, on July 15. The building con- 
tains 18,000 sq. ft., with a repair shop of 6100 
sq. ft. and $20,000 in service tools and equipment, 
and 6100 sq. ft. devoted to a service floor, wash 
‘rack and storage for 75 cars. The stock and 
accessories department covers 2500 sq. ft. and has 
a $25,000 stock. Offices and show rooms occupy 
3300 sq. ft. 


Ernest L. Thrasher of Philadelphia, formerly 
connected with the Buick organization in that 
city, has signed up for the Buick franchise in 
Northampton, Mass. 

Employes of the Nash Mississippi Valley Motor 
Company, Inc., of New Orleans, had their 
annual outing this year at Shell Beach. The 
program arranged for the day included contests 
of many kinds, but the feature event was a 
baseball game between the Service department 
and the Sales department, the Service depart- 
ment winning the game and a silver cup 9 to 2. 
Luncheon was served to more than two hundred, 
all of the Nash organization and their families. 
F. E. Truett was host for the occasion. Mrs. 
Truett was the official chaperone. 

Amsberry Bros., Oskaloosa, Iowa, have se- 
cured the Dodge franchise for that territory. 


W. H. Morse of the W. H. Morse Company, 
Cedar Rapids, Iowa, has sold his interest in the 
business to the Cedar Rapids Hudson-Essex 
Company. The new firm will be located at 419 
Second Avenue and will handle and service the 
Hudson-Essex line. 


Davidson Bros. of Centerville, Iowa, have dis- 
continued their automobile business, the Willys- 
Overland line being taken over by R. W 
Winsler and E. G. Gottenstrotter. 


Alden F. Barker, Danville, Ill., president of 
the Barker Motor Car Company and distributor 
of the Ford car in the Vermilion county terri- 
tory for more than ten years has sold the busi- 
ness to H. A. Noble who has been employed as 
manager for four years. The company name 
will be left unchanged by the new owner and 
he will continue to distribute Ford and Lincoln 
cars and Fordson tractors. Mr. Barker has not 
yet decided upon his future plans but will take 
a long rest after many years of strenuous busi- 
ness activities. 


James Meiklejohn & Son, Ford dealers at 
Waupun, Wis., have sold their entire business 
to Guy Stelsel, who for some years was asso- 


ciated with the former owners. 


The Edwards Motor Car Co., Milwaukee, dis- 
tributor of the Dodge and the Graham truck, 
is extending its local retail organization and has 
opened a sales branch on the south side of Mil- 
waukee, at 1008 Kinnickinnic Avenue, under the 
management of Glen B. Smith. Several other 
community branches are planned. 

Fox Bros. Buick Co., LaCrosse, Wis., capital 
stock $50,000, has been ‘incorporated by Lewis L. 
Fox, Louis F. Osterman and Henry F. Fox 
to act as Buick dealer and territorial distributor. 


Distribution of Chrysler Motor cars in Louis- 
ville and surrounding territory has been secured 
by the Weir Motor Company, 845 South Third 
Street. This concern has been distributor of 
Maxwell in that territory for a number of years. 
The Chrysler was first handled in Louisville by 
the Hite D. Bowman Company and the change 
was made to conform to the factory policy of 


having only one agency in a city for the two 
cars, according to James Rumsey Weir, presi- 
dent of the Weir Motors Company. 

New Chandler dealers: Victory Motor Sales 
Co., Fresno, Cal.; Ted < Morris, Mon- 
rovia, Cal.; Cartmell & Cuddigan, San Bernar- 
dino, Cal.; Harry A. Phillips, San Pedro, Cal.: 
C. Willard Sparks, Everett, Mass.; Deins Motor 
Car Co., 1426 Central Ave., Cincinnati, O.; 
E. C. Gabert, Warner, S. D. 

A. A. Moeller, president of the Moeller Auto 
Sales Company, Sacramento, Cal., Ford dealer, 
has announced the sale of his three-story build- 
ing at 12th and K Streets which has housed the 
Ford agency for the past several years. On 
account of the eastward growth of the retail 
shopping center the property has become more 
valuable for that purpose than for sales rooms. 
No announcement has been made_ concerning 
Moeller’s future plans but it is considered prob- 
able he will erect a new building. The company 
was second in Ford sales in California in June 

Frank Steinmeier of Ackley, Iowa, has been 
appointed dealer for Chevrolet. 

The J. V. Thorndyke Company, Sioux City, 
Iowa, has opened an exclusive Lincoln sales- 
room and service department at Thirteenth and 
Pierce streets. 

A new automobile firm, known as the Fisher 
Motors, has been organized in Sioux City, lowa, 
for the distribution of Oldsmobile in surrounding 
portions of lowa, South Dakota and Nebraska. 
F. F. Fisher, head of the new concern, was 
formerly connected with the C. E. Daily Motor 
Company. 

The Pegau Motor Company, 1012 Locust 
Street, Des Moines, Iowa, has been appointed 
Moon distributor for Des Moines and the central 
lowa counties. 

Robert G. Wright, president and treasurer of 
the F'ackard lowa Motor Co. has sold his in- 
terest in the company. John Bland will act as 
vice president and general manager of the con- 
cern which has the franchise tor distributing 
Packard cars in 35 Iowa counties. 

McNiece Motor Car Co., St. Louis, has taken 
over the agency for the Rolls-Royce car. ‘rhe 
company now represents the Rolls-Royce, Moon, 
Jordan and Wills St. Claire companies in St. 
Louis. 

The L. E. Kelton Motor Agency, 1624 Broad- 
way, Denver, distributor and retail dealer for 
the Haynes, has added the wholesale distributing 
agency for the Moon, for Colorado and adjacent 
territory, with retail agencies arranged for the 
Powell-Kenney Motors Co., former Moon dis- 
tributor, and Curry & Southworth, Roils-Roycez 
distributors. Mr. Kelton also plans to open a 
Moon retail agency of his own at 1134 Broad- 
way, thus maintaining three retail stores for the 
new line. 


Plans for a $60,000 plant to be erected by the 
Tonkawa Motor company of Tonkawa, Okla., are 
in the hands of the architect, construction of 
which will begin Aug. 1, according to Dan Ryan, 
vice-president and manager of the firm. Lhe 
company has the Ford and Lincoln agency for 
that city. 

Successors to the Joselyn Nash agency in 
Rockford, ILll., have sought incorporation of a 
$20,000 company to handle the cars and busi- 
ness of that company. The incorporators of the 
new company are T. B. Luhman, G. E. Jean- 
mairet, Jessie I. Luhman and Mary R. Jean- 
mairet. 


The McGregor Motor Company, Iowa dis- 
tributor for Moon automobiles, has moved to 
the new Liberty building in Des Moines. 


Announcement has been made that the Balti- 
more Republic Truck Co., 131 West North ave- 
nue, Baltimore, has taken over an associate 
dealership in the Flint line of cars. 


The Neill-Buick Co., 111 West Mount Royal 
avenue, Baltimore, has acquired the building at 
2507 Oak street as an addition to the present 
property. 

The La Porte-Heinekamp Co., Ford dealer, 
Baltimore, has purchased the building at 329 
North Calvert street and has had it remodeled 
for a_used car department, supplementing the 
operations of the main sales and service station 
at Cathedral and Chase streets. The building is 
a four-story structure. With the exception of 
the top floor, which is for storage, the entire 
building will be used for display and service 
space. 

The incorporation of the Lawler-Grant Motor 
Company of St. Joseph, Mo., was affected re- 
cently. W. E. Billiter is the manager. The men 
backing the new venture are M P. Lawler and 
L. R. Grant, St. Joseph Ford and Lincoln agents. 
The territory of the new company will include 
twelve counties in Missouri and Kansas. 
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England, France Far Behind 
U. S. Industry, Asserts Wills 


Where Americans Copied Foreign 
Engineering Ten Years Ago 
Reverse Is Now the Case 


MARYSVILLE, Mich., July 28.—C. 


Harold Wills, President and General 
Manager of Wills Stainte Claire Inc., has 
returned to Marysville after a five weeks 
business and pleasure trip to Europe. 

According to Mr. Wills the conditions 
in the automotive industry in this coun- 
try are years ahead of the industry in 
both France and England. 

“Ten years ago American engineers 
were copying the design and engineer- 
ing principles of foreign engineers but 
now the reverse is the case,” said Mr. 
Wills. “English and French engineers 
are studiously patterning their cars after 
the American design and giving much 
time to the study and research of Amer- 
ican processes of manufacture. 

“The materials used in their cars are, 
in no way, comparable to the materials 
used in American cars and their methods 
of heat treating are very crude compared 
to the highly developed processes on this 
side of the Atlantic. 

“On the subject of balloon tires they 
are just about eight months behind us. 

“The English have a great respect for 
American cars and American processes 
of manufacture and a close study of sev- 
eral English makes will disclose just 
how thoroughly they have gone _ into 
American principles of engineering and 
how they are adopting these basic prin- 
ciples in their own cars. 

“Business in England is rather slug- 
gish but France gives the impression of 
being very busy and most of her in- 
dustries are working on a _ schedule 
which approximates a prewar basis.” 

While in France, Mr, Wills visited the 
Renault factory and also the Citreon 
plant where he conferred with Mr. Andre 
Citreon. 


FORMER RACE DRIVER DIES 


NEW YORK, July 28—wWilliam H. 
Chandler, at one prominent in the racing 
world as a driver of note and an avia- 
tion officer in the world war, died of 
heart attack in his office in New Bruns- 
wick, N. J. Mr. Chandler, who started 
as mechanic for Ralph Mulford 15 years 
ago, when the Lozier team was so prom- 
inent, had retired from racing and was 
in the real estate business in New Bruns- 
wick. 


TROLLEY CO. SUES MOTORIST 

BOSTON, July 28.—The turning of the 
worm was registered here when Della 
Bouquet, of Newbury street, found her- 
self sued by the Boston Elevated Street 
Railway for $1000. It seems the de- 
fendant was driving along the Fel!sway 
recently when her car and the street car 
came together. Railway officials entered 
suit. 
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BUSINESS NOTES | 








The Dubuque, Iowa, Auto Finance Corporation 
has filed articles of incorporation with $50,000 
capital stock to handle automobile insurance and 
make loans on cars. John D. Knoll is president; 
Fabian Beckett, vice-president; Edward J. Knott, 
secretary-treasurer, 


The Rushville Motor Co., Rushville, Ill, has 
been incorporated with 100 shares of stock, no 
par value, to deal in motors, tractors and sup- 
plies. Laura F., William I., and P. Jay Park 
are the organizers. 


Announcement is made that the new building 
for the General Motors Truck Company at Dallas, 
Texas, will be started immediately and completed 
by January 1, 1925. he new building will be 
arranged especially for the truck business and 
will cost approximately $50,000. It will be one 
story high and will cover a plat 100 by 216 feet. 


The Elyea Co., Atlanta, one of the pioneer au- 
tomotive accessory jobbers in the Southeast, has 
announced that the company will close out its 
entire stock of accessories and equipment, and 
discontinue this part of the business. In the days 
of the popularity of the bicycle the firm was 
known as the Elyea-Seewald Co. It branched 
into the automobile accessory business as job- 
bers when the first cars began to make their 
appearance in the South. Some _ years ago the 
name was changed to the Elyea Co. 


To facilitate an increase in production to meet 
a steadily growing demand, which so far this year 
is nearly twice as large as in the first half of 
1923, the stockholders of the Oshkosh, Motor 
Truck Co., Oshkosh, Wis., have voted to increase 
the working capital by $200,000, nearly all of 
which was subscribed at the same time. The 
concern has developed a large business with mu- 
nicipalities and has been behind the market for 
some time past. 


The Briggs & Stratton Co., 1047 Louis avenue, 
Milwaukee, manufacturer of electric switches, 
coils, and other electrical devices for automotive 
industries, has reincorporated under the laws of 
Delaware as the Briggs & Stratton Corp. The 
capital stock consists of $400,000 first preferred, 
6 per cent; $300,000 second preferred, 7 per cent, 
and 10,000 shares of common stock without par 
value. Wisconsin charter has been granted, 
and the application stated that the proportion of 
capital employed in Wisconsin is $775,000. The 
aa of the new corporation are identical with 
those of the old Wisconsin corporation. Stephen 
F. Briggs is president; Charles F. Coughlin, vice- 
president, and E. Bodendorfer, secretary. 


A charter has been granted to the Automotive 
Parts Mfg. Co. of West Bend, Wis., which is 
capitalized at $35,000 and authorized to manufac- 
ture and deal in automotive materials, parts, 
equipment and specialties of all kinds. The prin- 
cipals are C. E. McDonald and D. W. Walleman 
of West Bend, and Oliver L. O’Boyle, attorney, 
221 Grand avenue, Milwaukee. 


Upon petition of the American National Bank 
of Milwaukee, the court has appointed James W. 
Bryden as receiver of the American Bearings Co., 
manufacturer of engine and motor bearings, with 
works and offices at Forty-seventh avenue and 
Rogers street, in West Allis, a suburb of Mil- 
waukee. Creditors have been notified to file 
claims not later than Tan. 10, 1925. Edgar L. 
Wood is attorney for the petitioning bank. 


Eiward A. Julien, 208 Grand avenue, Wauwa- 
tosa, Wis., has acquired a site at 1620-1640 Hol- 
ton street, Milwaukee, for a new brass foundry 
and machine shop. The first unit will be 50 by 
120 feet. ane story, and with equipment cost of: 
about $35,000. 


The trustees and inspectors of the Beaver 
Truck Co. Hamilton, Ontario, which went into 
liquidation some time ago, have decided to sell 
the assets of the company, including the plant 
and machinery. All the assets will be offered 
or sale at auction in Toronto shortly. It is 
Stated that the shareholders will not receive any- 
thing out of the settlement, the assets not being 
sufficient to meet the claims of creditors. 


In order to assist its dealers to increase their 
sles through proper display of its products, the 
Monarch Mfg. Co., Council Bluffs, Ta., has 
tought out a cabinet displaying a full line of the 
company’s can and bulk motor oils and greases. 
he floor space occupied by the cabinet is 27 
by 84 inches and the weight is 535 pounds. The 
pwer part of the front raises up and three regu- 
ar shipping barrels are rolled inside. The pumps 
re connected un with them thereby obviating 
o necessity of dumping the oil and getting away 
fom accumulation of dirt and moisture. 


The Town Taxi Co.. 930 Keith Bldg.. Cincin- 
mat has been chartered with a capital of $25,000 
9 do a general taxicab and_ automobile business. 
He porators are Tohn 'T. Dinnellan, Clifford T. 
Pnatt. Roger L. Neff, Jr., M. Tarcy and Frank 
« O’Gallagher. 


The Utility Tire & Rubber Co., 1292 South 
Main street, Akron, has been chartered with an 
authorized capital of $50,000 to manufacture and 
sell automobile tires, tubes and accessories. In- 
corporators are R. Kk. Helm,, W. G. Miles, Guy 
J. Zimmerman, R. E. Lappoldt and H. L. Young. 


The Michles Auto Wrecking Co., 319 East 
State street, Fremont, O., has been chartered 
with an authorized capital of $5,000 to buy, sell 
and deal in at wholesale and retail, parts, ac- 
cessories and used cars. Incorporators are Louis 
J. Michles, Leroy D. Krugh, H. E. Culbert, 
Chester A. Culbert and Virginia Schaaf. 


_ The Galt Machine & Screw Co., Galt, On- 
tario, has purchased the assets and patent rights 
of the Touring Car & Equipment Co., Galt, Ont., 
and will manufacture and _ distribute ‘‘Ever- 
Ready” tops. Agencies will be _ established 
throughout Canada. 


Alemite Products Co., of Canada, Ltd., Mon- 
treal, will manufacture and market the Waycross 
Automatic Windshield Cleaner. This company, 
through its American connections has also made 
arrangements to take over the Zerk High Pres- 
sure Lubricating System, Montreal Service and 
Sales, 652 Dorchester street, West, Montreal, are 
distributors. 


The Koehler Die Casting Co., has purchased 
the plant of the Batavia Rubber Co., at Batavia, 
N. Y., and will move its brass department from 
Brooklyn to Batavia. The new plant will employ 
150 men. The Koehler Company also has a 
plant in Evans street, Batavia, which is making 
aluminum castings for automobiles. Equipment 
of the rubber works will be sold August 21. 


A. W. Duemler and C. W. Crump of the Duem- 
ler Crump & Cox Works, 413-419 West Walnut 
street, Springfield, Mo., have purchased the in- 
terest held by John B. Cox, it was announced 
recently by Mr. Duemler. There will be no 
change in the policy of the company, Mr. Duem- 
ler states, and it will now be known as the 
Duemler-Crump Auto Works. 


Neither stockholders nor creditors of the de- 
funct Ogren Motor Car Co., of Milwaukee will 
will get a return on their investment or claims, 
it was stated by Julius J. Goetz, receiver, after 
being granted confirmation of his sale of the 
available assets for $3,000 to the Huffman truck 
interests of Elkhart, Ind. The property consisted 
of frames and other parts, and a small quantity 
of tool equipment. The claims of creditors 
amount to more than $25,000, but unpaid tax 
claims of the government and the city of Mil- 
waukee are in excess of $3,000, so the entire 
revenue from the sale of assets will apply on 
taxes. 


The Winkel garage business in Wauwatosa and 
West Allis, suburbs of Milwaukee, has been 
incorporated into two concerns: The Wauwatosa 
Garage, Inc., of Wauwatosa, and the Winkel 
Garage Co., of West Allis. The capital stock: of 
each is $24,000. Incorporators include Mrs. 
Hilda Winkel, P'aul Winkel, George Winkel and 
Mrs. Marion Winkel. 


The Spence & Barrett Auto Sales Co.. South 
Milwaukee, Wis., is starting work on the con- 
struction of a $45,000 sales and service building, 
60 by 124 ft., two-stories. 


The Finch Motor Car Company, Rochester, N. 
Y., distributor of special bodies for Ford cars, 
has been sold by T. W. Finch to C. P. Genth- 
ner, for several years in charge of the company’s 
sales and production departments. Mr. Finch 
has been appointed distributor for Hyde Fulcrum 
springs for Fords and will do business under the 
name of T. W. Finch, Inc. 


A. C. Muntz, Elgin, Ill., has approved plans 
for a $30,000 garage building to replace the 
structure destroyed by fire a month ago and 
known as the Coliseum building. The structure 
will be of two-stories and with a frontage of 
75 feet. It is hoped to have the new plant 
ready for occupancy by Nov. 1. 


A volume of business representing $1,740,000. 
practically all in Stoughton motor trucks and 
motor buses, was reported to stockholders of the 
Stoughton Wagon Co. at the annual meeting at 
the factory in Stoughton, Wis. It was stated 
that the profit was satisfactory, but instead of 
declaring a dividend, stockholders agreed that the 
profit be turned into the working fund so the 
output of freight and passenger trucks may be 
enlarged materially to meet the steadily increas- 
ing sales. The truck business of the past year 
was approximately double that of the previous 
year. 


According to an announcement by the Re- 
public Motor Truck Company, Tnc., of Alma, 
Michigan, the Smith-Cochran Motor Company 
has been appointed Republic distributors for Ir- 
vine. Kentucky and the surrounding territory. 

B. Smith and B. F. Cochran are owners of 
the company. 
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France Opens Concrete Track 
At Miramas for Motor Events 


Three and One-tenth Mile Speedway 
Circuit Has Uniform Width 
of 53 Feet 








PARIS, July 12 (By Mail).—France 
has just opened its first automobile 
speedway, a 3 1/10 mile concrete track 
at Miramas, near Marseilles, the events 
being a motorcycle long distance race 
and a 100-mile invitation race for all 
classes of cars. More important races 
will be held on September 14, with a 
free-for-all 500-mile race with 200,000 
francs in cash prizes, and a 400-mile 
race for all types of stock cars. 

The Miramas track is built in private 
grounds having an area of 988 acres and 
is entirely enclosed by a wall 7 feet 
high, and 4% miles round with 15 gates 
for automobiles and 30 for foot passen- 
gers. The 3.1-mile track is built of 6 
inches of concrete on a hard natural 
foundation and has a uniform width of 
53 feet. The two straightaways each 
measure 1,093 yards and the curves are 
1,640 yards round. 


Banking at Turns 


Banking on the turns is 5 centimetres 
per metre (1.9 in. for 39 in.) on the 
inner half of the track and 5% centi- 
metres on the outer half. In other words, 
the outer edge is only 33 inehes higher 
than the inner edge. It is claimed that 
despite this slight amount of banking, 
the wide radius of the turns and the 
great width of the track make it possible 
to maintain a speed of 115 miles an 
hour on the bends. 

The main grandstands, 1,000 feet in 
length and capable of accomomdating 
8,000 persons, are of armored concrete 
without any pillars in front of the spec- 
tators, thus giving an uninterrupted view 
of the entire track from every point. On 
the inside of the track. opposite the 
grandstands, is a building comprising 
timers’ box. press stand, telegraph of- 
fice and signaling station. A tunnel] 21 
feet wide gives access to the infield. 

A second race track, 12 miles to the 
south of Paris, is now in a very ad- 
vaneed condition and will be used for 
racing next year. 


BRITAIN’S MOTOR EXPORTS 

WASHINGTON, July 28—The United 
Kingdom’s exportation of automobiles 
during 1923 totaled 3,259 touring cars, 
977 commercial cars and 2,023 chassi's, 
Consul General Robert P. Skinner re- 
ports to the U. S. Burean of Foreign and 
Domestic Commerce. These figures are 
substantially greater than those of 1922 
when the exportation of automobiles 
totaled 1.338 touring cars, 596 commercial 
cars and 1,107 chassis. 

The re-exports of automobiles during 
1923 were 1,997 touring cars as compared 
with 348 in 1922; 573 commercial cars 
as compared with 58 and 149 chassis as 
compared with 74. 
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CONCERNING MEN YOU KNOW 








Henry Krohn, vice-president in charge of the 
sales division of Paige-Detroit Motor Car Co., 
is back from a three weeks’ trip to Mexico. He 
reports conditions in Mexico as showing steady 
improvement and offering opportunity for a con- 
tinuously expanding market for automotive 
products. 


Alfred Reeves, general manager of the National 
Automobile Chamber of Commerce, is now in- 
quiring into the automobile situation in France. 
During his stay in Paris Mr. Reeves was in con- 
tact with Henry Cezanne Paris show manager 
and general secretary of the International Asso- 
ciation of Automobile Manufacturers; Baron 
Petiet, president of the French Automobile Man- 
ufacturers’ Association; André Citroen, the big- 
gest automobile manufacturer in France, and 
other leaders of the industry. 

H. G. Root, president of The H. G. Root Com- 
pany, Springfield, O., (tires, accessories, etc.), 
has been elected general chairman of Springfield’s 
next annual community fund campaign. 


LeRoy Blessing, former Bellefontaine, O., news- 


paper man, and wife are visiting in Springfield, O.- 


Mr. Blessing is manager-secretary of the Hono- 
lulu, Hawaii, Automobile Association, which has 
a membership of 2,000. There are 20,000 auto- 
mobiles in Honolulu, he says. 


H. L. Munson has resigned as sales manager 
for the Springfield (Mass.) Buick Co. to take a 
similar position for the Capitol Buick Co., of 
Hartford, Conn., a newly formed Noyes-Buick 
concern. Mr. Munson was in the automobile 
game in Hartford before going to Springfield last 
year, 


Charles F. Foley, former assemblyman, has 
been re-elected president of the Lockport, N. Y., 
Automobile Club. Other officers are re-elected. 


E. G. Wittwer, of the C. W. Buil Motor Car 
Company, Syracuse, Y., was the winner of 
a recent contest among salesmen conducted by 
the Nordyke & Marmon Company, of Indianap- 
olis. Mr. Wittwar visited the factory a few days 
after the close of the contest and was congratu- 
lated personally by G. M. Williams, president, 
and other officials. 


President Coolidge has appointed Major John 
F. Curry, a member of the National Advisory 
Committee for Aeronautics, to succeed Major 
Lawrence W. McIntosh, of the Army Air Serv- 
ice. It is stated that this change is made be- 
cause Major Curry has succeeded Major Mc- 
Intosh as Chief of the Engineering Division of 
the Army Air Service and Commanding Officer 
of McCook Field, Dayton, O 


Karl Kelser, for the past two years general 
manager of the Kelser-Brophy Chevrolet Com- 
pany, Kalamazoo, Mich., has sold out his inter- 
est to his partner, Frank F. Brophy. Mr. Kel- 
ser was formerly a member of the firm of Kelser 
& Mittan, Kalamazoo Nash agency. He has no 
plans for the immediate future. 


Charles M. Upham, state hishway engineer of 
North Carolina, has been appointed Director of 
the Adivsory Board_on Highway Research of the 
National Research Council. He succeeds Dr. 

K. Hatt who resigned in order to resume his 
work at Purdue University. 


V. George Harper, export manager of Victor 
Motors, Inc., has sailed from New York for 
Europe in behalf of Victor dealers abroad. He 
will visit dealers in England and in other coun- 
tries who have purchased trucks and others who 
have requested trucks which the company has not 
as yet been able to ship. 


Howard A. Forrest, formerly superintendent of 
The Mason Tire and Rubber Co., of Kent, O., 
has been appointed superintendent of The Tal- 
bott_Tire and Rubber Co. with factory located 
in Dayton. This announcement is made by R. 
A. Houston, president of the company. 


The Ajax Auto Parts Company, Racine, Wis., 
has appointed J. A. Pellstier, of Montreal, to sell 
Red Base Jacks in the Frovinces of Ontario, 
Quebec, New Brunswick, Nova Scotia and New- 
foundland. 


A. J. Gardner, Oshawa, Ont., has been ap- 


‘of Edina, Mo., and Miss Louis 


pointed sales manager of the General Motors 
Truck Company of Canada, Limited. Mr. Gard- 
ner is one of the oldest truck men in America 
in point of service, having completed 24 years 
in the truck industry. Since going to Canada, 
Mr. Gardner has made a tour of the Dominion 
and is very optimistic as to the future of the 
truck business in Canada. 

Arthur E. Gadbeis, a pioneer in the automo- 
bile business in Montreal district, has joined the 
Canada Motor Truck Company as manager. He 
will cooperate with Mr. Picard in the 
promotion of the sales and service of Chrysler, 
Maxwell and Chandler cars. 


Herbert M. Hartman, president of the Fidelity 
Motors Co., Baltimore, distributor for Maxwell, 
Chrysler and Chandler cars, has annouticed the 
appointment of J. Marshall H. Bruce, who is 
well known in the trade, to the position of 
assistant manager of the company. 

Harry J. Swanson has resigned as_ general 
sales manager of the Peerless Machine Co., Ra- 
cine, Wis., a position he had held since 1922, to 
become vice-president and treasurer of the De- 
troit Piston Pin & Manufacturing Co. Prior to 
1922 Mr. Swanson was for six years vice-presi- 
dent and sales manager of the Detroit Machine 
Tool Co. 


Geo. M. Graham, vice-president and _ sales 
manager of the Chandler Motor Car Company, 
was the guest recently of Charles F. Buelte, 
president and treasurer of Strong Motors, Inc., 
Chandler distributors in Rochester, N. Y. A 
dinner was given in Mr. Graham’s honor. 

Announcement is made of the resignation of 
Henry T. Myers as vice-president and general 
manager of the A. W. Haile Motor Co., Buffalo, 
effective July 15. The Haile company is a large 
distributor of Studebaker cars. Mr. Myers 
started his career with the Studebaker corpora- 
tion shortly after leaving Harvard, where he 
took a post graduate course. He spent a year 
in the production department of that corporation, 
one year in the advertising department traveling 
in Europe, and eight years as eastern manager 
with headquarters in Boston. He joined the 
Haile organization three years ago. A state- 
ment will be made later by Mr. Myers as to 
his future business connections. 


H. E. Bowling of the Bowling Motor Company 
Otten were mar- 
ried recently in that city by the Rev. D. J. 
Donovan. Mr. Bowling has been in Edina about 
two years, first having been a Ford car salesman 
with Delaney Bros., and for about a year in 
business for himself, handling the Chevrolet line 
under the firm name of the Bowling Motor 
Company. 

Robert E. Lee, president of the National As- 
sociation of Automobile show managers and 
manager of the St. Louis Auto Dealers Ass’n, 
will leave shortly for Atlantic City to attend the 
annual meeting of the show managers associaion 
which will be held there August 7-8. 


Announcement was recently made by The Out- 
look Company, Cleveland, Ohio, of the appoint- 
ment of C. W. Stowell as general sales manager. 
Mr. Stowell is a new figure in the automotive 
field, with unusually wide executive experience in 
sales and merchandising work. He is a graduate 
of the University of Chicago. For the past three 
years he has been director of sales in the western 
states, for the Electric Vacuum Cleaner Company, 
of Cleveland. 


Lee Anderson and Warner H. Jenkins, Jr., 
have been appointed vice-presidents of Mac- 
Manus, Inc., advertising council, Detroit, in 
addition to Arden Yinkey who has been vice- 
president since the organization of the present 
company in 1916. There, together with Theodore 
F. MacManus and Eugene J. Steiner, comprise 
the list of the company’s officers. 


B. W. Stone has resigned as manager of the 
New York branch of Kearney & Trecker Corp., 
of Milwaukee. He has been succeeded by W. P. 
Lotz. 








MUST SHOW SERIAL NUMBERS 


WASHINGTON, July 28.—Tires and 
tubes which form part of the original 
equipment of automobiles imported into 
Spain must bear serial numbers, accord- 
ing to a cable from Assistant Trade Com- 
missioner James G. Burke, Madrid, re- 
ceived in the Department of Commerce 


recently. The invoice covering the ship- 
ment must show these serial numbers. 

The requirement, as regards tires and 
tubes imported by themselves, has been 
in force since July, 1923, but under the 
new ruling it makes it obligatory upon 
exporters to that country to show this 
information on invoices when tires are 
sold as part of the complete unit. 
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Estimate First Year’s Net for 
Omnibus at Least $2,450,000 


Ritchie Bases Figures on Earnings of 
Chicago and New York 
Lines 


NEW YORK, July 28.—The first year’s 
net earnings of the Omnibus Corp. 
which has been organized as a holding 
company controlling the Chicago Motor 
Coach Co. and Fifth Avenue Coach Co, 
lines in Chicago and New York, will be 
at least $2,450,000, according to the esti- 
mate of John A. Ritchie, who is scheduled 
for the presidency of the big corporation. 
Of this total only $851,024 would be re- 
quired as the maximum dividends on 
the preferred stock. 

This estimate is based on the returns 
for the past year in both New York and 
Chicago. The net income of the Fifth 
Avenue Coach Co. for 1923 was $1,228,- 
830, contrasting with only $130,920 in 
1913. Last year this company operated 
an average of 269 buses and carried 
55,974,110 passengers compared with 78 
buses and 8,884,534 passengers in 1913. 
The net income for the Chicago oper- 
ating company for 1923, during the latter 
part of which period new equipment was 
being rapidly introduced, was $304,220. 
Mr. Ritchie estimates that net for 1924, 
judging from the present volume of busi- 
ness and the earnings per bus during 
1923 will be $1,225,000. 


ixpansion Discussed 


Expansion of the corporation already 
are being discussed. The Chicago com- 
pany operates 335 buses over 85 miles 
of streets and parkways and by next 
September expects to operate 400 buses 
over 109 miles of routes, only 2% miles 
of which are on streets occupied by sur- 
face railway lines. Applications are 
pending for authority to add over 8 
miles of additional routes. Chicago ex- 
pects to use about 900 buses when all 
these routes have been fully occupied. 

The New York company operates al 
average of 303 buses over approximately 
25 miles of the city’s main streets. With 
the consummation of the merger plan 
the New York Transportation Co. will 
abandon the manufacture of buses for 
use of the Fifth Avenue Coach Co. It 
is the intention to have the Yellow 
Coach Manufacturing Co., of Chicago, 
controlled by the Hertz interests, make 
Fifth Avenue buses, which will permit 
of the New York Transportation C0. 
abandoning bus manufacture altogether. 


LICENSES PASS MILLION 

COLUMBUS, Ohio, July 28.—Ohio, for 
the first time in history, has more thal 
1,000,000 automobiles owned and operated 
by residents of the state. This announce 
ment was made by Col. Thad. H. Brow?, 
secretary of state, who announced that 
more than 1,000,000 pairs of 192 
licenses had been bought and paid fo! 
by Ohio automobile owners. 
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Chicag Jan. 24-31, 1925.....National Automobile Chamber London, Eng Oct. 16-25 
of Commerce. 
Lk Oct. 2-12... P ger Car and Accessory 
Chicago Cats 181 B ince. cosesccces Second Annual Closed Car Show. 
Show, Coliseum, under the aus- 
eam By Chicago —> 
ile Trade Association. L. L. 
Fest in charge. CONVENTIONS 
Chicago Oct. 21-27................ sad SS [| | eee Nov. 18-20..............- Annual Convention of the Na- 
Building, promoted by Motor tional Tire Dealers Association. 
Truck Industries, Inc. William ’ a 
Hallanger, Manager. Atlantic City Aug. 7-8 Summer Meeting, National As- 
sociation of Automobile Show 
Chicago Ae | | nena Twentieth Annual Automobile and Association Managers, Am- 
Salon. bassador Hotel. 
I, BOR sasnesicciecitcccscesneines IG, BR ssccsccsccnece Annual Automobile Show, Fair Chicago Jan. 26-29, 1925.....Eighth Annual Convention, N. 
Grounds, under the auspices of A. D. A., Hotel La Salle. 
the Dallas Automotive Trades 
Association. Cleveland NeGa IS TRiviccccemess Joint Service Meeting of _ the 
Detroit Jan. 17-24, 1925.....Detroit Automobile Show, De- Society of Automotive Engi- 
troit Dealers’ Assn. neers and the National Automo- 
bile Chamber of Commerce. 
gh ey Automobile Show, Exposition 
Grounds, under the auspices of en Get. 23-36................ S. A. E. Production Meeting 
the Automobile Department of and Exhibition. 
the International Fair Associa- 
tion. W. J. Wile and E. C. Detroit pS, an Annual Meeting of the Society 
Heid, General Chairmen. of Automotive Engineers. 
Green Bay, Wis...................AUg. 25-30.......0....--. Automotive Division, Association New York City..................... a | New York Show, Convention N. 
of Commerce, W. Kerwin, A. D. A.; Hotel Commodore. 
Manager. 
Indianapolis Sant. 6 White Sulphur 
. —— a 2 Springs, W. Va... Sept. 8-11. nenn- Annual Meeting of the Automo- 
with Indiana State Fair, Auto- tive Electric Association, Green- 
mobile Building, Fair Grounds. brier Hotel. 
William Jones, Manager. 
Wilkes-Barre, Pa................ CGR BE iriccsiccsscnes Fourth Annual Convention of 
Kansas City, Mo..................Feb. 7-14, 1925........ Kansas City Motor Car Dealers’ the Pennsylvania Automotive 
Association Show. Association, Hotel Stirling. 
Milwaukee, Wis.................-- Aug. 25-80............... Milwaukee Automotive Dealers’ 
Association, Fall Show, Bart L. RACES 
Ruddle, Manager. 
ee gn ne Altoona Speedway Assn....250 Miles 
New York NOW. BBG vvccsscscssccave Twentieth Annual Automobile 
Salon, Hotel Commodore. a Colorado Springs, Colo...... Pikes Peak Highway.......... 12% Miles 
New York Jan. 3-10, 1925....... National Automobile Chamber Oct. 4.......... Fresno, Cal Fresno Speedway Assn......150 Miles 
of Commerce. 
. Cats 1Riviscininas Kansas City, Mo.................. K. C. Speedway Assn.........250 Miles 
S | ane a |, anes State Agricultural Society, C. E. 
acramento, Ca ep rs a , _ tomtoneing y Nev: 20 Los Angeles, Cal................- L. A. Speedway Assn.........250 Miles 
BORO, CG vssicescsccncensesseenss Aug. 23-Sept. 6......Canadian Automotive Equip- a eae Monza Track, Milan Italy Italian Grand Prix 
ment Association and the Auto- 
motive Industries of Canada, Sept. 13......... Syracuse, N. Y..................... Horace P. Murphy..............100 Miles 


Gib Robertson, Secretary. 








19 BUSES BURN 

ST. LOUIS, Mo., July 28.—Two fires 
destroying $225,000 worth of property of 
automotive concerns in this vicinity. A 
match carelessly tossed to an oil soaked 
floor by a garage laborer started a fire 
which swept a one story brick building 
in which 28 buses of the People’s Motor- 
bus Co. were housed, causing damage 
estimated at $160,000. Quick work by 
employees resulted in the saving of nine 
buses which were driven out of the 
building, some of the buses already on 
fire. The loss was fully covered by in- 
surance, 

The Bayer Garage and gasoline filling 
Station, at Venice, Ill., was destroyed 
after an explosion in the building, the 
source of which has not been determined. 
In this case there was only $8000 worth 
of insurance carried, which is much in- 
adequate to cover the loss. 


New Car Sales Second Quarter 
Far Over 1923 in Cleveland 


CLEVELAND, July 28.—-Figures com- 
piled by County Clerk George Wallace 
for the Cleveland Automobile Manufac- 
turers and Dealers Association disclose 
there were almost 20 per cent more sales 
of new cars recorded in the second quar- 
ter of the present year than in the same 
period last year. 

The figures for the three months end- 
ing July 1, this year are 12,752, as com- 
pared to 10,713 for the same period in 
1923. 

In April of this year the sales of new 
cars recorded amounted to 3,998. In May 
5,207 were recorded, while in June the 
total was 3,557. In the first quarter 
the filings amounted to 5,138. The total 
for the period ending July 1, in new 
car sales recorded is 17,900. 


AIR TRAFFIC GROWS 


WASHINGTON, July 28.—The remark- 
able growth in air traffic between the 
United Kingdom and the Continent is in- 
dicated by recent figures transmitted by 
American consuls to the Department of 
Commerce, which have just been made 
public. The figures show that by the 
end of 1923 air transports had carried 
45,531 passengers to or from the Conti- 
inent, British aircraft accounting for 
33,362 or 73 per cent of this total. The 
traffic increase in 1923 surpassed the rate 
in the previous year, with a total of 
15,137 passengers and over 800 tons of 
goods as compared with 12,359 passen- 
gers and 477 tons of goods in 1922. 


$68,000 FROM GAS TAX 
AUGUSTA, Me., July 28.—Maine gath- 
ered in $68,000 as its gasoline tax during 
the month of June, and it expects to 
collect even larger sums in the next few 
months. 
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Prices and Weights of Current Passenger Car Models 








Ship. ; 
Wt. Pass. Body Style Price 
LOCOMOBILE 
48” 

5030 4-p Sportif Tour. $7,400 
5330 -p Touring 7,400 
5600 5- Victoria Sedan 9,990 
5464 T-p Brougham 9,990 


5640 -p Tour. Limousine 9,060 
5868 7-p Enel. Drive Lim. 9,990 


5624 T-p Cabriolet 10,250 
McFARLAN 
«ge TV 
4600 2-p Roadster $5,400 
4600 4-p Sport Touring 5,600 
4700 -p Touring 5,700 
4900 4-p Coupe 6,720 
5200 4-p Tour. Sedan 6,720 
5200 -p Tour. Sedan 6,810 
5200 T-p Sp. Sedan 6,600 
5200 T-p Sub. Sedan 7,000 
5100 7-p Limousine 6,900 
5200 %-p Town Car 9,000 
“Light 6” SV 
3700 3-p Roadster $2,600 
3700 5-p Touring 2,600 
3850 4-p Coupe 3,100 
4850 5-p Sedan 3,100 
MARMON 
gare 
3470 2-p Speedster $3,095 
3650 4-p Speedster 3,095 
3575 4-p Phaeton 2,895 
3690 -p Phaeton 2,895 
3770 4-p Coupe 3,585 
3970 4-p Sedan 3,985 
4155 T-p Sedan 3,985 
4220 T-p Suburban 4,285 
4100 7-p Limousine 4,285 
4000 T-p Town Car 4,285 
MAXWELL 
bad 1 ed 
2225 2-p Roadster $885 
2250 5-p Touring 895 
2470 5-p Sp. Touring 1,055 
2325 2-p Club Coupe 1,025 
2450 5-p Club Sedan 1,095 
2650 5-p Sedan 1,325 
MOON 
Series “A” 
2400 §=4-p Roadster $1,350 
4-p Road. Spec. 1,150 
2410 5-p Sp. Touring 1,295 
5-p Tour. Spec. 1,095 
2625 5-p Sedan 2d. 1,595 
5-p Sedan, 2 d Spec. 1,495 
2750 5-p Sedan 4d. 1,695 
5-p Sedan 4 d Spec. 1,595 
66-4 40” 
2860 5-p Touring $1,395 
2870 5-p Sp. Touring 1,595 
2920 4-p Coupe 1,785 
2920 5-p Sedan 1,795 
3090 5-p Petite Sedan 1,995 
**6-50” 
2850 5-p Touring $1,595 
2970 5-p Sp. Touring 1,695 
3120 5-p Sedan 1,985 
3190 5-p Sp. Sedan 2,195 
6-58" 
5-p Touring, Spec. 2,150 
3270 5-p Sp. Touring $2,150 
3510 7-p Sedan 2,585 
7-p Sedan, Spec. 2,585 
3590 5-p Petite Sedan 2.425 
7-p Petite Sedan 2,785 
NASH 
gy 
2600 2p Roadster $915 
2720 5-p Touring 935 
5-p Touring 975 
2980 5-p Sp. Touring 1,195 
2750 2-p Business Coupe’ 1,165 
3090 =5-p Sedan 1,445 
2910 6-p  Carriole 1,275 
*6” (121 in. W. B.) 
3030 2-p Roadster $1,275 
3530 4-p Sport Tour. 1,645 
3120 5-p Touring 1,275 
3550 5-p Coupe 4d. 2,090 
3550 5p — 2,040 
3400 -5-p ec. Sedan 1,640 
“02” nee in. W. B.) 
3230 Tp Touring $1A25 
3700 «=T-p Sedan 2,190 
3440 4-n = Victoria 1,990 
OAKLAND 
6-54" 
2420 3-p Roadster $995 
2510 3-p Sp. Roadster 1,095 
2485 5-p Touring 995 
2550 5-p Sp. Touring 1,095 
2620 3-p Business Coupe 1,195 
2720 4-p Coupe 1,395 
2860 5-p Sedan 1,445 








Ship. , 
Wt. Pass. Body Style Price 
OLDSMOBILE 
“30"" 

2145 2-p Roadster $785 
2270 2-p Roadster 885 
2170 5-p Touring 795 
2320 5-p Sp. Touring 915 
2295 2-p Cab 985 
2410 4-p Coupe 1,075 
2570 5-p Sedan 1,135 


2700 5-p DeLuxe Sedan 1,245 
OVERLAND 
“91” (100 in. wheelbase) 


1769 2-p Roadster $495 
1863 5-p Touring 495 
1918 5-p Touring DeLuxe 560 
2177 2-p Coupe 650 
2130 5-p Sedan 795 
2004 5-p Coupe Sedan 655 
“92”? (106 in. wheelbase) 
2047 5-p Red Bird $695 
2044 5-p Red Bird Spec. 735 
2090 5-p Blue Bird 725 
2004 5-p Black Bird 695 
2090 5-p Black Bird Spec. 735 
PACKARD 
“6”? (126 in. W. B.) 
3165 4-p Roadster $2,785 
3320 5-p Touring 2,585 
3255 4-p Sp. Touring 2,750 
3425 5-p Per.Top.Touring 2,850 
3400 4-p Coupe 3,275 
3515 5-p Coupe 3,450 
3565 5-p Sedan 3,375 
3610 5- Sedan Tapeprine 3,425 
“6” (133 in. W. B.) 
3430 7-p Touring $2,785 
3690 -p Sedan 3,625 
3765 = 7- Sedan Limousine 3,675 
**8”” (136 in. W. B.) 
3880 4-p Runabout 3,850 
3990 5-p Touring 3,650 
3930 4-p Sp. Touring 3,800 
4125 4-p Coupe 4,550 
4200 5-p Coupe 4,725 
4270 5-p Sedan 4,650 
4275 5- Sedan Limousine 4,700 
“8” (143 in. W. B.) 
4020 -p Touring $3,850 
4275 -p Sedan 4,900 
4350 7-p Sedan Limousine 4,950 
PAIGE 
3677 4-p Phaeton $1,795 
8742 7-p Phaeton 1,795 
3880 4-p Phaeton DeLuxe 1,995 
4040 5-p Sedan 2,595 
4128 7-p Sedan 2,595 
4300 7-p Sub. Limousine 2,895 
4100 5-p Sedan DeLuxe 2,770 
3900 5-p Brougham 4d. 2,175 
4285 7-p Sedan DeLuxe 2,770 
PEERLESS 
“66-7 
3050 2-p Roadster $2,350 
3175 5-p Touring 2,285 
aacials 7-p Touring 2,485 
3550 8 5-p Sedan 2,995 
aaeetes 5-p Coupe 2,950 
ra T-p Sedan 3,295 
“266 
4-p Tour. Phaeton $2,690 
3980 7-p Touring 2,750 
4300 5-p Sedan 3,690 
355 7-p Sedan 3,840 
4430 7-p Berline 4,090 
4130 4-p Victoria Coupe 3,390 
PIERCE-ARROW 
“5° 
4350 2-p Runabout $5,250 
4590 5-p Touring 5,250 
4780 3-p Coupe 6,800 
4830 4-p Sedan 6,900 
4960 -p Sedan 7,000 
4750 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4850 7-p Limousine 7,000 
5960 7-p Enclosed Lim. 7,000 
4780 -p French Lim. 7,000 
4732 6-p Landanlet 7,000 
80” 
sasbaten 4-p Phaeton Svidane 
eee 3-p Roadster niente 
3640 7-p Phaeton $2,895 
3720 5-p Sedan 3,895 
eauaess 7-p Sedan 3,995 
silica 7-p Ene. Drive Sedan 4,045 
anietek 4-p Coupe sacsisibin 
PREMIER 
“6-D” 
8710 2-p Roadster $2,885 
8870 5-p Open-Touring 2,885 
3920 -p Touring 2,935 
3910 5-p Sp. Touring 2,985 
43820 -p Sedan 4,175 
4185 5-p Brougham 4,175 








Ship. 
Wt. Pass. Body Style Price 
REO 
cmp .g”* 
3172 5-p Sta. Touring $1,395 
3182 5-p Sport Touring . 
3325 4-p Coupe 1,875 
3515 5-p Sedan 1,985 
3695 5-p Brougham 4d. 2,235 
REVERE 
“Vw” 
3700 2-p Roadster $3,200 
3500 4-p Speedster y 
3800 5-p Touring 3,200 
4300 5-p Sedan 4,000 
RICKENBACKER 
“— 
2815 3-p Sp. Roadster $1,645 
2880 5-p Sp. Touring 1,595 
3050 4-p upe 2,095 
3160 5-p “7 2,195 
4-p Sport phaeton $2,195 
4-p Coupe 2,695 
5-p Sedan 2,795 
ROAMER 
““6-54-E” (118 in. W. B.) 
3100 2-p Roadster $2,685 
3100 4-p Tourer 2,485 
8300 4-p Sp. Touring 2,750 
7-p Touring 2,685 
3-p Cabriolet 3,285 
“6§-54-E” (138 in. W. B. ) 
4100 5-p Spee. Sedan $4,250 
4200 T-p Se ae aeten 3,950 
“ -75-E: 
3650 4-p Sport 3,650 
a 
3200 2-p Spec. Speedster 3,785 
ROLLIN 
2300 5-p Touring $995 
2315 3-p Coupe Roadster 1,195 
2485 5-p Sedan 1,295 
R & V KNIGHT 
“H” 
3840 4-p_ Sp. Roadster $2,400 
3800 5-p Touring 2,300 
3850 7-p Touring 2,375 
4050 5-p Coupe 3,000 
4160 5-p Club Sedan 3,050 
4165 7-p Sedan 3,250 
ROLLS-ROYCE 
4750 2-p Roadster $11,400 
5000 7-p Touring 11,450 
4900 5-p Phaeton 10,900 
5385 7-p Sedan 12,900 
5400 7-p Limousine 12,850 
5100 5-p Cabriolet 12,800 
5300 5-p Salamanca Cab. 13,500 
STANLEY 
“74 0” 
3770 5-p Phaeton $2,750 
3910 -p Phaeton 2,750 
4075 5-p Sedan 3,585 
4170 T-p Sedan 3,985 
STAR 
1700 2-p Roadster $540 
1735 5-p Touring 540 
1800 5-p Spec. Touring 640 
1925 2-p Coupe 695 
2025 5-p Sedan 785 
2100 5-p Spec. Sedan 935 
STEARNS-KNIGHT 
age 
4-p Coupe Roadster $1,795 
3775 5-p Touring 1,595 
4250 5-p Sedan 2,095 
3750 4-p Coupe Brougham 1,895 
5-p Brougham 2,095 
eegre 
3775 5-p Touring $2,395 
3850 -p Touring 2,495 
4025 2-p Coupe 3,395 
4275 4-p Sp. Coupe 3,150 
4275 7-p Sp. Sedan 3,395 
3950 5-p Brougham 3,200 
STEPHENS 
104 & 20 
(117 in. W. B.) 
2875 Roadster $1,295 
2975 Touring 1,295 
3390 Sedan 1,995 
3180 Touring Sedan 1,595 
(124 in. W. B.) 
3300 Touring $1,595 
3300 Foursome 1,750 
3675 an 2,250 
STERLING-KNIGHT 
3200 4-p Sp. Touring $2,250 
3235 5-p Phaeton 2,150 
3450 5-p Sedan 2,800 
3450 4-p Sp. Brougham 2,750 











Ship. 
Wt. Pass. Body Style Price 
STEVENS-DURYEA 


4200 2-p Roadster $8,150 
4400 -p Touring 7,500 
4250 4-p Sp. Touring 7,750 
4600 4-p Coupe 9,000 
4600 4-p Sedan 10,000 
4800 6-p Sedan 9,675 


4800 6-p TownBrougham 10,175 
4800 6-p VestibuleLimou. 9,675 
4800 -p Vestibule Limou. 10,175 
4800 -p % Limousine 10,175 


4800 T-p Cabriolet 10,175 
STUDEBAKER 
Light Six “EM” 
2510 3-p Roadster $1,025 
2650 5-p Touring 1,045 
2736 2-p Coupe 1,195 
2955 5-p Coupe 1,395 
3030 5-p Sedan 1,485 
Special Six “EL” 
3065  2-p Roadster $1,400 
3305 5-p Touring 1,425 
8600 5-p Coupe 1,895 
3650 5-p Sedan 1,985 
Big Six “EK” 
2670 5-p Speedster $1,835 
3555 7-p Touring 1,750 
3695 5-p Coupe 2,495 
3895 7-p Sedan 2,685 
TEMPLAR 
3300 4-p Suburban Tour. $2,175 
3300 5-p Phaeton 1,985 
5-p Sedan 2,785 
4-p Brougham 2,650 
VELIE “se 
2780 5-p Touring $1,095 
3110 5-p —. 1,545 
2780 3-p Roadster 1,275 
2780 5-p Touring 1,275 
2990 5-p Sp. Touring 1,565 


2990 5-p_ Silver Swallow 1,645 
2895 5-p DeLuxe Touring 1,495 


2970 4-p Coupe 1,845 
5-p Royal Sedan 1,845 
3110 5-p Sedan 1,895 


3300 5-p Touring Sedan 2,095 
1945 5-p Brougham 4d. 1,945 
WESTCOTT “44” 

3050 5-p Touring $1,690 
3150 5-p Spec. Touring 1,840 
3300 5-p Brougham 4d. 2,290 


“48” 

3550 7-p Touring | $1,990 
3650 7-p Spec. Touring 2,190 
“60” 

3300 5-p Sedan $2,190 


WILLS SAINTE CLAIRE 
“A-68” (121 in. W. B.) 


3240 3-p Roadster $2,575 
3320 5-p Touring 2,475 
3460 4-p Coupe 3,275 
3420 7-p Sedan 3,475 
3670 5-p Imperial Sedan 3,575 
3500 5-p Brougham 3,375 
3650 5-p Limousine 3,850 
3600 5-p Town Car 3,850 
“B-68” (127 in. W. B.) 
3500 4-p Roadster $2,875 
3490 5-p Gray Goose Spec. 2,675 
3470 7-p Touring 2,675 
3500 5-p Traveler 2,975 
3575  7-p Phaeton 2,875 
3515 4-p Coupe 3,675 
3650 5-p Sedan 3.77" 
3650 7-p Sedan 3,809 
3465 5-p Brougham 3,800 
3675 7-p Limousine 3,990 
WILLYS-KNIGHT 
6. 64" 
2681 2-p Roadster $1,175 
2768 5-p Touring 1,195 
3062 3-p Coupe 1,740 
3115 5-p Sedan 1,695 
3111 4-p Coupe Sedan 1,450 
$115 5-p Coupe Sedan 1,550 
3167 5-p Sedan DeLuxe 1,895 
“67"" 

3059 7-p Touring 1,325 
8431 7-p Sedan 1,995 
TAXICABS 
Weight Make and Model Price 
4100 Checker $2,340 
‘scene Dodge 1,710 
2200 Driggs 1,950 
3415 Elear 4 2,100 
3590 Elear 6 2,450 
3500 Kelsey E 1,925 
8800 Pennant 2,895 
3850 Premier 4A 2.910. 
$200 Rauch & Lang T 2,350 
3472 Vv 2,185 
3575 Traveler 2,600 
ere White 15A aac 
2200 Willys Knight A 2,250 
3475 Yellow O-4 2,200 
3335 Yellow A-2 2,050 
























MOTOR AGE July 31, 1924 July 


Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 








Uni- 
ENGINE Electrical Clutch | Gear-| versal | REAR AXLE 
System set | Joints 





MAKE AND MODEL 


Standard Size 
(Ins.)t 

Number of Cylin- 
ders, Bore and 
Rated Horsepower, 
N.A.C.C. 

Number of Main 
Crankshaft Bearings 
Oiling System 
Carbureter Make 
Ignition System 
Generator and 
Starter Make 
Type and Make 
Type and Make 
Type and Make 
Gear Ratiot 

Foot, Type and 
Hand, Type and 
Location 

Four Wheel Brake 


| Balloon Equipment 
Stroke (Ins.) 


| Wheelbase (Ins.) 





| 
| 
| 
| 





H-Sp 
Cont 
Cont 
Fall . 
Own 8 |8-314x5 

Cont 6-314x414 
32x414]Y Weid 6-314x5 


coo BSSRSBR5S 


Jac 
Jac 
Jac 


8 132x4 Cont 6-314x414 
wee...» “Standard” 31x434 Own 6-3 x4l6 
“Master” rt 32x5.7]! Own 6 |6-336x434 


Se Lee] salen! Sal salen! sal sal | Valve Arrangement 


aaa aaaaace | Piston Material 
ae cy ery a ar) | 


M-Own 


—_ 
Ie Oe 


Own 
Jac 

None |Jac 

Hyd* {Gem 
Hyd* |Gem 
Mec* |Own 
None |Own 


Hyd |Jax 
Mec* |CAS 
None |Gem 
Hyd* |Gem 
None |Lav 
None |Gem 


33x5 Own 63 |8-3'4x514 
32x44 Cont 6-336x44 
Y 33x5 Cont 6-334x5 
nen) See 32x4 |) Own 6 16-34x4% 
Chalmers Y 33x414 Own 6-3'4x4!e 
2 31x6.2 Own 6 |6-3'ox5 
Chevrolet 3 30x34 Own 4-3 thx4 


Chrysler ix {129x414 Own 6-3 x434 
Cleveland 31x5.2 Own 6-3 4x434 
Col 4433x5 Nort | ¢ 8-3 1x4! 9} ¢ 
31x4 ‘ Cont J 6-314x4!4 
33x44 Cont 6-354x5!4] ¢ 
38x5 | N Own |V 8-334 x5 


Q 


M-Spi 
D-Own R-Sne 
D-Own 
P-Mec M-Mec |!2 ‘Tim 
P-Mec M-Mee ]'3 Tita 
P-B&B F-Own 
K-Own M-Own | Own 


D-Own M-Own |'4 Own 
P-B&B R-Sne_ |'¢ Own 
D-Nor M-Spi__{F'-Col 
P-B&B M-Spi |!4 Tim 
D-B-L M-Spi | Tim 
D-Own R-Sne_ |F-Tim 


=~ 
2 


QAQAQPSPAYS AQYSrPAC 
Naeem poo 
NABNSSSS 


ace 
coos 


Com OOOO NT COR COCO ROO 
ss 
S 


to 
a 


None |Lav 
None |Gem 


Hyd* |Ros 
Hyd* |Ros 
None jOwn 
None |Gem 
Hyd |Lav 
None |Jac 

Mec* |War 


Mec* {Ros 
Mec* |ltos 
Mec* |Ros 
None /Own 


Mee {War 
Mec* |War 
None |Own 


Dagmar f 33x5 |} Cont 6-35¢x514] 31.54 
Daniels 33x5 Own {2 8-3!9x5!4] 39.20 


D-B-L M-Spi  |4 Tim 
P-Own M-Spi_ {F Tim.. 


P-B&B M-Pet |14 Tim 
P-B&B M-Pet {!9‘Tim 
D-Own M-Own |{!'4 Own 
D-Dtl M-The [34 F'li 
P-Own R-Cli 4% Own 
D-B-L M-Spi {FC 
P-Own M-Spi 


P-B&B M-Mee 
P-B&B M-Mee 
P-B&B M-Har 
D-Own M-Spi 


P M-Spi 
P-Own f M-Spi 
D-Own M-Own 


P-M&E M-Spi 


P-B&B M-Pet [34 Fi 
P-Own R-Sne {4% Tim 


M-Spi |'4 Own 
M-Spi 
Str ; M-Spi 
Ray {Ki L-N y M-Thi 
Piste M-Spi 
Str R-Uni {34 Own 


Ray |A-K D-Lon M-Mec |'4 Tim 
Str : P-Det M-Thi |’ Tim 
Str P-Det M-Thi |'4 Tim 
Str P-Det M-Thi_ |+2 Tim 


Bal ¢ D-Det R-Uni |F Col 
Str P-B&B M-Spi {34 Tim 


Joh D-Own M-Own |F Own 
Ray i (rae (1% Sal 
Ray R-Sne ]\34 Sal 
Str a M-Spi |'4 Tim 
Str | 2 M-Spi {I Tim 

Bal M-Spi_ | Own 


31x4 1Ye Cont J 6-314x414| 23.44 
32x41 Cont 6-33 x4! 9] 27.34 
32x4 es Own 4-37¢x41! 9] 24.03 
31x4 es Fall ic 6-34x4!4] 23.41 
Duesenberg Straight. ...8} 1° 33x5 IN Own 8 |8-27¢x5 | 26.45 
Sear C} 1: 32x4'4)) H-Sp | 6-3 4x5 29.40 
Durant A-22 31x4 ve Cont |S 4-379x41¢] 24.03 


QFQrPQaQ aQ 
COCCI OIE CO 


4-40-41 y 3ix4 Lyco y 4-356x5 21.08 
‘ Cont J 6-3 ex4'4] 23.44 
Cont 6-334x41)] 27.34 
Own 6 |6-244x4!4] 17.34 


Co He ee ot 


Own 6-314x414| 23.44 
Cont |Spec |6-3%6x5 27.34 
Own {T 4-334x4 | 22.50 


one 


~ 


Own 6-314x4 | 25.35 None |Own 


o 


None {Ros 


Lyco 4-344x5 1.76 
1. None JOwn 


30x3 14 Own 4-354x4 | 21.03 


32x41 Weid 1-334x514] 22.50 
Own 6-3 6x5 29.40 
H-Sp 6-314x5 25.35 
Own 6-31 9x434] 29.40 
Own 6-3 ox5 29.40 
Own 4-3!4x5!o] 16.90 


None |Gem 
None |Gem 
None |Gem 
None |Jac 
None [Gem 
None }Ros 


em phe ee ee ee ee om oe CO em Ce me ee ee St =~ or 
> > a > 


Wm WwW 


None [Gem 
Hyd |Gem 
Hyd [Gem 
Hyd |Gem 


Own 6-314x5 25.36 
’ ( Cont 6-3 546x434] 26.34 
414! Ve Cont 6-3 %@x434 | 26.34 


EON eee a 32x44 
4c 32x6.2 Con 8-3x43¢ | 28.60 


Jordan “A 


32x414 Own 8-3 x5 | 28.80 None |Juc 


32x4 Own 55 16-3 5¢x514] 26.34 Hyd* |Jac 
33x5 Own ‘ 8-314x514| 33.80 
Anst I 6-3 546x419] 26.30 
Anst 6-3 §5x514] 26.30 
Own 6-3'¢x5 | 23.44 
Own 8-33¢x5 | 36.45 
Own 48 |6-419x5!4] 48.60 


None 
None |Ros 
None 
None 
None 
Mec 


Mec* 
None 


NoPowo wo CO Ce Rw 
Co ee CO 
3 ae 

- nop 


Str M-Spi [34 Own 
Ste M-Own | Own 
Ray D-Lon ‘ M-Pet | Tim Mec* 
Ray Wi D-M&E R-Sne_ |F Tim Mec* 


Str ° M-Spi |!4 Tim | 5. Hyd* 
Str , : M-Spi |'4 Tim | 5. > Hyd* 
Str “ M-Spi {4 Tim | 5.06 iLlyd* 
Zen ° M-Spi {|'4 Tim | 4. D; Hyd 

Mar ‘ M-Own |!4 Own | 4. None 
Mar e M-Own |'4 Own | 4.‘ q None 
Mar " M-Own |'4 Own} 5. None 
Str M-Mec |!4Own | 4. Mee 

Zen " R-Own |'4Own| 5. a None 
Til F y M-Own |! Own | 4. None 
Own 3 M-Spi |!2Own | 4. Mec 


Own M-Spi |}4 Own] 4. Mec 


Marmon 32x44 Own 4 §-334x514] 33.75 
31x4 Own 2: 4-35¢x4Vo] 21.03 
32x4'4 Wis Y 6-33 6x5 27.34 
McFarlan. 33x5 Own |TV 6-414x6 | 48.60 


Moon............+.6-4) 31x4 Cont J 6-314x414] 23.44 
> Sixt Cont 6-3'4x4lo] 25.35 
32x41 Cont |! 6-33¢x414| 27.34 
3x4 Cont 6-3x414} 23.44 


QQ0QQ SP PEe 


33x4 Own 6-314x5 | 25.35 
34x44 lY Own 6-314x5 | 25.35 
33x4 Own 4-33¢x5 | 18.28 


Own 6-213x434] 18.90 
Own 6-234 x434] 18.15 
Own 4-35x4 | 19.60 
Packard 33x44 Own 6-334x5 | 27.34 


Packard \ ‘ 33x5 Own 8-33¢x5 | 36.45 





o a Www wmNww i tae Og Co CO 


Q QA AQF BQQ 
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S-56 
S-56 
S-58 
S-54!4 
S-58 
5-56) 
S-54 
3-553 
S554 
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Duco finish is now factory stand- 
ardon the following cars: Oakland, 
(all models); Buick (all sport 
models); Chevrolet (Touring de 
Luxe);Cadillac( Roadster); Marmon 
(Sport Speedsters); Moon (Road- 
Ster, Series ““A”) ; Hupmobile 
(Roadster, Touring, 2-passenger 
Coupé, Club Sedan). Duco Refin- 
ishing stations are rapidly being 
established throughout the 
country. Already, 200 are located 
at strategic centers. Training 
Schools are also being opened in 
various cities. 


ee 


Another Reason why 
your customers want DUCO 


HE above is reproduced from one of a series of beautiful, 

color page advertisements for Duco to appear in The 
Saturday Evening Post for the rest of this year. This adver- 
tising, together with Duco’s ability to measure up to the 
unusual claims made for it, and the powerful word-of-mouth 
advertising on the part of thousands of delighted car owners, 
havecreateda great popular acceptance—a demand—for Duco. 


Your customers want Duco on their cars! All admire the 
deep, quiet lustre and smooth, durable surface of Duco. 
Equip yourself to take care of the profitable Duco-refinishing 
business in your locality. 


Write for full information and particulars. 


E. Il.DU PONT DE NEMOURS & CO.,, Inc. 
Chemical Products Division, PARLIN, N. J. 
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MOTOR AGE 


Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 





July 31, 1524 July 





ENGINE 


Electrical 
System 


Uni- 
versal 
Joints 


Clutch REAR AXLE 


Gear- 
set 








MAKE AND MODEL 


+ 
Balloon Equipment 


Wheelbase (Ins.) 
| Standard Size 


| (Ins.) 





| 
| 


== | 

< 
by 
a 


is] 
7) 


Peerless 


—— | 


Peerless 
Pierce-Arrow 


Pierce-Arrow 
Premier 


Rickenbacker 
Rickenbacker 


Roamer 


Roamer 


Stearns-Knight.. .. . 
Stearns-Knight.. . 


Stephens. ... 104 &26) | 
) 


Sterling-Knight 
Stevens Duryea 


Studebaker... . 
Studebaker.. . . 


- Light Sis 
Spec. Six 


Studebaker Big Six 


Westcott 


Westcott. 
Wills Ste. Claire. . 


Willys Knight. ... 


zo 
geal 
aE eas) 
tw = bo bo et BS Lb 
—- one oO ~ 


Kelsey... 112 
115 
118 


Pennant...... ° 
Premier 


112 
102 
113 


Rauch & Lang... .. 
Rauch & Lang** 
Reo.. 
Traveler 108! 4]32x 
ite... ; 119 
Willys Knight... .. 118 
Yellow 
Yellow 


109 
109 











Ae 


Number of Cylin- 
| ders, Bore and 
Stroke (Ins.) 
Rated Horsepower, 
3} N.A.C.C. 
Valve Arrangement 


Cont 
Own 


| 
| 
| 
| 


6-334x5 
6-31 9x5 
8-314x5 
6-4 x5le 


6-31 9x5 


6-33 ¢x5 


33.80 
38.40 


29.40 


16] 27.34 


Own 
Own 


Own 
Own 


29.40 
24.34 


Own 
Own 


6314x414 
6-335x5 


4-43 ¢x6 
6-314x434 
8-3 x43 , 


6-31 46x51 


30.65 
23.44 
28.80 
29.40 


Mons 
Own 
Own 
Cont {12 ox D 
G1 
G 
40 


CF 
750 

Spec 

Kni 


28.90 
16.90 
48.60 


Dues 
Own 
Own 


4-414 x6 
1-3! yx4! 3 
6-4! ox434 


21.08 
1: 3.00 


Lyco 4-35.¢x5 
Own 
Cont 
Own 
Own 
Own 


6-3! Doe 
Heart 25.¢ 
6-31 (x45 5 
6 4375x5! 


Own 
Own 


Own 6-31¢x4! 5] 2 
Own 
Own 6-37 4x5 
6-33 6x5 
4-43 ox6 
6-31 9x5 


6-90 
KLDH 


695 


27.34 
30.63 
29.40 


Own 
Own 
Own 
27.34 


Own 6-33 gx5 


Own 6-335x4!4] 24.38 
Cont 
Cont 
Cont 


Own 


29 40 
27 34 
27.34 
33.80 


6-31 6x5'4 
6-33 gx4lo 
6-334x4!6 
8-31 4x4 

4-39 x415 


Own 21.03 


Buda |WTU |4-334x51¢ 
Own 


Own 


4-37 x4! 
4-25 x4!) 


Lyco 
Cont 


4-35 gx5 
6-33 x4} o] 2 
Lyco 19.60 


Buda 
Buda 


22.50 
1g] 22.50 


Buda 


Own 
Own 


Buda 


99 50 


»| 21.03 


Own 
Own 











Cont |V 
Cont |\ 











:a Piston Material 


FQ QQ 


PO 


C 
C 
C 
C 


Number of Main 
| Crankshaft Bearings 
| Oiling System 
| Carbureter Make 
| Ignition System 
Make 


' Generator and 
| Starter Make 


A-K 
Del Del 


Del Del 
Del De! 


Del {Del 
Del Del 


A-L JA-L 
NE |NE 


Wes 
Bos 
Del 
Wes 


Wes 
Dyn 
“(i 


i] 
C302 


Own 


oS ONO NR! 


w 


Own 
Str 


Str 


Ray 


Str 
Str 
Zen 
Str 


_—-_ 


Bos 
Bos 
Bos 
Spl 


os Bobo 


Bos 
Con 
Bos 


A-L 
Non 
A-L 
A-K 
A-K 
Del 


Wes 
Bos 


{Wag 
\ Rem 
Wag 
Rem 
{Wag 
{Rem 
Rem 
Del 
Rem 


Dyn 
Wes 
Del 
De 
Del 
FP |Sch De Del 
PS (Til A-L JA-L 
iin a] ™ 
XICABS 
PC Bos |Wes 


N-E |N-E 
Bos Bos 


Del Del 
Del Del 


Bos 


Str 
Til 


Own 


Zen 
Non 
Til 
Sch 
Sch 
Str 


“1 lS 


A-L 
Bij 

A-L 
A-L 
A-L 
Del 


Wes 
Bos 


Str 
Str 


{Wag 
\ Rem 
J Way 
\ Rem 
| Wag 
| Rem 
Kem 
Rem 
Rem 


Dyn.. 
Wes 
Del 


Del 
Del 


Str 


Str 


PC |str 


PS |T1 
PP 
PS 
PC 
PC 


Str 


Ray 
Str 
Str 














Zen 


Ste 
Zen 


Car 
dtr 


Bos 


Wes 


Bos 


Zen 


Zen 
Zen 


Bos 
Bos 


Bos 
PC |Zen 


Zen 
lil 


Zen 
Zen 


Sp 
P> 
3 {PC 
3 {PC 


N-E} 
N-Lt 


Bos 
Bos 

















| Type and Make 

Type and Make 

| Type and Make 
+ 


|W-G- 


Own 


-to | Gear Ratio 


e¢ 


6 Tim 
16 Tim 


M-Mee 
M-Spi 


D-Lon 
D-Own 


D-Own 
D-Own 


P-B&B 
D-B&B 


P-B-L 
D-Own 


D-B-L 
P-Own 
M-Own 
P-B&B 
D-B-L 
P-B&B 
K-Own 


P-B&B 


M-Spi 
{ M-Spi 
\R-Goo 
M-Spi 
M-Blo 


Own 
Own 


B-L 
Own 


B-L |M-Spi 
Own Lon 

R-Own 
B-L |M-Spi 
Own |M-Mec 
Own |M-Mec 
Ful | R-M&h 
B-L 


R-M&hi 
Mun 


R-Sne 
Own |M-Own 
Own |M-Uni 
Non {Non 
War |M-Spi 4 Ad 
Own {R-Cli ‘6 Own 
Own |R-Cli '6 Own 
Mec |M-Mee |! 6 ‘Tim 
Ful 


R-Cli 
B-L |M-Spi 


R-The 


mi ee | 
ae a 


34 Tim 
15 Own 
4 Tim 
14 Col 
16 Tim 
Yo Own 





4 Stn 
4 Own 

Own 
34 ‘Tim 


34 
34 
34 
34 


34 Tim 
\ 2 Sal 
lV Own 


I Pen 
! 3 Own 


Com Rabo Bo me 
S2 4 UJ 4 


OLN LAS 
b os + Ee bi 
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P-Own 
P-B&B 
D-W-G 
P-B&B 
P-M&E 
P-B\B 
P-B&B 
P-B&B 
P-M&E 
P-Own 


D-Own 


Own 
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M-Spi 
M-Spi 
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M-Har 
M-Uni 
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Own 
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34 Own 
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D-Own 


B-L 


M-Spi_ }34 Sal 


34 Col 
34 Col 


Blo 
Blo 


Det 
None 
Own 
W-M 


Own 
Own 


B-L 
B-L 


Spi 
Own 
Own 


16 Sta 
Own 
34 Own 


Spi Col 


P-Own 
D-Own 


D-B-L 
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ABBREVIA'TIONS— 
**—_Electric 
+—Generator only 
*—-At extra cost 
t—On Phaeton models 
A— Aluminum 
Anst—Ansted 
Ad—Adams 
A-W—Atwater-Kent 
A-1.— Auto-Lite 
B—Semi Steel 
Bal—RBall & Ball 
B& B—Porg & Peck 
B-KF—Both Interna) 
Feur Wheels 
Bij—Bijur 
B-!I.— Brown-Lipe 
Blo—Blood 
Bos— Bosch 
C—Cast Iron 
Car—Carter 
Cli—Climax 
Col—Columbia 
Con—Connecticut 
Cont—Continental 


and External 


Y—NMultiple Disk 

Del— Delco 

Det— Detroit 

De J—De Jon 

Dit—Ditwiller 

Doo—Pooley 

Dtl—Detlaft 

Dues—Duesenberg 

Dur—Durston 
Dyn—Dyneto 

K—Full Elliptic 
h-F—External Four Wheels 
E-R—External Rear Wheels 

c T—External Transmission 
Eat—Faton 

F—Full Floating 
Fall—Falls 

Fli—F lint 

FP—full Pressure to all bear 

ings including wrist pins 

Ful—Fuller 

¥Y, F—Semi-Floating 

34 F—Three-Quarter Floating 
G—Head and Side 

G-D—Gray & Davis 
Gem—Gemmer 


G-L—Grant-Lees 
200—Goodrich 
H—Horizontal 
Har— Hart 
Hol—Holley 
Hoo— Hoosier 
H-Sp—Uerschell-Spillman 
Hyd—Hydraulic 
I—In Head 
I-F'—Internal Four Wheels 
{-R—lInternal Rear Wheels 
-J—Three-Quarter Elliptic 
Jne—Jacox 
Jax—Jaxon 
‘Tah—Johnson 
Jon—Jones 
I< —Cone 

Kin—Kingston 
¥.--L Hea 
Lawv—tlavine 

on—Long 
B.-N—I.eece-Neville 
Lyco—Lycoming 
Mar—Marvel 
M—Metal 


M & E— Merchant 
Mee— Mechanics 
Mons— Monson 
Mun—Muncie 
N—Platform 
Non—None 
N. E.—North East 
Nor—Northway 
O—Special ‘Type 
P—Single Plate 
PC—Pressure to all Crankshaft 
and connecting rod bearings 

Pen—Penfield 

Pet—Peters 

Pice— Pick 

PS—Splash with Pressure 
Q—OQuarter Elliptic 

R—Fabric 

Ray—Rapfield 

Rem—Remy 

Roc—Rockford 

Ros—Ross 

—Semi Elliptic 
Sal—Salisbury 

Sch—Schebler 


& Evans 





Sco——Scoe 
Sne —Snead 
Sp—Circulating Splash 
Spe—Special 
S pi—Spicer 
Spi—Splitdorft 
S. E.—Standari 
Sta—Standard 
Ste—Stewart 
Str—Stromberg 
NT—T Tend 
Vhe—Thermoid 
NThi—Thiemer 
TNil—Tillotson 
VTim—Timken 
Uni—Universal 
V— Cantilever 
W-G—Warner Uear 
W-M—Willys-Morrow 
Wagz—Wagner 
War—Warner 
Weid— Weide! 
Wes-—Westinghonuse 
Wis—- Wisconsin 
X—Sleeve 
Zen—Zenith 


Equipment 
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: A Preferred Product 
: Public Goodwill 
. Future Security 


a Cadillac dealers have all of these 
. advantages. And with them - - 
Real Factory Co-operation 


i 

+613 

= The Cadillac franchise is available in a few communities. 
55 Progressive dealers will find it both practicable and profitable 
i. to add the Cadillac to their line. Write us for information. 
“ith CADILLAC MOTOR CAR COMPANY 
$55 Division of General Motors Corporation 





DETROIT MICHIGAN 


0s 


3-57 


Standard of the World 


July 
MOTOR AGE July 31, 1924 
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AN! ==: IF YOU'LL GIVE ME THE == 
EEE DIMENSIONS OF THE STOCK FY 
TRE BINS YOU WANT I'LL GET 1VE CHANGED MY MIND 





THE BOYS WORKING £4] ABOUT THOSE WOOD BINS 


Beh ae ON THEM NEXT WEEK [=!'M GOING To USE A 
nee __/=> LUPTON SYSTEM 


= 


(\ 
TO CARRY MY PARTS 
| ‘a TTT = 
Sh 2 He cee |an8 Hee 


I'M GLAD | DIDNT LET THAT fp 
CARPENTER BUILD ME BINS. ‘am 
THIS EQUIPMENT COST ME LESS 
AND LOOK AT THE TIME AND 
SPACE IT SAVES! AND THAT 
LUPTON DISPLAY COUNTER } 
SELLS - ACCESSORIES ( 











Xl] | 





¢ o @ YOU, 
A Wise Decision eerannn 
LAPS Systems cost less than wooden bins of equal dealer, should be the 
carrying capacity, and take up one-third less room. Parts Depot in your 
LAPS Systems also save time in serving both your territory. 


shop and your customers. Why let the Indepen- 


And Lupton Display Counter makes an ideal division dent Parts Depot walk 
between the car sales room and the parts department. away with part of 


You will make a wise decision in getting a LAPS your profits? 
System without delay! 


DAVID LUPTON’S SONS CO. 


SALES OFFICE: 2631 Woodward Ave., DETROIT 
Main Office and Factory, PHILADELPHIA 


Lupton Auto Pants 
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Consider 
Walden~ 








OFFSET TYPES 
OF 
WALDEN-WORCESTER 
SOCKET WRENCHES 





" i WALLOON WORCESTER 8 


Heavy duty single end offset 
socket wrench. 





J 


Double end offset socket wrench. 








Triple Socket offset socket 
wrench, 








Quadruple socket offset socket 
wrench, 
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advan 
orcester Socket Wre 




















es of selling the 
Line / 


To stock Walden-Worcester Socket 
Wrenches, is to have the minimum of 
stock and minimum of capital invested for 
meeting the widest range of socket wrench 
demands. That’s why it pays to be a Wal- 
den-Worcester Dealer—the line is _profit- 
able! 


The second of a series of advertisements 
giving reasons why it pays to be a Walden- 
W orcester Dealer. 


Walden-Worcester Socket Wrenches are a line 
known by the trade, specified by the trade— 
having been approved by factory service man- 
agers of over forty popular makes of cars. 


A line recognized as standard quality tools, de- 
signed for time saving on service operations, 
backed by a factory guarantee against defec- 
tive material or workmanship. 


A line made by the originators and pioneers of 
Wire Handle Socket Wrenches—a line that has 
kept a step ahead of the socket wrench needs 
of the automotive industry. 


A line from which socket wrenches can be se- 
lected for servicing all of the popular makes of 
cars and trucks, each wrench in the selection be- 
ing particularly suited to the standard bolts and 
nuts on the particular make of car or truck it 
is made up for. 


Just around the corner everywhere, there’s a 
Walden-Worcester Jobber—buy from him. 


WALDEN-WORCESTER 


INCORPORATED 


GENERAL OFFICES AND FACTORY 
WORCESTER, 
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An Automobile Mechanic Suggested this Advertisement s 


Turned-Not ground-NO-LEAK-0's 
iit cylinder high-spois 











£ ““No-Leak-O Rings being turned, not ground, have a surface 
i which will conform to the high spots in cylinders and prop- 
erly fitted, will invariably correct the error of the high-priced 


0) ' ground rings.” (Name upon request.) | 
a . 


flora nas 























TEN 
WA, e 
| Read the Reasons 
Mele l = 
Ti i] = ¥ . Individually cast in one piece. 
| i i . Made of finest close-grained tough grey iron. 
SHAUL: aITTTTT — ‘ : ‘ 
es AAAI . Turned finish for quick seating. 
|| I i . Equalized pressure on cylinder walls. 
Hl | HIS tu I . The perfect oil seal means perfect combustion, 
alll! =~ li ; . The original patented non-clogging ‘* oilSEAL- dei 
es BY ing” groove insures perfect lubrication, prevents ma 
| | MF leakage due to worn or warped cylinder walls. the 
| | = : 
WIN : : . The perfect fit plus the constant oil seal made 
\ | z - possible by the angled groove makes it gas and Ins 
\ ' ’ oil tight under all conditions. It | 
No-Leak-O service is unexcelled. Prices 35c dir 
and up. mi 
By reversing the top No-Leak-O ring, with the A 
groove toward the firing chamber, kerosene and I 
unburnt gasoline is kept out of the crank case. de 
Standard replacement ring for ten years. te 
00 
Write for valuable plain-language literature and lea 
booklet “How to Fit Piston Rings.” Abso- im 
lutely free. Let us tell you how our liberal Se 
dealer proposition can increase your profits. re 
pa 
Prices 35c and up pl 
pr 
ea 
NO-LEAK-O PISTON RING CO. re 
Dept. 369 Muskegon, Mich. ' 
th 
de 
fit 
gi 





Important: In buying piston rings 
insist on genuine No-Leak-O with 
the original ‘toilSEALing”’ groove. 


Name ‘‘No-Leak-O” on every ring. J 


S ab ae Me ‘ : 
. ry eh 
Poi 
a 
N " A QO 


PISTON RINGS 
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Everybody Knows the 
Big Advantages of 


DILL 


INSTANT-ON 


DUST-and-VALVE CAP 


AR owners and car manufacturers 

alike have pronounced Instant-on 
a wonderful convenience. Owners 
demand Instant-ons for their cars and 
many manufacturers already specify 
them as standard equipment on all 
their models. And no wonder! 


Instant-on has simplified tire inflation. 
It has made what used to be a tedious, 
dirty, irritating job, the easy task of a 
minute or two. 

Another big Instant-on advantage that 
dealers are cashing in on is this. In- 
stant-on is a practical necessity for bal- 
loon tires. It seals the valve stem against 
leaks—and uniform inflation is of utmost 
importance in these big supersize tires. 


Sets of five, packed in individual boxes 
retail at $1.00 a set. A dozen sets, 
packed in an attractive counter dis- 
play, cost you $8.00. That means 50% 
profit on one of the fastest moving, 
easiest selling articles you can carry 
in stock. 


Ifyou don’t already carry Instant-ons, 
ask your jobber’s salesman about 
them. He will tell you how other 
dealers are piling up Instant-on pro- 
fits’ You cany make no mistake in 
giving him an Instant-on order. 


THE DILL MANUFACTURING CO., Cleveland, Ohio 
Manufactured in Canada by The Dill Manufacturing Co., of Canada Ltd., Toronto 

















valve stem with one or 
two turns— 





1 Just catch the cap on the 
a 
f 








ee meee 


y. then push down as far as 
the cap will go— 























3 another turn or two to 
tighten and it’s done. 


Dill Standard 
Valve Inside 


Another quick seller. 20 
of these metal boxes con- 
taining S insides each are 
mounted on a beautiful 
metal display stand, litho- 
graphed in colors. Boxes 
retail at 30 cents each. 
Display stand costs $4.20. 
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23 New Buick Models ; 


at prices that make them 


the Sreatest motor-car values 
ever offered 


Open Models Closed Models 


adard Si Standard Sixes 
onal 5-pass. Double Service Sedan $1475 
5-pass.Sedan . ¢« «+ «+ 1665 
S5-pass. Touring . . « 4-pass. we o «© «© « 1565 


2-pass. Roadster. «. 


2-pass. Double Service Coupe 1375 


. Master Sixes 

Master Sixes 5-pass.Sedam . . « « $2225 
2-pass. Roadster. . « $1365 7-pass. —. ° a e poe 

° ring. . - . 1395 5-pass. Brougham an. 
: — ge _ 1625 3-pass. Country Club Special 2075 
as + + © 4-pass.Coupe . . . . 2125 
3-pass. Sport Roadster . ~. 1750 7-pass. Limousine . . . 2525 
4-pass. Sport Touring - 1800 Town Car . . « « « 2925 


Enclosed Open Models 
(With Heaters) 
Standard Sixes Master Sixes 


2-pass. Roadster. . . 
2-pass. Roadster. . ~. . $1190 Soon. Touring. . 
5-pass. Touring . . ~. ~- 1250 7-pass. Touring. . . 


All Prices f. o. b. Buick Factories. Government Tax to be added. 








BUICK MOTOR COMPANY, FLINT, MICHIGAN 


Division of General Motors Corporation 
Pioneer Builders of Valve-in-Head MotorCars_ _Branchesin All Principal Cities— Dealers Everywhere 
Canadian Factories: McCLAUGHLIN-BUICK, Oshawa, Ont. 
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TITER AUTOMOBILES ARE BUILT, BUICK WI 
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ATWATER KENT MANUFACTURING COMPANY 


4957 STENTON AVE., PHILA., PA. 





MPROVED motor performance and the elimination 
of ignition trouble accounts for the increasing number 
of Ford cars equipped with Atwater KENT Ignition. 


Automotive dealers throughout the country profit daily 
by this general demand for an efficient ignition unit. 
The Atwater Kent System gives Ford owners every 
ignition advantage enjoyed on the more expensive cars. 
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for the dealer to 
talk about 


eee 








R. AND MRS. BUYER go 

shopping inthe magazines 

and newspapers for a 
new car long before they go visiting 
around among the showrooms. 


Advertising gets a chance to talk to 
prospects long before the dealer— 
therefore, it’s mighty important to 
the dealer what the advertising says. 


People nowadays want the facts. 
Advertising that really helps the 
dealer tells people the facts, instead 
of handing out a lot of wordy-wordy 
talk that can be said of any car— 
pretty language that goes in one 
ear and out the other. 


On the opposite page is a reduced- 
size sample of the kind of advertising 
that is making people sit up and take 
notice of the Willys-Knight. Ad- 


vertising packed with facts—with 


real hitting power—giving dealers 
something real to talk about. 


Willys-Knight advertising is cut 
out to do a selling job—and does 
it. Gives the public facts that sink 
in under the hair roots and stay 
there. Sends people into the deal- 
er’s showroom with wide open 
ears to hear more about the car. 


Read that ad on the opposite page. 
You can see from it why Willys- 
Knight sales are beating last year’s 
record—a year 238% ahead of the 
year before. You can see why 
Willys-Knight is such a good 
money-maker for dealers. 


A wonderful car, fine advertising, a 
dealer policy and franchise fairer than 
any you ever knew—everything is 
in your favor selling Willys-Knights. 
Write for the book of “Evidence”. 


WILLYS-OVERLAND, INC., TOLEDO, OHIO 


Willys-Overland Sales Co. Lid., Toronto, Canada 
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wpe tok Se — Back of the 
y parler —— 
seen == SAFE-T-STAT 
pear wont®® yoo te Te ve 8 Perea see York = 
mots Moe Pa Nas oor ae erie fF iti = is a modern efficient factory, and an 
Pe ree a porto ener ery . : organization composed of veteran 
Boe 1a ave 1 emeetoeely naentne ae fy ad automotive engineers who will man- 
vertnkan ae wot tine sare nee ufacture and market the Safe-T-Stat 
saeeraetee cor Bay ; in such a way as to guarantee a 
or “ee healthy and substantial business for 
quasi et Safe-T-Stat jobbers and dealers. 


Write us direct for detailed 
information. 


Look for Safe-T-Stat national 
advertising in such journals 
as American Magazine, Col- 

lier’s, The Literary Digest 
and Liberty . 


SAFE-|-STAT 
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ENGINE HEAT INDICATOR 
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The King of them all 
gives his Unqualified 


Approval 


O- of the first to appreciate the many advan- 
tages of an engine thermometer that 1s accurate 
and visible under all conditions was Barney Oldfield. 
He gave Safe-T-Stat a real test on his recent famous 
transcontinental run, and reported enthusiastically 
on its perfect performance. 


From New York to Los Angeles the Safe-T-Stat 
kept him informed day and night of his motor’s 
performance. 


Low water, insufficient oil, an idle fan,or a broken pump 
would have instantly registered trouble on the graduated 
dial and warned in time to prevent damage. 


“It was absolutely necessary to have an instrument that was 
accurate and visible night and day’’—writes this famous 
race-track veteran. 


Safe-T-Stat proved to Oldfield, as it will to every motorist, that 
the correct way to determine accurate engine heat is to take the 
temperature from the engine and show it on the instrument board. 


te SAFE-1-STAT Co. 


PHILADELPHIA 


GENERAL OFFICES 
Drexel Building 


FACTORY 
57th and Westminster Ave. 


MOTOR AGE 




















fy 7 f a 7, - 7 
One Mode! 
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rice Vi * 00 
Theft-Proof | Drop-Proof 
Requires No Locks 


Safe-T-Stat consists of a precision ther- 
mometer mounted on the dashboard and 
actuated by an unique thermostat. 
The graduated dial is visible day and 
night, and not only warns but shows 
the most efficient running heat. It 
always registers true engine tempera- 
ture regardless of weather or radiator 
conditions. 


Safe-T-Stat is permanently installed 
in a few moments and operates in- 
definitely without expense, adiust- 
ment or repair. 


One Model to Sell 
One Size to Stock 
One Price, $10.00 
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is ready 


INeves in the history of The Pierce-Arrow Motor Car 


Company has such an exceedingly attractive franchise 
been offered to dealers as at the present time. 


With the announcement of the new Pierce-Arrow 
Series 80, a vast new market is opened. Thousands of 
car owners who for years have harbored the desire to 
own a Pierce-Arrow are now offered a Pierce-Arrow at 
a price they will willingly pay. The possibilities for im- 
mediate and continued profits have few precedents in 
automotive history. 


Pierce-Arrow is perhaps the most valuable name in 
the automotive industry. The accompanying prestige 
makes public acceptance of the new car a matter of 
course. Although no statement of prices has been given 
out until this time, Pierce-Arrow dealers have been re- 
ceiving advance orders forthe new 


will blanket the quality buying field. It will send thou- 
sands of prospects into the Pierce-Arrow sales rooms. 


The new car itself is a product of which the entire 
Pierce-Arrow organization is proud. It subscribes in 
every way to the ideals that have dominated Pierce- 
Arrow activities through a quarter century of fine car 
building. 

The expansion of the Pierce-Arrow program now 
permits a dealer to handle an allied line of automotive 
products that smooths his sales curve throughout the 
year. With two types of motor cars, a complete line of 
heavy duty motor trucks and a line of de luxe motor 
busses, the Pierce-Arrow dealer holds a strongly forti- 
fied position. 


In the past, Pierce-Arrow dealers have been outstand- 








carin numbers that we would have 
thought unbelievable a year ago. 


Yet behind the new Pierce-Ar- 
row is being placed the tremen- 
dous driving power of the largest 
and most widespread advertis- 
ing campaign in the history of 








Series 80 * + 7-Passenger Touring Car 


$2,895 


5-Passenger Sedan, $3,895; at Buffalo 
Government Tax Additional 
STANDARD EQUIPMENT. . 
Pierce-Arrow Four-Wheel Safety Brakes 
“ 


Pierce-Arrow Products include passenger cars of two types; the 
Pierce- Arrow Dual-Valve Six and the Pierce-Arrow Series 80... 
Pierce-Arrow Motor Busses... Pierce- Arrow Heavy Duty Motor Trucks 


ingly successful. Yet the Pierce- 
Arrowfuture holds forth assurance 
of outdistancing everything in the 
past. — 


A genuine opportunity is pre- 
sented to those dealers qualified 
to take advantage of it. We in- 
vite correspondence from such 
dealers. 


. Balloon Tires 














the company. This advertising 


THE PIERCE-ARROW MOTOR CAR COMPANY, Buffalo, N. Y: 
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A New Car + A New Size «A New Price 
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Sertes 80 


Specifications in Brief 


2 


Wheelbase, 130 inches. Engine, 
6-cylinder, cast en bloc, L head 
type;3!4-inch bore, 5-inchstroke. 
Horsepower, S. A. E. rating 29.4 
horsepower. Crankshaft, diame- 
ter 23§ inches at main bearings, 
2 inches at crank pin bearings. 
7 main bearings. Clutch, single 
plate. Transmission, three speeds, 
forward and reverse, selective 
type. Frame, pressed steel, 714 
inches deep. Brakes, four-wheel 
safety brakes. Tires, 32 x 5.77 
balloons. 
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Indestructibility 


who will sell it? 


HE Thompson Silcrome Valve is in- 
destructible because it is positively 
impervious to heat. 


It is heat that raises Cain with ordinary 
valves—Under the terrific temperatures 
of engine usage they readily oxidize—then 
they warp, crack, scale and finally fail , 
completely. 


Even under far more severe tests Silcrome 
Valves do not oxidize and do not crack 
nor warp nor scale. 


Once properly seated (and they are lapped 
in easily) they remain properly seated 
giving full compression and full power 
and affording utmost fuel economy. 


Three years as standard equipment on 
America’s finest Engines has proved the 
Silcrome Valve. 


It is the lightest valve ever produced 
which means improved engine snap and 
pickup. 


It is longer wearing, outlasting four ordi- 
nary valves. 


It is non-air-hardening and non-warping 
and holds its true shape regardless of con- 
ditions or length of service. 


The greatest valve— Who will sell it? 
Write today for complete details. 


Thompson Products, Inc. 
Cleveland, Ohio 


Valves Bushings 


Bolts E Starting Cranks 











July 31, 1924 MOTOR AGE 





















AC Spark Plugs are a safe investment. 
They are the best known, easiest selling and most profitable 
spark plugs. 

They are backed up by the factory equipment business of more 


than 200 manufacturers, and by strong national advertising 
which creates a big demand for them, not only from owners of 


SE cars, but from the owners of other makes as well. 








HE AC 1075 for 
Fords is a big seller 
because it is a better 
plug for Ford engines 
—it satisfies the owner High temperature 
fins—patented car- 


and makes money for _ bon-proof porcelain 
™  __ the dealer. 


Heavy body porcelain 


es S| Heavy electrode 
% & — } forms natural oil 
drain 





15 05] — ” The high quality of AC Speedometers is evidenced by the fact that they are 


: now factory equipment on: 
ee ae BUICK GRAY MAXWELL 
CHEVROLET HAYNES OAKLAND 
a CHRYSLER LEXINGTON OLDSMOBILE 


2 5. THE MODEL FOR FORDS comes complete with all attachments and can 

< be easily and quickly installed. The simplicity of the new AC Direct Drive has 
done away with the swivel joint. A consistent national advertising campaign 
will acquaint the public with the advantages of the AC Speedometer and Direct 
Drive for Fords. 


AC Spark Plug Company, FLINT, amemgee 


Makers of AC Spark Plugs—AC Speedometers 


U.S. Pat. No. 1,135,727, April 13, 1915; U.S. Pat. No. 1,216,139, Feb. 13,1917. Other Patents Pending 
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’ Carburetors and S 
Hot Spots 


A Carburetor sales rec- 
ord never before equal- 
led—and made possible 
only by the fact that the 
STROMBERG CAR- 
BURETOR and HOT 
SPOT for Fords delivers 
more mileage—more power 
—than any other Carburetor 
offered. It makes possible 
quicker getaway—and much 
easier starting—four great 
essentials that every Ford 
owner is looking for. 





Equip your Ford now—put on 
the new 1924 STROMBERG a 


Model. Stop wasting gas— senger Carand Truck 
get more real enjoyment out of Manufacturers use 
driving your Ford than you ever Stromberg as stand- 
thought was possible. ard equipment. 


See your nearest dealer—if he 

doesn’t carry the famous Strom- 
berg Carburetor for Fords, write 
us direct for free literature and 
further information. 


THE STROMBERG MOTOR 
DEVICES CO. 


Dept. 727-B 
64 East 25th Street Chicago, IIl. 
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Pedrick Heat-Shaped Piston Rings 
are accepted as the Standard of the Piston 
Ring Field 





IVE years of continuous per- 

formance as standard factory 
equipment on America’s finest 
cars is an unqualified endorsement 
of Pedrick quality. 


In the replacement field Pedrick Quality has 
secured equally marked recognition. This 
recognition also is based on actual performance 
and service. 


Pedrick Heat-Shaped Piston Rings, Compres- 
sion and Oil-Control—in every size and 
over size—are always carried in stock for 
immediate shipment. 


The price of both the Compression and the Oil-Control 
Ring is almost as low as that of ordinary snap rings. 


The Pedrick Franchise is a most valuable asset. 
Write for particulars 


WILKENING MANUFACTURING COMPANY 
15th and Mt. Vernon Streets 
Philadelphia, Pa. 


ICES 


“HEAT- SHAPE D 





— =P aceon RINGS) 
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Falls Sixes and Eights are ,,. ..10. 
Federal-Mogul Equipped 














Fe over eight years the Federal-Mogul 
Corporation has been an unfailing source 
of supply for better engine bearings for 
Falls engines. 


All Falls main bearings are Federal-Moguls. 


All Falls connecting rods are lined with 


Mogul Alloy Genuine Babbitt. 


It is the confidence of manufacturers that 
Federal-Mogul gains by delivering better 
bearings and bearing metals steadily year in 
and year out that has brought to them the 
‘largest volume of standard equipment engine 
bearing business enjoyed by any manufacturer. 


A manufacturer is entitled to dependable, 
uniform, high quality and prompt deliveries. 
He gets all of these when he orders Federal- 
Mogul products. 


Write for Copy 
of This Interesting Circular 


It describes Radiated Engine bearings, the 
bearing especially designed to run cool. 


This special design means longer life for engine 
and bearing. It results in better performance. 


Let us send you descriptive matter. You 
will find the explanation of this new design 
interesting. 


FEDERAL-MOGUL CORPORATION 


A Consolidation of MUZZY-LYON CO. and the 
FEDERAL BEARING AND BUSHING CORPORATION 


DETROIT, MICH. 




















THUOUUUUOUUQROUULUUAGUOALOOUGEOGLALOUGSOUGUEOUAEOUGEEUASEUOQUOUOGEROAOOUAGELUOAEUOSEOOGUOUGEEULEEOAEOEOUGOOECAEEACOOUCAERUGEEOCEEOUOGEUGEOOUOOUOUOAEOAAEEUOOEOUGOUUOOOUUOOEUGGEOCOEEUAOEOUOOGEUOOOEUOEUOUAEREUUAEUULAUUOOOUUAEEUAAATS d AUUUUAAUUOOUUANSAONOUUEAOALOUUUAGULIIY 
“A manufacturer’s reputation is safe with Federal-Mogul products” 
DULUVUULUUUGL OUUUEUGGUUGEUOAEUOUEOOUEEOUALEOUAOEOUGULUGEEUGOOOAGELUGGAUGLUOUASOUGSSUUGENAGGUULEUOUASOLUOOEUALUOUOLUOUAEUUAOOOOEERUGOEUAOUOUUEOULOOACOOEUOSOOULOOUAEUOLLOOULEAOOGEUOOUOUGEOSUOGOEUAOUUGAOEUOOLUOLLCG4E001 mm ULAUUASUAAUEOANEEUASUOUAOEOUAEEAULH 
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Complete Line 


Bronze Back Babbitt 

Lined Bearings 

Die Cast Babbitt 

Bearings and Bushings 

Bronze Bushings 
Bronze Washers 
Bronze Castings 
Babbitt Metals 

Bronze Cored and Solid Bars 























The new Falls Eight main 
bearings are Federal- 


Moguls. Connecting rods 
are lined with Mogul Alloy 
Genuine Babbitt. 
































* 
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The MANLEY JACK which has proven so popular among garage- 
men has been further improved, the housing which carries the post 
now being one big strong casting instead of two pieces bolted to- 
gether. The post itself is now cylindrical in shape with the gear teeth 
integral, and is prevented from turning by a flat the entire length 
of the post opposite the teeth. The method of supporting the casters ‘ 
has been improved by using a drop forged yoke. 

The MANLEY JACK has long been one of the most practical 
jacks on the market, but all MANLEY EQUIPMENT is being im- 
proved constantly. 

THE PRICE OF THE MANLEY JACK REMAINS THE 
SAME.—$36. 


Of course it retains all the features which have made it a uni- 
versal favorite— 








“Only a Jack which can be It can be operated notch by notch, so that the jack may be used in 
operated with long or short close quarters or under overhanging bodies. 

strokes could be used under The pressure required to operate it is uniform from beginning to 
the differential of this car.” end of the stroke. 


It is correct mechanically and like all Manley equipment has a 
tremendous factor of safety. In other words, it is unusually strong 
and rugged and can be depended upon under all conditions. 


It can be supplied with a minimum clearance of either 6%4” and 
travel of 444” or minimum clearance of 734” and travel of 5%”. 


The price is the same for either type. Merely specify “High Type” 
or “Low Type”. 

It can be supplied with rubber tires at $11 extra. 
© the Business” . You can secure from your own jobber. 
Write us for special bulletin. 


Manley Mfg. Co., York, Pa. 











MCTOR AGE 


A GOOD NAME 


The LIFE TIMER has proven worthy of 
its name and seldom are we called upon 
to make good our unconditional guarantee 
to replace, immediately and _ without 
charge, any part or any timer which for 
any cause proves unsatisfactory. 


When a timer for Fords is as free from 
trouble as the LIFE TIMER has proven 
to be, is it any wonder that Dealers find it 
so easy and profitable to sell? 


You can be enthusiastic about the LIFE 
TIMER. 


You can tell Ford owners that a stream of 
water won't short it, it requires no oil, it 
wipes perfect contacts on the same prin- 
ciple as the distributors on high priced 
cars, its commutator is reversible, it will 
give perfect service regardless of end-play 
or wabble in the Ford cam-shaft and it is 


good for thousands of miles more than any _ 


ordinary timer. 


It is worth while to ask your Jobber right 
now to send you a trial dozen. 


Mechanical Production Company 
Milwaukee, Wis. 
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It is easy to show why it is 
not necessary to re-grind 


BOYLE VALVES. 


Follow the picture—using a bent 
business card to represent the seating 
plate. Press down on it, telling your 
customers that the way it wipes as it 
spreads illustrates the “Nevergrind” 


feature of BOYLE VALVES. 


BOYLE 


Nevergrind, Silent 


VALVES 


Because of the construction of the BOYLE VALVE, the seating plate is separated from the 
crown at the outer edge. When forced to the block it seats with a wiping action causing 


the seat to improve with use and doing away with re-grinding. 


Profit to You in Selling Boyle Valves 


Because these valves are not. high in price; because they 
are silent in action; because they give more power and 
speed; because they give quicker pick-up; and because 
they give greater gas mileage—every sale results in a 
satisfied customer. And a satisfied customer means con- 
tinued profits to you. 








It takes less time to install them than to re-grind ordinary 
valves. They carry a liberal discount. 


Write to-day for full information and prices. 





BOYLE VALVE COMPANY 


5821-3-5 North Ada Street 


a 


Chicago, Ill., U. S. A. 
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J NX 
Get the Good 


From our big 
national 
advertising by 
using our bright 
new display 
material. 
Ask your 
Jobber’s Sales- 
man for it 
now. 
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VULCANIZER 

















Shaler Sales Show Big Increase 


The simplicity of the Shaler is only one reason 
for its great popularity. Even a boy can make 
perfect tube repairs with it. More than two million 
motorists carry it in their cars for making emergency 
roadside repairs. 


Our continuous national advertising is winning new 
friends everywhere—motorists who are enthusiastic 
about the Shaler and recommend it to their friends— 
and has created a permanent repeat business on Shaler 
Patch-&-Heat Units. More than fifty million were 
sold last year. Order from your jobber’s salesman 
and keep your vulcanizers out in plain sight. 

You know of course that we are making a com- 


plete line of vulcanizing equipment for tire 
repair shops—the most complete line in the world. 































. y, 
\ C. A. SHALER CO., 213 Fourth Street, Waupun, Wisconsin 


Vj 
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A CORNER OF THE SHOP 


new conditions 


bring new opportunities— 


A few years ago every little elec- wind jobs at volume prices—and 
trical shop rewound armatures—or opened up a new source of profit 
attempted to, slowly, usually un- for the repairman! 
- o. satisfactorily, and at an almost pro- , , 
Price List ze ‘ P Where heretofore he had to try to 


hibitive price. 


Net Prices sell his customer a new armature 


Ford Generator Ast Today, with millions of cars in when his old one burned out, or risk 
EDS saints cicodiinted $1.95 operation, the vast number of ;re- an uncertain rewind job, he has 
Ford Starter Arma- wind jobs to be handled has made now but to mail the old armature 
TUTES --erecsseeeeeseseeeeeeneeeee 2,00 possible specialization in this field to us. The day we receive it, we 
Any Make of Two —has made possible the building of ship from stock a guaranteed re- 
pl ony wisioaishie 4.95 factories where the rewinding of wound armature. The repairman 
lies Mii. ot: Mies armatures 1s the exclusive occupa- gives it to his customer with his 
"Wait Staster tion. bill, which is our bill to him plus 
Armature Rewound.. 6.75 : ; A ; : his profit. Simple, easy, profitable 
Such is the H. M. Fredericks Co. and satisfactory. 
Motor Generator a pioneer in this field. In this fac- 
Northeast  ........-..00-+ $11.00 tory, special tools, specially de- Thousands of repairmen in all 
Simms Huff ............. . 7.00 signed machinery, corps of men parts of the country are profiting 
Del CO o.-ssoneeeeeeesseessssseons 12.00 ‘specializing on one single opera- thru our service. Why not take 
a? soveencnnsenensesenneseone oo tion, have made possible quality re- advantage of this opportunity ? 
PICRG ONE. cescesscicctcnsniennteene 12.00 


Any Vacuum Cleaner Write for our free booklet, “Low Cost Armature 
\rmature ...... 3.50 Winding Service. 





Armature Winding Specialists 


Lock Haven 
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The Profit Line 


oe The only profitable sale is the one that benefits both dealer 

, LEFT HAND and customer. A Gemco sale makes a lasting friend, 
\ \ RATCHET | brings repeat business, builds up your reputation as a 
‘4 reliable dealer. The fact that we are the world’s oldest 
‘\ bumper manufacturer, means that we have learned by 
\ ‘RIGID experience how to build every desirable and essential fea- 
\ ture into Gemco Bumpers that make for beauty, dura- 
\ bility and protection. 


——— || As Good As the Best Car 
An Economy on Any Car 


Let the dave you ever compared Gemco Bumpers with other 
| bumpers? Have you systematically watched the bumpers 

6“ Tr) on old cars as they come to your shop? If so, you have 
YANKEE discovered some things about Gemco strength and 


resiliency, about Gemco finish and stay-tight connections, 


RATCHET that will make the Gemco line a distinct asset to you in 
| your business. 


Save your muscle | ; Write us for catalog, discounts and name of nearest jobber. 
The “Yankee” Ratchet Movement is as | GEMCO MANUFACTURING CO. 


easy as the stem-wind on your watch. You | 760 S. Pierce St., Milwaukee, Wis 
drive a screw simply by turning the handle Bs , . 


forward and back. No need to let go your 
first good grip. 


“YANKEE” Ratchet 


Screw-drivers 


. 10 (illustrated) 2 in, to 12 in blades, 
.- 11 Same as No. 10 except ratchet’ shifter 
moves across instead of parallel to blade, 
. 12 Same as 6 in, No. 11 but with blade only 
1% in. long. 
.o, 15 (illustrated) has knurled thumb turn for 
starting small wobbly screws. 2 in, to 8 in. 
blades, 


Some other “YANKEE” Tools 


Ratchet Hand Ratchet Tap 
Drills Wrenches 
Ratchet Breast Vises—removable 
Drills base 
Ratchet Chain Plain Screw- 
Drills drivers 1% to 
Automatic Push 30 in. blades. 
Drills 
Dealers everywhere sell “YANKEE” Tools | 


























FREE Tool 
Book 


Write for this 
interesting book 
that shows and 
describes all the 
*Yankee’’ = time 
and labor saving 
tools. 





2 oe lot 


North Bros. Mfg. Co. 


Philadelphia, U.S. A. 


aan bet oh te O62 28 oo te 


“YANKEE 
TOOLS 


Make Betti F ; 





.~ Pl 
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Made of GENUINE COW-HIDE LEATHER 











SPECIAL POCKET 
FOR PROSPECT CARDS 


The pocket shown in the circle is on the 
back of the case, which gives the salesman 





QUICK ACCESS to his prospect cards Picture of Special Pocket 


without opening the case and searching 

through the inside. 

It is equipped with four index guides (for 4” x 6” cards) with perma- 
nent celluloid tabs, marked “Prospect,” “Canvass,’ “Owner Follow-up” and 
“File.” 

With this handy feature you can lay out your day’s work each morning 
and through Systematic Effort increase results. 


ARRANGEMENT OF POCKETS 


The inside has four roomy pockets with graduated leather divisions, 
a smaller pocket for business cards, and a pencil loop fitted with a 


pencil. 
MATERIAL AND CONSTRUCTION 


Made of finest quality GENUINE COWHIDE leather with a water- 
proof finish either in black or mahogany. 

The top of the case is strongly reinforced with a steel rod running 
from end to end. The comfortably padded handle is riveted clear 
through the steel rod, and will not tear out. The case is sewed with 
a special lock stitch which prevents the seams from ripping, a feature 
found only in the most expensive leather goods. 

A three position, heavily nickeled lock of pleasing design gives security 
to the contents and adds to the attractiveness of the case. 
EQUIPMENT: Each case is equipped with two correspondence fold- 
ers, four card index guides and a pencil. 


SALES Equipment CoMPANy 


408 KERR BLDG. DETROIT, MICHIGAN 





| MotoreX Sales Kit |=" 






















We guarantee 
satisfaction. 
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NOW MADE 
IN THREE SIZES 


Due to a large demand from 
automobile dealers and salesmen 
for a carrying case the same in 
design as the “MotoreX” SALES 
KIT but of larger capacity, we 
now furnish this popular bag in 
three sizes: 

No. 1—Regular Size—934 x 12% 
inches 

No. 2—Medium Size—11 x 15 inches 
No. 3—Large Size— 12 x 16 inches 
These sizes permit you to select 
the one that meets your require- 
ments exactly. 

All sizes are specially designed 
for automobile sales work and 
are sold on the same 
“Money - back” guarantee 
the regular ‘“MotoreX” 
SALES KIT carries. 


FINISHED IN BLACK 
OR MAHOGANY 





PRICES 


No. 1—Our Standard Kit 
Size: 934” high 1214” wide, 


$7.50 


No. 2—Medium Sized Kit 
Size: 11” high 15” wide, 


$9.50 


No. 3—Large Sized Kit 
Size: 12” high 16” wide, 


$10.50 


(Fitted with two locks) 
Postage Paid in U. S. A. 











OUR GUARANTEE 


“MOTOREX” SALES KITS to give perfect 
If for any reason they should fail to come up to 


your expectations, return them and we will REFUND YOUR 


MONEY 


Sent C.O.D. or Remittance with Order 


Order today the sales kits you want and take advantage of the 
low prices quantity production makes possible. 
You can enclose the purchase price with your order or mark the 


coupon for C. 


. D. shipment as you prefer. 
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SALES EQUIPMENT CO., 
108 Kerr Bldg., Detroit, Mich. 


“MOTOREX” SALES KITS as marked on this coupon. 


Please send to the address below the 








NO. | SIZE | PRICE 








1 | Standard—934”x121" | $7.50 


| Medium—11”x15” | 9.50 
} 











3 Large—12”x16”| 10.50 





WemeIRGANEO OF Giese es enclosed 


[] Send them C. O. D. (Mark an (x) in the square if 
you wish shipment made C. O. D.) 
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PROFITS 
== THAT SHOULD 
BE YOURS! 


Every day, good customers are going right by your door with 
motor reconditioning work that ought to be done in your shop. 
All because you are not equipped to handle this class of business. 























Mil 





Yet, with the investment of a few hundred dollars in Foster- 
Johnson Motor Reconditioning Tools you can do better motor 
reconditioning than that turned out on $2,000 to $3,000 cylinder 
grinders. You could save these customers considerable, give 
them greater satisfaction and earn handsome profits that right- 
fully should be yours! 














Easy to Operate 


F-J Cylinder Reamers and Hones are so simple to average cylinder block can be reamed and honed in 

operate that any mechanic can do first-class work with from thirty to sixty minutes. Hence your customer’s 

little experience. You don’t even need to remove the car is tied up only for a short while. The job costs 

engine from the frame. This saves time, for the less and you can do a great volume of this work. 
Send for Station Manual and Catalog 


Write for our Station Manual and Catalog of Re-Conditioning Tools. Let 
us show you how to increase your profits. 


FOSTER-JOHNSON REAMER CO. 


1306 Beardsley Avenue Elkhart, Indiana 


A Chain-Store Idea 


It sometimes happens that one store in a chain-store system 
will find itself in possession of certain merchandise that 
doesn’t sell. 














But we are told that often when the same goods are sent to. 
another of the chain-stores, located in another city, they are 
quickly disposed of. 


It seems that peoples’ tastes differ in different parts of the 
country; and that often merchandise which is a loss in one 
place, sells like hot cakes somewhere else. 


Have.you any merchandise that won’t sell? 


Advertise it for sale in the Broadcaster Department of this 
paper. It may be just what some other dealer wants. Only 
six cents a word. Try it. 


The - 


Broadcaster. 


4 
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“A Life Preserver 
for Every Motorist!”’ 


That’s what thousands of car-owners say of 
3asline Autowline. And it is like a life preserver 
—not thought about until needed, and then you 
» * simply can’t get along without it. 


No matter what happens—engine trouble, a 
skid into a ditch, or whatnot—Basline Autowline 
is tow-home insurance! You simply hail the first 
passing car—hitch on behind—and in a jiffy you’re 
on your way. Get one this week. 


Don’t buy “just a towline.” Insist on depend- 
able Basline Autowline—the original wire rope 
towline. Made of world-famous Yellow Strand 
Wire Rope. Handy, light, coils up flat and fits 
under your seat cushion. Has patented Snaffle 
Hooks. And only $4.95, east of the Rockies. 
Don’t put off buying this real necessity—this 
“Little Steel Rope with the Big Pull.” 


Money for Jobbers and Dealers: 


Basline Autowline pays you a good profit, it sells 
well, and is the ONLY Nationally-Advertised tow- 


line on the market. Push it this season. 


BRODERICK & BASCOM ROPE CO. 


ST. LOUIS—NEW YORK 


BASLINE 
AUTOWLINE 
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When self vulcanized 
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Touring this summer? 
Carry. Las-Stik 


© gasoline he . 

{ ‘ » teat or took wit 

\ momen S required te apply thi 

Pees: ton the road i apply this patch 
camp, and the tube is road if need 


be, of a momen: in 


capes good again, 
@S-SUK adheres ins 

Bs Stil 2 tantly because fi ’ 

Keeps fresh ip the can three meen — —_ —— 
Quickly becomes self. sd te 
Pressure, The hot 
weld. 


wleanized by r 
road heat : Ca 
ter the road the quric t and driv ing 


Atiached intwo / 
ker the permanent 


minutes : 

este «Teeps, tears out or blows out, } 
4s8tre as the tube itself art ce 
part of the tube, : 


Maker’s name on é 


“cause it is just as 


cd acts like any other integral 


“very inch of th 


90 cents and $1.60 at dealers Gece white material. Prices 


Pr be base ue Ty where, 
Mend, Panctags dec “AS-STIK PATCH MFG: CO. Hashes: 0. 
| he ha CLT ES 

| or Seventeen & 
} Inch Blowouts rs} 


ST 
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The world’s fastest selling tube 
patch is selling in larger volume 
every day—for these reasons— 


Constant advertising in the Satur- 
day Evening Post. 


Largest patch advertising cam- 
paign in farm papers. 


Makes perfect tube repairs insur- 
ing repeat business. 


Any dealer who will put it on his ; 
counter will make volume sales. 
Write. 


Las-Stik Patch Mfg. Co. 
Hamilton, Ohio 
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Aluminite 
Pistons 


Wear five times longer 

than die-cast _ pistons. 

They will not score, 

pump oil or slap. These 

Ribs carry heat away and 

prevent preignition. In 

use in 90 per cent of the 

successful racing motors. 

Weigh only one-third 

that of cast iron. Make 

a good four perform like 

a six. The result of nine 

years of successful oper- 

ation. Used by winner 

of Pikes Peak Race. A combination of right alloy and right 

design. The one great replacement for all makes of cars. 
We also make Aluminite connecting rods. Special 
prices. 























High Speed Camshafts 


Replacement for all makes of cars. Permit 
higher speeds and give any motor more 
power. Tests prove this. A quality re- 

; HINGE. placement at a low price. Replacement list, 
Syntgn ABN prices and discounts sent on request. 


In Cleveland~ GREEN 


it’s as 
, HOLLENDEN p/ . ENGINEERING CO. 


Le 


DAYTON, OHIO 
































Each Takes Place of ey | To Stop Oil Pumping and Piston Slap 


Old-Fashioned 
Clamp Types 


VISE Types Cost less — 


Seed ee | Only ones FULLY Guaranteed 





What works easier 


or grips tighter than a VISE? 


You can find no success- 
ful imitation of the Gen- 
uine Apex Innering to 
stop oil pumping and 
piston slap and increase 


1 - { 
ey fe, ane’ . power, pick-up and per- 
By 5 ‘ px es formance without re- 
= wa \ 





boring. 
~~ y We originated the Inner- 
Sample of any one of these 3 haa La ing idea. We have a 
Terminals FREE upon request ms patented | product that 
can not be duplicated 13 
New Dealer Deal anyone else. And with- 
Write for details en out our patented design 
rite or details on a new Plan a no Innering, no mutter 


Ask Your Jobber for “OHIO” Terminals r aes  Speceey om of we how it is made, ean back 
j inferior imitations of the Genuine Apex up such a guarantee as 


and Battery Equipment Innering. Now Guaranteed Apex will See 
7 Type No. 13 make more money than ever for you, ours. Look for our tus. 
: Write today. 


THE OHIO PARTS CO. enlists cm 
3305 Colerain Ave. Cincinnati, Ohio Dept. C. Peoria, Ill. 
i TNE NN AR AS CARER: AISI TRIER RS 























Jobber 
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for better Service to Dealers 


To provide dealers with better, 
quicker service on replacement bear- 
ings and to provide for a greater 
convenience of financial arrange- 
ments—we are distributing Little 
Giant Roller Bearings exclusively 
thru the jobbing trade. 

Jobbers are our factory representa- 
tives and able to give you almost 
instant service on Little Giants be- 
cause our facilities enable us to 
ship to jobbers on the day order 


ROLLER BEARING 


is received. 

Besides service and convenience, if 
you replace with Little Giants, cus- 
tomer satisfaction is assured. They 
are perfect replacement bearings, 
built to exact sizes and made of 
the finest bearing materials. 

Let husky Little Giants carry the 
Load! 

Dealers—Order from your jobber. 
Jobbers—Write for prices and dis- 
counts, 


co. OF AMERICA 


Frelinghuysen Ave. & Hunter St., Newark, N. J. 


We Make Bearings for Everything that Rolls 
Jobber Distribution exclusively! 


@XCIlu 


distribution 


Sively; 
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Sells for $20.00 





Costs You $5.00 
$15.00 Clean, Clear, Net Profit! 


Peck’s Improved Assortment 
of Springs specially selected 
for Garage and Service Sta- 
tion use (no dead sizes) costs 
$5.00. Used on repair work 
these springs bring you in 
$20.00. 

$15.00 in your pocket and a 
lot of time saved. Varieties 





The Peck 





from 1 in. to 10 in. in length 
up to % in. in diameter—the 
sizes you need—and a profit 
well worth while! 


Watch for the jobber’s sales- 
man—or write your jobber to- 
day — but — remember the 
profit! 


Spring Co. 


PLAINVILLE, CONN. 
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Silent Running 


A Brunner Air Compressor operates so 
smoothly and with so little noise that 
while it is running you can hear your 
watch tick—if your watch is running. 
The reason for this silent performance 
lies in excellence of design and building. 
A Brunner is a solid locked assembly— 
rigid, unswaying, self-contained — in 
which contact surfaces are ground to 
exact fits so that vibration and rattles 
and leaks cannot develop. 


Also—by means of the skill and care ex- 
erted in its manufacture a Brunner 
starts quickly, works fast, costs little to 
maintain, lasts long and is absolutely 
safe. 


There is a Brunner for every need. 
Write for catalogue. 


Brunner Mfg. Co., Utica, N. Y. 


Oldest and largest manufacturers of garage air com- 
pressors in the world 
_ , BRANCH OFFICES: 
Cincinnati, Kansas City, San Francisco 
EXPORT OFFICE: Utica 


BRUNNER 


AIR COMPRESSORS 






1924 Model 939 
2 Stage Compressor 


With 20 exclusive features, 
a few of which are: 

Extra large intercooler. 
Improved Belt Tightener. 
Ground Contact surfaces. 
Removable Cylinders. 
Forked-type Connecting 
Rods—Minimizing vibration. 
Every part built with spe- : 
cial tools and gauges, insur- Solderless Compression 
ing absolute interchange Couplings. 

ability. Brunner Patented No. 73 
Seamless Steel Tank—insur- Safety. V al v e—Absolutely 
ing absolute safety. Air Tight. 
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EXPANSION — 
: BD HAND REAMER | 
BLADES CUT AT 
DIFFERENT ANGLES 
Each successive blade 
cuts AT A DIFFER- 
ENT ANGLE 


from the one 
before it. 


No CHATTER, 
no DIGGING IN— 
even in keyed holes. 
TWICE the expansion of others. All 
sizes. Money-back guarantee. 
Ask about the GAMMONS TAPER PIN 
REAMER—Wonderful Time-saver. 


THE GAMMONS-HOLMAN CO. 


Dept. C. Manchester, Conn. 











ROOF 16 OVERHEAD VALVE EQUIPMENT 
For Ford and Dodge Motors 
ROOF 8 VALVE HEAD FOR FORD MOTOR 


Stupendous Power— 
Lightning Speed 
Ford racing cars with Roof 
Equipment are rivals on 
mile and one half mile 
tracks of the highest priced 
racing cars. Doubles the 
pulling power of the Ford 
or Dodge pleasure car or 
truck. Hill climbing and 
general road work beyond 
wildest dreams of the own- 
er. Complete — ready for 
installation—no machine 

work necessary. 
We are headquarters for 
all speed equipment. No 
matter what you want, 
write us. Racing quality 
—lowest prices. A _ postal 
card brings you complete 
“— of our specia}ties. 
bbers—Dealers—Consumers—Write Us. 
THE LAUREL MOTORS CORPORATION, ANDERSON, {SNDIANA 























Get This ‘‘Pioneer’’ 
$6 5 Garage Special 


Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop— 


“It Will Do The Work” 
Louisville Electric Mfg. Co. 


Incorporated Louisville, Ky., U. S. A. 
C. E. Willey, Pres. J. B. McFerran, Secy.-Treas. 








You get quality work, SAE 
specification materials, and 
the right price if you send 
your connecting rods to a 
Watkins plant for rebuild- 
ing and refuse imitations of 


REBABBITTING 
SERVICE 


“One Day Service from factory 
nearest you” 


Chicago, Ill., Berguson Skinner Corporation. 
Hartford, Conn. + Ripley Motor Services, Inc. 
Indianapolls, Ind., Indiana Watkins Mfg. Co. 
——— Ont., Watkins Mfg. Co. of Canada, 


New bolts and nuts, lam!- Los Angeles, Callf., Wright Mfg. Co. 

nated shims, new piston pin Memphis, Tenn., J.B. Cook Auto Machine Co, 
: . Minneapolls, Minn. + Wright Manufacturing Co. 

bushing are part of the rod Wew York, N. Y., Lake Sales Company. 

oe at no extra Omaha, Nebr., Interstate Machinery & Supply 

charge. 

New Bearing tinned in the gr o. Be Feces 1 Mater Car & 

rod and broached to mirror ouls, Mo., H. achine Co. 

finish fits quickly to crank- — wm ; Solon, Grinding Co IN . 

shaft and cuts time on flat Toledo. Ohic, P Benen enon oe of New Yor 

rate repair jobs. Practice Washington, D. C., R-L Motive Parts, Inc. 

sending your rods in reg- aterloo, la., All States Rebabbitting Service 

ularly. There’s profit in it. a ag Kans,, Home Office, The Watkins 

g. Co. 


WATKINS 
Compl’ 
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New Departure 
Ball Bearings 


Outsell because they Excel 


The New Departure Mfg. Co., Bristol, Conn. - Detroit - Chicago 


© ShelRicardo Head 


Even though casual inspection 


evidence of wide improvement 
over conventional types of com- 
bustion chamber design, nothing 
is quite as conclusive, quite so 
determining as Ricardo Ell 
Head Engine behavior in 
service. 

_ performance is a definite 
th There its economies can 
be pe mes and compared. 


WAUKESHA 


Motor Company 
ENGINE BUILDERS 
Waukesha, Wisconsin 
New York, N. Y. 





of the Ricardo Head discloses . 



































BLACK & DECKE 


Gawean. Md. 


EXCELSIOR TEST BENCH 
With the Positive Drive and Speed Control 
In 


CREASE 
YOUR PROFITS! 


Starting, lighting and 
ignition pays bigger 
profits than any 
other branch of 
automotive service. 


The Excelsior 
Test Bench 














equips your shop com- 
plete for this work. 


| Price 385.00 


Payable $50 per month 
Write for bulletin 975M 
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Pore-Blown Plates Give More 
Capacity Over a Longer Life 


The two things that battery users want are a sure, de- 
pendable kick in any kind of weather and long battery 
life. 

Pore-Blown Plates fill these desires better than any other 
plates because the material that goes into them is 100 per 
cent active. The process for making them is an exclusive 
one that gives them unusual porosity. Besides this, the 
grids are extra re-enforced. 

Your trial order for Pore-Blown Plates will be a good 
investment. We also handle all battery parts. 


General Storage Battery Co. 
2005 Locust St. St. Louis 


Pore-Blown Plates 




















(LANDIS] 


The LANDIS Cylinder 
Grinding Machine is the 
perfected product of the 
world’s largest ex- 
clusive grinder 
builders, Because of 
our volume we can 
afford to give you MORB 
VALUE for your money. 
Built expressly for auto- 
motive repair shops. Ex- 
tremely simple in design 
and operation. Don’t buy 

machine without first 
getting a LANDIS quota- 
tion. Catalog. 


Landis Tool Co., Waynesboro, Pa. 


New York Office—30 Church St. 













SHOWING THE 
SLOTS COMPRESSED 
BY THE FINGERS 











YY’ EXPANSION . 
makes this 
opportunity ! 






ee Packing Rings for Pistons come 
.010” oversize in width and the STAGGERED 
SLOTS compress to allow them to enter the ring- 
groove. Positively cure for piston-slap and oil 
pumping in taper and out-of-round cylinders. Re- 
store full compression—and save car-owner $50.00 
to $85.00 on a reconditioning job. 


DEALERS WANTED IN EXCLUSIVE TERRITORY 


Biggest opportunity in years. You buy 
direct and get all the discounts. Terri- 


tory going rapidly. Don’t wait. Write. 


The Solenberger Piston Ring Co. 
1966 E. 66th St., Cleveland, Ohio 


SIMPLEX 


PACKING RINGS 
a4 Pistons 























Services of our Engineering Department are at your command at all 
times on layouts where Angular Contact Radial Bearings or Angular 
Contact Thrust Bearings are used. 

Our experience is broad and covers many years. 

When may we be of service to your organization? 


The Bearings Company of America 


Lancaster, Penna. 
Western Sales Office, 
1012 Ford Bldg., 
Detroit, Mich. 























TESTER 














THE BEST TOOL IN THE SHOP! 


Every Handy 
garage for the 
needs small 
one jobs 











Every purchaser of TORIT ACETYLENE TORCH No. 13 says it beats anything 
they ever saw. We guarantee it. 

USES NOTHING BUT ACETYLENE. 
and the outfit is put to work. 

Complete as above, with @pnnection for Presto auto tank, and full instructions. 


$7.50 IN U. S. A. $10.00 in Canada 


Order from your Jobber’s salesman, or 
ST. PAUL WELDING & MFG. CO., 169 W. Third St., 
St. Paul, Minn. 


Simply connect to Presto tank, light gas, 


———— 
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<00 east 


of the rochies 


OVER THREE MILLION NOW IN USE! 


It is popular because it is reliable and durable. 


It pays in satisfaction and increased business to 
put your sales efforts back of the “BREAK-NOT”, 


Price $1.00 East of the Rockies 
And Worth lt 





MADE BY 


E.EDELMANN &* vu 


ae oY eal MOLCT YW, i= 1 AYA BP CHICAGO !LLINOIS 
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OoRIGINAL 


SELF LOCKING RADIATOR CAP 
GENERAL AUTOMOTIVE CORP., 600 W. Jackson Blvd., CHICAGO 





3,000 Dealers Make Bigger Profits 


It will pay you to investigate 


GUARANTEED 
18 MONTHS 


COLE BATTERY SALES CORP.” 208""1"" 














The 100% Lubricants 


Guaranteed not to cake or harden or to con- 
tain any Moisture, Mineral or Fatty Acids. 

Attractive proposition for Jobbers and 
Dealers. 


RADIANT OIL CO., Inc. 


Manufacturers and Compounders 


Charm 


TRADE MA 





THE QUINCY SILENT AIR-MASTER 


The Most Air Per Dollar Cost 


WALL PUMP & COMPRESSOR CO. 
Quincy, Ill., U.S. A. 




















Be equipped with these 

two efficient machines to 

render good service on cyl- 

inder reboring and valve 
CYLINDER REBORING 


grinding jobs. 
MACHINE & VALVE 52¥¢_time and labor and 
GRINDER 


get more profit. 
Write for details. 
WAYNE TOOL MFG. CO., WAYNESBORO, PA. 





QUALITY—PROFIT—TURNOVER 
American 
TTDI 
American Hammered Piston Ring Company 
Baltimore, Maryland 














utomatic 
WIADSHIELD CLEANER 


A good profit for you in this 
wonderful, fast-selling necessity. 
Ask your jobber or write. 
SPECIALTY CO., CLEVELAND 


“It Cleans 
While 
You Drive’’ 


THE FOLBERTH AUTO 


Let us send you our FREE Catalogue on 


uetter's 
Fly-Wheel GearBands 


Huetter Machine & Tool Co. 


546 Kentucky Ave. Indianapolis, Ind. 









































Wonderful Time Saver 


The C & G Wheel Puller removes wheels in a jiffy. 
No thread stripping. No wobbly wheels from spoke strain or 
Sprung brake drums. The harder the pull, the tighter the 
grip evenly applied over whole wheel hub. Write for further 
information. 

Sold on money back guarantee—$12.00 

Adapters—$2.00 each 
State for which car. Adapters fit from two to 15 cars. 


The C & G Wheel Puller Co., Wellsville, N. Y. 











WELCO ‘‘NEVA-LOST”’ 
GAS TANK CAP $1.50 


The Welker-Hoops Mfg. Co., Middletown, Ct. 
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SPEED-O 


Multiple Valve Lifter 


LIFTS 8 TO 12 VALVE SPRINGS 
IN LESS THAN 30 SECONDS 
Manufactured by 
SPEED-O MULTIPLE VALVE LIFTER CORP, 
1926 Broadway, New York 
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USE THE AMMCO 


Cylinder Re-Conditioning Tool 
Regrinds and refinishes cylinder bores. It is 
self-adjusting, self-aligning and self-centering. 
Write for Bulletin. 

Automotive Maintenance Machinery 
Company 


551 W. Washington St. Chicago 











“> STORE FRONTS 


Write for Special Book Garage Fronts 





THE KAWNEER CO., 1219 Front St., Niles, Mich. 











RAMCO 


Cushion 


INNER RINGS 


fit behind piston rings and keep them in perfect con- 
tact with the cylinder walls at amy motor speed or 
temperature. 


RAMSEY ACCESSORIES MFG. CORP. ST. LOUIS, MO. 
































BATTERY SERVICE EQUIPMENT] 
UNITRON | PoRTOSTA’ 


_ Rectifier Test Set 
FOREST ELECTRIC COMPANY 


New and Wilsey Streets 




















The Allen Manufacturing Company, Hartford, Conn. 
































July 31, 1924 


MOTOR 





















eqriacary 7 EVERY FORD SHOULD 
Ford Faithful il ba AVE THIS 

a Orne pYSTEM si Positive lubrication for 
A if transmission. Sells on sight 
Display it and ring up the 
profits. Retails $5.75. Many 
dealers making big clean-up. 
Write for details. 


W. O. Thompson Mfsg. Co. 
330 Mountain View St. Pasadena, Cal. 



















Electric Drills-Grinders Bulters 
A tool for every pur- 
pose. Long service 
makes them cost the 
least. 

The Cincinnati Electrical 

Tool Co. 


1515 Freeman Ave., Cincinnati, O. 

















Now offering both the matchless Peerless 
Eight and the Superb Peerless Six 


PEERLESS. 




















a PERFECTION a 


SPRINGS 
























MONEY MAKING MACHINES 


STORMIZING machines are truly 
money makers. They enable you 
to make biggest profits on every 
overhaul job. They handle all your 
cylinder renewing, accurately and 
efficiently, enabling you to turn out 
the high quality work that wins 
your customers’ lasting approval. 
The automatic time and labor sav- 
ing features make big profits pos- 
sible by lowering operation costs. 


Write for the Storm Book, 
“Modern Cylinder Methods’ 





406 A Sixth Ave. So. 


Minneapolis 














OSAP Com essors 
—— Msacg ——_— 
Made in many sizes to meet any and all require- 
ments in garage, tire repair shop and filling station. 
Six types: Two Stage, Single Stage, Air Cooled, 
Water Cooled, Stationary, Portable. Our low prices 
enable you to get a Compressor for a small investment. 


Send for literature. 


The United States Air Compressor Co. 
5304 Harvard Ave. Cleveland, Ohio 

















CABLES of Quality 
ie (fa La — _ the beginning 
a 7 bi @, Z WARREN, 


OHIO 














See the 
Broadcaster 


Department 
Pages 96 and 97 








OUT WHERE THE RUTS BEGIN 


Anchor Auto Bulbs Find the Smooth Stretches 


Ordinary lamps will serve on brilliantly 
lighted boulevards, but it takes a quality 
bulb to point the safe way along a bad 
stretch of road. 

To know that your headlights, with 
their seemingly fragile filament will take 
more bumping than a piece of cast iron 
is an assuring feat when you need light 
badly. 


ANCHOR AUTO BULBS 


“Triple-Tested Never-Bested”’ 
are especially watched to see that the fila- 
ment has no weak spots. Each bulb gets its 
bumps before it is permitted to be stamped 
with the Anchor mark of merit. And this 
quality lamp—willing to meet all comers on 
that basis—strange to say costs less than 
mediocre lamps. 

Purchased everywhere for all cars. 


Anchor Electric Company, 555 W. Jackson Blvd., Chicago, Il. 
Originators of “Same Day Service” in the Auto Bulb Industry 





“Triple 
Tested 











Lamps and Accessories 


A quality group of fast selling items 
for every automotive requirement. 


Organised to supply the jobber and 
dealer exclusively. 


THE CINCINNATI VICTOR CO. 
714 Reading Road Cincinnati, Ohio 



































“CONNEAUT” 
Plastic Metallic Packing 


Patented 


Stops the leaks in automobile water pumps. Mold it with your fingers. Makes 
& smooth metal bearing—adjustable and practically frictionless. At your 
Jobbers—Get it today. It does the trick. Put up in 1 Ib. cans. If your Jobber 
doesn’t carry it, write us direct. Price $1.65 per pound, f. o. b. Conneaut, Ohio. 














|_ The Conneaut Packing Company 


Conneaut, Ohio 








FOLLETT’S wcor. TIME STAMP 


—accounts for every labor minute 


Prints the year, month, day, hour, 
minute, A. M. or P. M. at the exact 
moment the plunger is pressed—like 
this, for example: 


NOV 19 1920 4 31 PM 


Tells when a job is started—and when it is 
finished. There can be no dispute over the 
time charge. 





Learn the _ in- 
teresting details 
from our. de- 
scriptive data. 


Absolutely automatic—except for winding. 
Every machine guaranteed. 


Follett Time Recording Co., 217 High Street, Newark, N. J. 
“Established Since 1904” 
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140 Combinations 
—all in this ONE set 


Everything you need, in one small box, compact, 
accessible, and a real mechanic’s outfit. Sockets 
will not break. Fully guaranteed. Ask your dealer 
or write us. 
The Eastern Machine Screw Corp. 
10-20 Barclay Street, New Haven, Conn. 








ete IT’S EASY TO SELL 


“The only oil ring with a 
mileage guarantee” 
“Sav-Oll” Is stamped on bottom of every ring 
The Sav-Oil Ring Mfg. Co. 


1037 S. Figueroa St., Los Angeles 


REGISTERED 


























Fuel 


Zenith - Detroit Corporation, Detroit, Mich. 








Real High Tension Ignition 
for Ford Cars 


Varley coils eliminate nearly all chronic ignition 
trouble. Save gas. Add power. Keep plugs clean. 
Stop misfiring. Save repairs. $2.50 each. Write for 
full particulars. 


The Autocoil Co., Jersey City, N. J. 














CRANK PIN 
RE-TURNING 
TOOL 











$17.80 COLONIAL CYLINDER HONES $17.50 
PRICES REDUCED ONE HALF 


You can now buy the Colonial Cylinder Hone, an approved tool for this class of 
work and one of the best Hones on the market at $17.50 each F. O. B. Kalamazoo. 
Made in three sizes, one, two and three, No. 1 2%” to 3%”, No. 2 3%” to 3%” 
bore, No. 3 3%” to 4%”. . 
Colonial Cylinder Hones are now being used by some of the best factory Service 
Stations in the country as well as by numerous Service Station Owners, 


Colonial Gear & Manufacturing Co., Kalamazoo, Mich. 























Mosler SPIT-FIRE Timer 


Works like a clock 


New Design combines double_life reversible roter and_ lubricated 
cushion felt raceway. Eliminates wear. Price, $1.25 


MOSLER METAL PRODUCTS CORP. Mt. Vernon, N. Y 
Manufacturers Mosler Superior Spark Plugs. 








PERFECT PERFORMANCE 


The remarkable showing of the three Fronty- 
Fords in the 500 mile race was due solely to 
the reer Sree Head. This head is 
adapted f YOUR Eord by its de- 
signer an@® builder, Arthur Chevrolet. Book, 
“How té Build a Fronty-Ford,” $2; free with 
orders of $50 or more. Write for FREE catalog. 


rontenac CHEVROLET BROS. MFG. CO. 
CYLINDER HEAD 410 W. 10th St. INDIANAPOLIS, IND. 

















LINENDOLL marer 


Attractive in appearance, with cleaning 
features of removable heating coil with no 
connecting joints inside the heater pan to 
leak. Meets instant approval. No odor or 
noise. Easily installed and operated. Will 
boost your winter sales—get our attractive 
trade proposition 

THE NORWALK AUTO PARTS CO. 

Norwalk, Ohlo 























GATES VULCO 


Fan Belts and Radiator Hose 


Made By 








The World's Largest Makers of Fan Belts 




















INSHIELD treurs 
INSIDE THE WINDSHIELD—NO GLASS TO CUT 


INSHIELD 8 INSHIELD SENIOR 
4% in. diameter. Heavy 5% in. diameter. Nickel 
Nickel or Black Enamel. finish only. Simplest and 
Made of heavy sheet brass. — pest’ inner-controlled driv- 
21 c. p. Mazda precision ng light made. 

type tipless bulb, _ silver, $10.00 
triple-plated reflector $7.50 


The Inshield Products Co., Toledo, Ohio 
Patented Oct. 30, 1923 Formerly the Thal & Bitter Machine Co. 














Pulls Car Over (0.67 a, 
Rough Spots spo” 
No friction—no springs— 
no oiling. For Fords—solid Drop 
Forging—$24.00, 


YORK ELECTRIC & MACHINE CO. 
York, Pa. 




















Bill ex on 


for every car 


WITH DISTINCTION” “lizzie 
THE BIFLEX CORPORATION, Waukegan, Ill. 














“It pays to buy a Kellogg” 


ELLOG 


COMPRESSORS 


ROCHESTER, NEW YORK 









































“The Best- 
Gets Ba? 
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Cyclo “‘Dynamic’”’ Hot-Spot 


















































Wm. E. Kemp, 245 W. 55th St., New York City 
New York and New England Distributor 


’ THE UNITED AIR CLEANER 


Dustless Air to the Motor 











The Aristocrats of | 
ao KISSEL i: 
This ‘Modified Vapor’ manifold gives a gas with lots of : 7Models- Open andClosed 
ER yg ge Built Car” Distributors in _ principal 
varies the heating inversely with the load. cities. Open territory now 
being closed. 
; The best permanent proposition for dealers. 
_X Kissel Motor Car Co. 
CYCLO MANIFOLD CO. High & Chestnut, Akron, Ohio Hartford, Wis, ) 
Make the Air Cleaner Dealers INSIST UPON. Over a 
: ‘ Every Million 
Profits in Your Community Where In Use 
UNITED MFG. & DISTRIBUTING CO. 
9707 Cottage Grove Ave., Chicago, Ill., U.S.A. he Original 


SILENT TIMING GEARS 


CELORON 


Dalton & Balch, Inc. 2333 Michigan Ave., Chicago 























SHNSON Gas Appliances 


Metal-Melting Soldering Heat-Treating 


SEAL TG 


Pacifico Coast oy c. Babcock Co., San Franolseo, Calif. 
New York Simeon tt? Lafayette St. 




















Over 110,000,000 





| Papered 1 
ROLLER BEARINGS 


Have Been Manufactured 























Spring-steel, Oil-tempered Bumpers in Six Complete Styles. Guar- 
anteed Satisfactory Attaching Arms for all Leading Makes of Cars. 


We invite comparison in appearance, quality and price. 
THE BELLEVUE MANUFACTURING CO., Bellevue, Ohio 














ELGIN QUALITY 


PISTON PINS 


Regular, Oversize, Orphan 
Shipped Same Day 
Elgin, Ill. 
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ELGIN MACHINE WORKS 

















YOU can handle this body PROFITABLY 


All steel construction provides 
lightweight with extreme 
strength. Outlast chassis. 


One design fills most light 


PRE | SS Ss | = |B) truck user’s requirements. 


BODI Ton and Half-ton sizes. 


Shipped knocked down. Low 
THE HYMAN PRESSED BODY CO., 








priced. Distributor and dealer 
terms liberal. Write. t 
Huntington, W. Va. 














Buick Continues Hall Endorsement 


After using Hall Hones for over one 
year Buick test out the New Hall Hone 
and approve of it. It is the only Hone 
endorsed by Buick. 


THE HALL CYLINDER HONE CO. 
435 Dorr St., Toledo, Ohio 























$2.00 


$5.00 
ALL WORK GUARANTEED—WRITE FOR PRICE LIST 
U. S. AUTO SUPPLY CO., 3845-49 S. WABASH AVE., CHICAGO 


a 
Send U. S. Your Armature Repair Work = $ 5 food: /mes 
FORD TWO UNIT TT eet For Ford Cars ani Truck 
ARMATURES cs TWO UNIT Is as reliable as the Ford Car itself oe as- 
REWOUND GENERATOR sures a@ positive cooling system that constant- 
ARM — ly functions. No more overheating—No more 
























freezing In travel—Made engineeringly cor- 
rect of best materials—quickly and easily in- 
stalled. Write for Dealer Discounts and com- 


plete information. 
WOOD-IMES MFG. CO., MINNEAPOLIS, MINN. 
Formerly Mid-West Mfg. Co. 
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The MEvER $222 


Greatest clock value ever offered the trade. 
Accurate—handsome. Protected against vibra- 
tion. Regulated without dismantling dash. 
- seller. Price in Canada $3.50. 


Lux CLock - [ANUFACTURING U.S.A. Tc. 








Stop Piston Slap 


Don’t Rebore—G-H Ten- 
sion Rings stop slap and 


oil Pumping. Make and 
keep old motors running GS 
like new. It’s all in the GH TE 
metal—they retain their 
TENSION 
G-H TENSION RING CO., Ine. 
Howard St. & Armory Pl., Baltimore, Md. 


Stop Oil Pumping 





























ae Lorentzen Headlight Kontro! Headlight Kontro! 


AN AUTOMOTIVE 
NECESSITY THAT SELLS 


LORENTZEN HEADLIGHT KONTROL, INC 
x Ps 
60 Grand St New York City 




















“REQUIRES , 
ONLY = _ SAMPLE 




















MOTOR AGE 
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Lowest Priced Method 
of Efficient 
Spring Lubrication 


R & C Oiler comes in 30 ft. rolls. One roll 
will equip from 6-12 cars, Installed with pliers 
in few minutes. Real dealer cpportunity. Good 
profits. Write. Exclusive distributors wanted. 
R. & C. MFG. CO. 
Parkersburg, W. Va. 








FYRAC = 


Night GUIDE || “"aass'” 














~ the Super Spotlight ecktord. in 

















NG QU/ weandd 
STEERING KNUCKLE BOLTS ano BUSHINGS 
PISTON PINS—PISTON PIN SET SCREWS 


KING ge ge CORP. 
BUFFALO, N. 








The New Design 
helps it to Sell 


The improved design of the Chaneeze Anti-Skid 
Chain Tightener, besides tightening chain, prevent- 
ing slap and rattle—helps the chain to creep, 
thereby saving wear on tires to a noticeable extent 
and providing a strong sales feature. Retail price 
$1.00 pair. Individually boxed, liberally dis- 
counted. Jobbers—Dealers—Write. 


ELECTRIC PARTS CORP. 
318 E. Genesee St. Syracuse, N. Y, 





























The Complete Line of Office Equipment 


THE GENERAL FIREPROOFING CO., Youngstown, Ohio 
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Reduces Repair Bills. Lowers the Bills 
Cuts Gasoline Bills Saves Dollar Bills 


Moa Speedometer 
































DAU _ REPLACEMENT 
MACHINED PISTONS 


Semi-steel—for use after a rebore or re-grind 
Made to manufacturer’s specifications, 
to pass motor builder’s inspection. 
Standard sizes and oversize. Write for price 


list. «HE DALL MOTOR PARTS CO., 
400 South Street, Vermillion, Ohio. 
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‘AMERICAN ASBESTOS COMPANY 


Bi ore. Esk Automobile 
S1IOS Brake Lining 


Manufactured by 


Norristown, Pa., U. S, A. 




















MOTOR CARS 


J. I. CASE T. M. COMPANY 


Racine Wisconsin 


JoHN WARREN WATSON Co, 
Phila.: 24th & Locust Streets 
Detroit:5 1-53 Canfield Ave.,E. 



































POWERFUL — SAFE — FAST! 
“DICKERSON” TURNTABLE JACK 


Hamiles all cars for all kinds 
of work. Great for spring and 
chassis repairs. Saves time— 
makes money for you. Priced 
RIGHT, Write for catalog. 
C. A. DICKERSON 
COMPRESSOR CORP. 
Buffalo, N. Y. 




















Send for details of the Bosch Selling Fran- 
chise, which will cover your exact require- 
ments. 

Robert Bosch Magneto Co., Inc. 
Otto Heins, President, 109 West 64th St., New York 





























Kokomo Long Life tires and 
tubes make money for deal- 

~ers who handle them. 
ni ! ing Kokomo Twin-Grip Fabrics 

hen ws Kokomo Two-Grip Cords 
. : - Kokomo Everlaster Red Tubes 
"TIRES anoTU BES Kokomo Standard Gray Tubes 
KOKOMO RUBBER CO., Kokomo, Indiana 
131 South Main St. 








DOUBLE YOUR FORD SELLING FIELD | 


THE WARFORD CORP., 44 Whitehall Street, New York 


And Make Two Profits with 


wartord 


AUXILIARY ANSMISSION 
Two-Ton Capacity—High Speed 


Ask your nearest distributor to demonstrate it or write us. 























OVER 100 ACCURATE SHORT-CUTS 
J a TO GOOD WILL AND PROFIT~ ~ 
"| p calo °9 “Thru your jobber-his service is economy ’ 


STEVENS & COMPANY 
375 BROADWAY ‘NEW YORK 
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“In Stock - 


) Overa Day Away’ 


Write Milwaukee Die Casting Co., Mil- 


waukee, Wis., for game of one of our 500 || 


distributors nearest you. 


MILWAUKEE Sf BEARINGS 








Ju 


Wy 


it (rt 








oo ii 

















)24 











yu 


| 





July 31, 1924 


MOTOR 


AGE 95 


















McQUAY-NORRIS 


PISTON RINGS 
PISTONS 
PINS 
BEARINGS 


MoQUAY-NORRIS MFG. CO., ST. LOUIS—CONNERSVILLE—INDIANAPOLIS 





—" As Old As 
oO 
oie The Auto Industry 
tes. 
Vesta has 27 years of experience built 
An into it. The isolators have been used 
. for 8 years. Always in keeping with 
Exclusive automotive requirements. Write for our 
Vesta proposition. 
Vesta Battery Corporation 
Feature Chicago, Ill. 
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CARA FLL [io 


At last—a headlight reflector that makes night driving safe. 
Write for full details. 


The PARAFLECTOR CO., Minneapolis 
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“Best Money Maker I Ever Handled” 


Says One of our Distributors 
And his sales prove it! The reason is that the 
Duplex Tire Carrier & Rim Tool is one of the most 
popular items of equipment introduced in recent 


years. 
DUPLEX Second Spare Tire Carrier 
And Rim Tool 
Two tools for the price of one. Holds tires securely. 
Expands and contracts rims. Attached instantly. 
Write for details. 
TRIPP-SECORD & CO. 
606 Kerr Bldg. Detroit, Mich. 


























H-B 8 HOUR CHARGING PAYS 
FOR ITSELF 


Small cash payment puts HB 8-Hour Battery 

Charger in your shop. Your increased profits 

easily carry the small $20 monthly terms, with 

good surplus besides. HB 8-Hour service builds 

trade, beats competition. An HB saves you $35 

be $115 over any other outfit on purchase price 
one. 


HOBART BROS. CO., Box AR324, Troy, Ohlo 














Electric contact by rotor brush. 
Watertight Joints — automatic 
water control at end of hose. 


Threaded for %-in. hose. Strongly 
supported and counter balanced. 
All brass construction, 













omncansnmromnnncanrman oan ER meenancne reenter enomenatin 


9 ft. swivel permits use of short hose. Light always OVER job. Water controlled 
AUTOMATICALLY by LITTLE GIANT WATER SAVER. Lowest priced combina- 
tion washer and water saver. Write: THE GAYLORD MFG. CO., Paterson, N. J. 

















Lat A Vacuum Gas 
Feed and Emergency 


Reserve Combined 


For Ford Cars and Trucks 
Mountai . 
untain Accessory Co 7.50 


Emporium, Penna. 
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UNIVERSAL S92, 


Adjustable. Two sizes will clamp any hose of 

any diameter. Made from cold rolled steel out 

of wire. No rough edges to cut hose. Put on 

in less than a minute. Everlastingly leak-proof. 

Order Universal Hose Clamps. Trademark on 

oy every clamp and carton. Get them from your 
jobber—or write us. 














UNIVERSAL INDUSTRIAL CORP. Hackensack, N. J. 














Carbon Removing 
ae Brush 


The quick, easy way to remove all carbon deposits, B66, heavy wire 
for rough surfaces; B67, fine wire for machined surfaces and aluminum 
pistons. Used with small electric drill or Sioux Flexible Shaft. 


Ask Your Jobber 
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Goodrich Cable is sold in lengths 
found to be the most popular with 
the average buyer—coils of 100 
ft. packed in individual cartons. 
Both shop men and car owners 
like the clean 100 ft. package 
idea—and this leads to quick and 
profitable sales. 

Send for samples, prices and dis- 
counts. 


THE GOODRICH-LENHART MFG. CO., Hamburg, Pa. 














ALBERTSON & CO. SIOUX CITY, IOWA 
ARROW HEAD 
Dependable 


PRODUCTS 


Pistons, Piston Pins, 
Axle and Drive Shafts 


Arrow Head Steel Products Co. 


Minneapolis, Minn. 























TAKE THE END-PLAY OUT/ 


—WITHOUT PULLING THE MOTOR 
THE C. A. ADJUSTABLE CENTER BEARING CAP 
corrects Ford crankshaft end play and sets magneto for 
highest efficiency without removing the motor. Easily 
and quickly installed. Guaranteed for one year. List 
price $3.75. Ask your jobber or dealer or write us direct. 


ADJUSTABLE BEARING CO., Inc. 
Dept. M. Brazil, Indiana 





Pat’d 





7-22-’22 








REEL INNER RINGS 


25 ft. Lengths. Cut Your Size. 


A wonderful jobber and dealer proposition. 
Economy and convenience for the service 
station, Cut the diameter needed. 2 sizes 
fit 80% of cars. 
Smalley Accessories Corp. 
5119 Lake Park Ave. Chicago 






4”x4A"x1%” S 


























—~ Bakelite Case/ 


This famous roller-type timer is 
absolutely ‘‘short-proof’’. The only 
standard timer with Bakelite case. 


MILWAUKEE 
TIMER4- FoRDSSy 
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AHLBERG BEARING COMPANY 


3521 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS 
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MOTOR AGE 





A Department that will Find What You Want 








sult-producing. 


July 31, 1924 
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This Broadcaster Department serves a real purpose in the industry by affording a cen- 
tral clearing house for all kinds of business wants. It will help you to get a position 
or secure competent assistants or executives; get agents or agencies, representatives or 
accounts. It will find a partner or financial backing. It will secure more business for 
you or sell your business at a fair price. It will help you to dispose of dead or slow- 
moving stock, sell equipment or machinery you no longer need, or it will find a new 
plant or factory for you. It is of special value for auction notices, the sale of books, 
patents, parts, industrial sites and business opportunities of all kinds. This advertis- 
ing is the opportunity advertising of the industry. It is inexpensive, quick-acting, re- 
Have you tried it? 


If you don’t find what you want here, 
your advertisement here will find it 
for you 


oeeetear 

















AUTO 200 Models PARTS 


= NEW AND USED GEARS, AXLES, BEARINGS, 

= SPRINGS, MAGNETOS, GENERATORS, ETC. JOB- 

= BERS IN BANKRUPT AUTO SUPPLIES. 
BRIGHTMAN AUTO EXCHANGE 

321 Windsor Ave. HARTFORD, CONN. 


tesceceseesy 








NEW AND USED AUTO PARTS 


We have wrecked over a 
thousand cars. 


SANDER BROS. AUTO WRECKING CO. 
WEST POINT, IOWA 











AUTO PARTS 


SAVES 50% TO 75% ON ALL CARS 
New and Used Gears—Springs and Axles—Cylinders— 
Motors—Rear Systems, ete. Wire or Write 
INDIANA AUTO PARTS CO. 
316-18 NO. ILLINOIS ST. 
LARGEST CAR WRECKERS IN INDIANA 


INDIANAPOLIS, IND. = 








JANSEN FLY WHEEL GEAR RINGS 
Chevrolet 490. $3.00 
Chalmers 4.00 


JANSEN MACHINE COMPANY 


Des Moines, Iowa 














INFORMATION 


Six cents a word js the rate for all undisplayed 
advertisements set solid, regular want ad style; all 
capitals, 9c. a word; all capitals leaded, 12c. a 
word; minimum charge $1 an insertion; payable 
in advance (see next paragraph). 


Ten per cent discount if one payment is made 
in advance for four or more consecutive inser- 
tions. Advertisements other than ‘Positions 
Wanted” will be billed monthly if run more 
than four times, 

Add five words for address if replies are to 
come to a box number address at any of our offices. 
These replies are forwarded each day as received, 
in new envelopes, at no extra charge. 

Refund will be made if all insertions ordered 
are not needed, the amount refunded being the 
difference between cost of insertions given and 
full amount paid. 

Telephone orders must be confirmed in writ- 
ing same day. No allowances can be made for 
errors of any kind unless prompt notification is 
sent us, 


When replying to blind ads be careful to put 
on your envelope the correct box number and do 
not enclose original letters of recommendation— 
send copies. 

Displayed advertisements are sold by the 
inch. Rates will be furnished upon application. 
The right is reserved to refuse any advertise- 
ment and also to rewrite and edit copy furnished 
whenever the publishers consider it advisable to do 
this. 


THE BROADCASTER DEPARTMENT 
THE CLASS JOURNAL COMPANY 


239 W. 39th St., New York 
5 8. Wabash Ave., Chicago 


PARTS and REPAIRS 





CLOSING OUT LARGE ASSORTMENT OHIO PISTONS 
AT SACRIFICE. WRITE FOR PARTICULARS.  PHIL- 
ECTRIC CO., 4608 PROSPECT AVE., CLEVELAND, 0. 





PARTS FOR AUTOS AND TRUCKS 
WHAT DO YOU NEED? We have it. Gray’s Auto 


Parts Company, 3212 Brighton Road, Pittsburgh, Pa. 





PATENTS and PATENT ATTORNEYS 


PATENTS 


ooemae FRE HIGHEST REFERENCES 
ROMPTNESS” ASSURED BEST RESULTS =: 
Send drawing or model for examination 
and report as to patentability 
W. roe E. COLEMAN, Patent Lawyer 
644 G. Street, N. W., Washington, D. C. 











Attorney-at-Law and Solicitor of Patents 


C. L. PARKER 
Formerly Member Examining Corps, 

States Patent Office 
Ameriean and foreign Patents secured. Searches made 


to determine patentability and validity. Patent suits 
conducted. Pamphlet of instruction sent upon request. 


United 








McGill Building, WASHINGTON, D. C. 





MISCELLANEOUS 





WANTED TO LEASE! 





PARTS and REPAIRS 





; DOWMETAL PISTONS 

Lighter, stronger, and longer wearing than 

or iron. Can be fitted bronze bushings in the 

wrist pin holes same as iron pistons. Dowmetal 

has no permanent growth. The expansion is little 

more than iron. 

SEND FOR PARTICULARS 

LAMMERT & MANN CO. 

Cylinder and C 

215-21 N. Wood St. CHICAGO 


t Grinding : 
Phone West 4918 = 





ANY PART 


for 
ANY CAR 
NEW 


USED 


Send for Catalogue 
Cincinnati Auto Parts 
& Wrecking Co. 


712-714 Walnut St. 
CINCINNATI, OHIO 
Parts eur middle name 





TEN GOOD- 
LOOKING, DEPENDABLE RACING 
CARS WITH DRIVERS FOR 8 OR 10 
WEEKS. FAIR SEASON. 
SEND PHOTO WITH REPLY 
G. J. S, ROOM 223, MILLER BLDG. 
SCRANTON, PA. 
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SIMPLIFY THE WORK in your Auto Repair Shop by 
sending for our free booklets: 
for Double Checking the Time, Material and Tool Losses” 
and ‘“‘How to Lay Out the Auto Stock Room’”’ 
samples and price list of repair orders,parts sales slips, 
job tickets, time sheets, store room requisition slips, bin 
labels, bin markers, card holders, celluloid card protec- 
tors, aute stock boxes, steel shelving and cabinets. Had- 


“Hadco Safeguard System 


and free 


don Bin Label Co., Haddon Heights, New Jersey. 
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PARTS and REPAIRS 





“ AUTO PARTS = 


The Largest Stock of New and Used Car and Truck Parts in the World. We 
Have Everything. Write Us. 





New Motors 


Continental Red Seal 4N, 334x5.....$250.00 
Herschell Spillman, 4 Cyl., Model 

7000, 334x5 125.00 
Buda, 4 Cyl., Model R, 334x5.......... 150.00 
Lycoming, 4 Cyl. Type K, 334x5.... 


New Clutches 


Borg & Beck, Type DX, 12”.............. $18.00 
Borg & Beck, Sinn DX, OF scitiaiinics . 8.00 
Hoosier, 10” 7.50 


Starters, Generators and 


Magnetos 
New and Used, for All Cars and Trucks 


Universal Joints 


New and Used, for All Cars and 
TRUCKS 


Radiators 























New and Used, for All Cars and Trucks 


WHEELS 


New and Used, Wood, Disc, Wire and 
Steel, for All Cars and Trucks 


SPECIAL 
Budd Wire Wheels, New Type, 
32x4. Will Fit Oakland 34C, Paige 
6-44, and Other Cars. . . .$8.00 Each 


Set of Five $37.50 
NEW GEARS 


For All Cars at 33 1-3% to 50% 
Discount Off List 


ODOCGURERGSCRREeeeeeeeeeeeEy, 











Milwaukee Bearings 
Arrow Head Piston Pins 
Mohawk Piston Rings 

















SPECIAL 


FORD CUSHIONS. FRONT AND 
REAR. TO FIT 1921-2-3 


$2.85 Each 


New Carburetors 



































Zenith HP5A $15.00 
Zenith O04 7.50 
Zenith T4 7.50 
Stromberg % 4.90 
Stromberg LB1 12.50 
Stromberg Ml 9.00 
Stromberg M2 11.75 
Stromberg O2 14.50 
Rayfield L3P 11.50 
Rayfield MR3V 9.75 





25% deposit required with all out of town orders 
Always mention model and 
serial number in order. 








2003-5-7-9 So. State St. 


MISCELLANEOUS 


DOUGLAS AUTO PARTS CO., Inc. 


HOUSE OF A MILLION PARTS 
Dept.P Phone Calumet 7174-7175 — Chicago, Ill. 








HELP WANTED 


SITUATIONS WANTED 





10,000 automobile bearings, 60c for quick sale (list price 
$4.22) in original factory packing, new, well oiled, 208 
Double Row, 1209 Single Row. Write or wire. United 
Hide, Iron & Metal Company, Elmira, New York. 





WANTED-—Dirt Track Racing Motor or Car, Overhead 
Cam Motor. Address Box 6158, care Motor Ave, 5 S. 
Wabash Ave., Chicago, Ill. 





Front wheel brakes for any make car. Have about 80 
sets and tools. Also patents. Chance for automobile me- 
chanic. A. Hubalek, 744 Willoughby Ave., Brooklyn, New 
York, 





FOR SALE—Isotta Fraschini Dirt Track Racing Car, 4 
Cylinder, 16 Valves, Overhead Cam. Address Box 6157, 
care Motor Age, 5 S. Wabash Ave., Chicago, Ill. 


SITULCUECCCOCUORENOCOSESOCCDOOCCCEODEEODOROCOEEUREOOOEOOUECCOROOUECUORCUOCOOSCCCREOCCCCRRURECUCEUCRRGROREOCEROCORCRROCREOCRSRCCOROCREOSERORETE 


The live 


read their business paper— 


you can reach them through 
The Broadcaster Department 


District Distrtbutors—Agents 
Make big money with Radiolite, marvelous Pn an 
electrolyte. Better and quicker than expensive 8-hour 
charging system. Removes and prevents sulphation in 
auto and radio batteries, makes frequent 
unnecessary. Preserves plates and prelongs life of any 
battery. Great opportunity for live dealers. ite 
is the original product and is protected by U. 8. and 
foreign patents. Gallon free for testing. 
RADIOLITE CO., St. Paul, Minn. 











SALESMEN WANTED TO ACT AS DISTRIBUTORS ON 
INCANDESCENT AUTOMOBILE BULBS. TO CARRY 
STOCK AND MAKE DELIVERIES FROM THEIR 
CARS. GOOD OPPORTUNITY. ADDRESS BOX 6155 
CARE OF MOTOR AGE, 5 8S. WABASH AVE., CHI- 
CAGO, ILL. 


POSITION WANTED. ELECTRICAL SERV- 
ICE OR GARAGE EXPERIENCE DESIRED 
BY RECENT GRADUATE 


in Automobile and Tractor Course. Now taking Battery 
Course Michigan State Automobile School, Detroit. Tech- 
nical and Business Course Graduate Journeyman Machinist. 
Available Angust 10th. Small salary expected. Prefer 
Detroit or Eastern or Southeastern U. S. No family. 
Permanent if mutually satisfactory. References on request. 
P. S. Robinson, 68 Davenport St., Detroit, Michigan. 


» 





SHOP SUPERINTENDENT—Now in charge of large Ford 
Shop with Twelve Hundred Car Contract, desire change 
account of limited opportunity. Best of reference. Six- 
teen years with Ford’s. Married. What have you to offer? 
Address Box 6160 care MOTOR AGE, 5 S. Wabash Ave., 
Chicago, Illinois. 








men of the 
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industry 















MOTOR 


battered teeth— 
shrink on the ring 


That’s all there is to a 
Meachem Ring Gear in- 
Stallation. Its not hard 
and it can be done quick- 
ly. 

The car owner gets a fly- 
wheel that is stronger and 
better than new and you 
make a bang up profit. 


Watch for limping fly- 
wheels—it pays. 


Write for our proposition 


The Meachem Gear 
Corp. 


Syracuse New York 











Effective! Harmless! 


Forget the Tar 


All the roads get a bath of tar and oil when 
summer comes along—and that’s when the 
automobile owner loses his religion. But he 
changes his mind when he uses Pontoklene. 
No longer does he have to detour from 
tarred and oiled roads, for Pontoklene abso- 
lutely removes the tar and grease, it cleans 
and restores the original lustre of the car 
without injury to the finest body finish. 
Order Pontoklene from your Jobber today. 
It retails at $1.00 a can. 


THE PONTOKLENE COMPANY 
2604 Main Street 


Norristown, Pennsylvania 
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The Advertisers’ Index is published as a convenience 


and not as a part of the advertising contract. 
care will be taken to index correctly. 


Every 
No allow- 


ance will be made for errors or failure to insert. 


A. C. Spark Plug Co. 
Adjustable Bearing Co 

Ahlberg Bearing Co. 

Aterteem: B. OO .........0000..-...-.--000--. 
Allen Mfg. Co., The.................... § 
American Asbestos Co................. { 
Amer. Hamm, Piston Ring Co. { 
Anchor Electric Co...................---- ¢ 
Arrow Head Steel Prod. Co..... 
Atwater-Kent Mfg. Co 
Auto-Hone Co., The.................. 
eT ig, TB sions svc -cossscis cscs 
Automotive Maint. Mach. Co... ‘ 


Bearings Co. of America 
Bellevue Mfg. Co.. 

BiMes Corps, TID. ..00.......0-00 cn § 
Black & Decker -dfg. Co 


Bonney Forge & Tool Works 
nid Cover 





Bosch Magneto Corp., Amer. 
Ubsiereiseseeuteanionsenmemcnaaacee 3rd Cover 


Bosch, Robert, Magneto Co..... 94 
Boyle Valve Co 
Broadcaster Dept. Se 
Broderick & Bascom Rope Co. 85 
Brunner Mfg. Co 
Buick Motor Co 


Cc. & G. Wheel Puller Co........... 90 
Cadillac Motor Car Co 

Onee, Bi Ts Te MS OG icciscnccesccrnsis 94 
Chase, L. C., & Co 

Chevrolet Bros. Mfg. Co............. 92 
Chicago Solder Co......................... 93 
Cincinnati Elec. Tool Co............ 91 
Cincinnati Victor Co., The........ 91 
Cole Storage Battery Co. 

Colonial Gear & Mfg. Co 
Conneaut Packing Co................. 91 
Connecticut Tel. & Elec. Co..... 95 
Curtis Pneumatic Mach. Co..... 99 
Cyclo Manifold Co 


Dull Motor Parts Co... 94 
Dalton & Baleh o.oo. 93 


Dickerson, C. A., Comp ¢ssor 


Dill Mfg. Co. 
Du Pont, E. I., De Nemours 


Eastern Mach. Screw Corp....... 2 


Eaton Axle & Spring Co. 


Eclipse Mach. Co...............--.0c00 | 


Edelmann E., & Co 
Electric Parts Corp 
Elgin Machine Works. 


Federal-Mogul Corp. ... 
Folberth Auto Spec. Co. 


Follett Time Recording (o....... ! 


Forest Electric Co...... : 
Foster-Johnson Reamer (o....... 
Fredericks, H. M., Co 

Fyrae Mfg. Co. ........... ; 


G. H. Tension Ring Co., Inc... % 


Gammons-Holman Co., The...... 
Gates Rubber Co. ....... 
Gaylord Mfg. Co........... 
Gemco Mfg. Co. ........... 
General Automotive Corp.. 


General Fireproofing Co.............: 


General Storage Battery Co.. 


Goodrich, B. F., Rubber Co....... 
Goodrich-Lenhart Mfg. Co....... 9 


Green Engireering Co., The 


Hall Cylinder Hone Co., The 
Hobart Bros. Co......... ; 
Hollenden Hotel ........... 
Hudson Motor Car Co... Ft. (0 
Hueticr Mach. & Tool Co... 
Hyman Pressed Body (o. 


Inshield Prod. Co., The 


Johnson Gas Appliance Co.. 
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Kellogg Mfg. Cov..........-.----eceeees 92 
Kine Mf. CORP s.......-<.-0c0-s0r---nseesee 94 
kissel Motor Car Co................... 93 
Kokomo Rubber Co....................- 94 
Reig TUE CO... -..n0<<ccccenocensessacese 89 
las-Stik Patch Mfg. Co............. 85 
laurel Motors Corp...................-- 88 
lorentzen Headlight Kontrol, 

Inc. - . - 93 
louisville Electric » Mfg. Co....... 88 
lupton’s, David, Sons Co........... 60 
lux Clock Mfg. Co., Ince............. 93 
MeQuay-Norris Mfg. Co............. 95 
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Maxwell-Chrysler  ................00----+0 8 
Meachem Gear Corp. ................-- 98 
Mechanical Production Co......... 78 
Milwaukee Die Casting Co......... 94 
Milwaukee Motor Prod., Ine..... 95 
Mosler Metal Products Co......... 92 
Mountain Accessory Co............... 95 
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New Departure Mfg. Co............. 88 
\o-Leak-O Piston Ring Co....... 62 
North Bros. Mifg. Cos......00..<-..<0- 82 
Norwalk Auto Parts Co............. 92 
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Packard Electric C0... 91 
Packard Motor Car Co............-.- 100 
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Pontoklene CO. cocccccccccocecccececceeeeee 98 
R. & C. Manufacturing Co......... 94 
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Safe-T-Stat Co. ..68 & 69 
Sales Equipment Co., Ine......... 83 
Sav-Oil Ring Mfg. Co................. 92 
Service Equipment Associates.. 92 
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Real Air Service 
in This Curtis 


‘Te above illustration is the Curtis Style 
V Two-stage Outfit—one of the family of 
popular Curtis Outfits—the last thing in air 

compressor design—free of complicated parts 

—built for hard usage and will be on the job 

all the time. 4 to3 H. P.—automatic. 


Single and Two-stage 


Many Sizes and Styles 


We manufacture a com- 
plete line of single and 
two-stage outfits. You 
are sure to find one that 
will meet your particular 
needs in style, size and 
price. Write at once for 
full information and de- 
scriptive literature. Use 
the coupon below, or a 
postcard will do. 











Style “S” Single Stage 
Outfit. Belted only. Five 
sizes—14 to 3H. P. motor 





CURTIS PNEUMATIC MACHINERY CO. 


1527 Kienlen Ave. : 


ba St. Louis, Mo. 


Branch Office: 
530-H Hudson Terminal « New York City 


CurRTIS PNEUMATIC 
MACHINERY Co. 







scabiched 1854 
Gentlemen: Please send me > full details on Curtis Air Compres- 
sors—your proposition and prices. 


St. Louis, 


Dg dicidiccancccdceacdcussececceancscduedeedeeeessedede 


Address... cc ccc ccccccccccccccccccccccccccccccccccccccs 


Jobber’s Name....... COSTS SSSESESE SESH HA SHSSHSHSSSHSOHHESEEHEE 


Address... .ccccccccccccccccccccscet OO seeessscscescssee 





































MOTOR AGE 


1 PACKARD 
CAN BUILD 
si} A PACKARD 











The beauty of the Packard Eight is but an indica- 
tion of the incomparable quality of its performance. 


Here is luxurious riding in a sense and to a degree 
well worth your while to know. 


In power and flexibility, the Packard Eight is more 
agile and eager and unhampered than seems pos- 
sible for a mechanical thing to be. 


Yet with all its power and flexibility and effort- 
less speed, it handles so easily and smoothly 
as never to suggest strain or sense of effort. It 
responds to a touch—yet it unfailingly holds 
the road. 


Beyond compare, and without a peer, the Packard 
Eight appeals irresistibly to those who want the 
finest motor car in the world. 


Packard Eight and Packard Siz both furnished in ten body types, open and enclosed. Packard's extremely liberal time- 
payment plan makes possible the immediate enjoyment of a Packard — purchasing out of income instead of capital. 


PA C RAR D 


EIGHT 





July 31, 1924 


If: 
any 
He 
ens 


she 
is ¢ 


not 




















gnition 
System 


TYPE 
600 


$12.75 


: $ 

in Canada*19= 
If you want to see a real enthusiast, get in touch with Start him working for you. Seil him a Type 600 System for 
any Ford owner using Bosch Type 600 Ignition. his Ford and he'll start bragging about it to his neighbors. 
He's so pleased at the wonderful improvement in his They'll soon be in to see you—to buy Type 600 Systems, and 


engine that he is anxious to tell everybody about it— & lot of other suarehantinn, t00— 


He shows them how smoothly the engine runs—how easily You can make a clean-up this summer if you get a lot of 
) she starts—how quickly she accelerates—how powerful she Ford owners boosting for you. The old cash register will 
f is on the hills. play a merry tune right through the year. 


He’s the best salesman in the world—and he works for Wire for sales plan and a sample outfit C.O.D. Get started 
nothing! TODAY. 
AMERICAN BOSCH MAGNETO CORPORATION, Springfield, Mass. 
NEW YORK CHICAGO DETROIT SAN FRANCISCO 


Dealers: Big advantages open to live dealers who become Bosch Sales Agents and sell the Bosch Long Line. 












Bosch 














































Bosch 
Shock Electric & Bosch Red 
Absorber prince Spark Plug 
A new scien- = The hig, sure-firing, 
W 
tific device iper gas-tight plug with 









the unbreakable in- 
sulator and the 
nickel steel elec- 
trodes. Get the gen- 
uine — it’s red! 
Regular sizes. 
$1.00. Ford size, 
75c. 


that controls 
car springs 
perfectly 
and provides true riding 
comfort at low cost. 
Prices per pair: For 
Fords, $10.00. Medium 
Cars, $15.00. Heavy 
Cars, $20.00. 


An absolutely reli- 
able, automatic 
cleaner that is oper- 
ated _ electrically. 
Not affected by en- 
gine speeds. Puts 
no burden on the 
battery. Price, 
$9.50. 
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More Trucks i Use than any other Exclusive Truck Builcer 


st 
y Os 


10 Years of Performance 


Large numbers of Republi¢ trucks ate op- 
erating satisfactorily today after ten years 

,6f faithful servite. To présént day truck 
buyers this*means situply that Republic 
truckg are built to haulitonnage through- 
out truck life at the lowest cost per ton 
per mile hauled. 


Length of life, 6f’coufse, is merely-a fac- 
tor in the whole equation just as are 
mileage, and upkeep,'and cost, and oper- 
ation. You must considera! factors to 
decide intelligently what to buy. 


However, it ig impressive evidence of 
Republie’s lowest ton mile cost, that 
Republic trucks have performed 10 years 
—and still are performing satisfactorily. 
Trucks that are so built must have a 


very long start in the direction of lowest 


ton mile cost. 


AndRepublics continue just as they start. 
Built by the organization that has pro- 
duced and sold more trucks than any 
other exclusive truck company, it is but 
natural that Republic trucks should re- 
flect this experience, this knowledge and 
this solidity in economical hauling. 


We want to sell you Republic trucks only 
on the basis that, all factors considered, 
we Can save you money on your hauling. 





Republic is one of the féw,nationally serviced, 
nationally used, nationally feputed trucks. Only 
a truck proved at every task, in every region, 
gives assurance of fitness for all work, 


REPUBLIC MOTOR TRUCK COMPANY, INC., Alma, Michigan 
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